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Sparks 


State of the nation’s economy: 
Up 

Bonp Issues—In December states 
and cities approved $82,952,075 in 
new bond issues. For the same 
month in 1950, the aggregate was 
$63,212,500, according to the Daily 
Bond Buyer. 

Paper Output—Latest weekly re- 
port by American Paper & Pulp 
Assn. shows production at 92.9 per- 
cent of capacity, compared with 
63.6 percent in the preceding week. 
A year ago the rate was 94.2 per- 
cent. 

Waces—Average weekly income 
of production workers in manu- 
facturing plants in November 
was $65.25. That represented an 
increase of four cents over No- 

vember and was $3.02 higher than 
November, 1950, the Bureau of 
Labor Statistics states. 

British Savincs— Despite condi- 
tions in England, its people in- 
creased savings accounts last year 
by about $9,800,000 to $17,057,600,000. 

Stree. Output—U. S. last year 
turned out 105,133,424 net tons of 
raw steel for an alltime record. 
That’s 8,300,000 tons better than 
1950 and 15,500,000 tons greater 
than the previous peak in 1944, says 
a preliminary report by American 
Iron and Steel Institute. 

Coat Mine Activiry —National 
Coal Assn. reports that soft coal 
mined in week of Jan. 5 totaled 
9,130,000 tons. This compares with 
7,777,000 tons in the corresponding 
week of 1951. Estimated production 
for 1951 is 535,000,000 tons, up 4 
percent from previous year. 

* - * 











Down 
Britain’s Stee. — Output in 1951 


was 15,638,000 tons, against 16,292,- 


000 tons in 1950. 

Stock Excuance Seat—The first 
sale of a seat on the New York 
stock exchange this year brought 
$51,000, or $3,000 less than the 
final transaction in 1951. 

Business TreNp—The weekly in- 
dex of the New York Times leveled 
off at 163.7 for the week ended 
Jan. 5, which compares with 167.6 
for the preceding week and 171.2 
for the like 1951 week. 

* * * 


General 


Savincs Deposirs—Deposits in 529 
mutual savings banks in the U. S. 
in November gained $126,000,000 for 
a total of $20,654,000,000, according 
to National Assn. of Mutual Sav- 
ings Banks. 


Quotas Call for 


By Bernie Thomas | 
Associate Editor } 

TILL having a difficult time try- | 

ing to build up to presently per- | 
mitted production levels, the auto | 
industry last week pushed its bat- | 
tle for more materials in the sec- 
ond quarter of this year. 

Some makers said they werc 
more optimistic that NPA will in- 
crease second-quarter aluminum | 
allotments than that U. S. plants 
will be able to produce 1,006,000 
cars and 250,000 trucks in the 
first three months of 1952. 

The first-quarter car goal ap- 
peared in danger. To realize it, U. 
S. plants have to average the as- 
sembly of 77,300 cars weekly from 
Jan. 1 through March 31. The aver- 
age so far has been only 52,300. 

Built in U. S. plants last week 
were 68,640 cars and 23,985 trucks 
for a total of 92,625 vehicles, ac- 
cording to Automotive News esti- 
mates. The previous week’s output 





Upswing Is Seen 
In Used Cars 
At Wholesale 


By Bob Gordon 
Associate Editor 

HILE retail used-car sales are 
still floundering in a “seasonal 
| slump,” there are strong indica- 
| tions that the wholesale used-car 

market is “coming back to life.” 

One of the most convincing 
signs is the increase in the num- 
ber of units offered for sale at 
various auctions around the coun- 
try and the boost in the percent- 
age of units sold at auction. 

AUTOMOTIVE News’ compilations 
| show that entries at eight represen- 
|tative auctions last week totaled 
1,052 units, an increase of 302 over 
the preceding week’s total of 750 
offerings at the same auctions. 

* * * 











GALES at the eight auctions last 


week reached 801 units for a 
(Continued on Page 53, Col. 1) 








Dodge Dealers Fighting 
Loss of Area Security 


ICHMOND, Va.—Protesting de- 

letion of exclusive-territory 
rights and “hindering” of stock- 
ownership transfers, 66 Dodge deal- 
ers from Virginia, North and South 
Carolina met here Wednesday and 
adopted a resolution requesting the 
new Dodge dealer council and fac- 
tory officials to hold a conference 
to consider amending a proposed 
new Dodge factory contract. 

Under the old contract, dealers 
—except those in multiple-point 
cities—were protected against ap- 
pointment of additional dealers 
in their territories, which were 
defined, 

Dealers present agreed to refuse 
to sign the new contract until such 
a conference is held and have re- 
tained counsel to make a thorough 
analysis and comparison of the old 
and new contracts and to represent 


the interests of Dodge dealers in 
the three states. 

The resolution adopted is as fol- 
lows: 

“Whereas, the Chrysler Corp., 
Dodge division, has proposed that 
Dodge dealers in North Carolina, 
South Carolina and Virginia sign 
new agreements in lieu of their 
present and existing agreements 
and, 

* 7” * 
HEREAS, at a meeting in| 
Richmond, Va., on Jan. 16, | 
1952, with from 50 to 100 Dodge 
dealers from the above mentioned 
states in attendance, the proposed 
(Continued on Page 51, Col. 1) 
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Makers Push Battle 


On 2nd Quarter Cut; 
Current Output Slow 


Firms Hopeful Aluminum Allotment Will Be Boosted; 
Week’s Production Rises to 68,640 Cars, 


77,300 Average 


was made up of 62,362 cars and 
22,729 trucks— 8 total of 85,091. 


AR item nattling against un- 

employment in their plants, are 
of the opinion that they have been 
sabotaged by defense production 
officials. 

At first it had been thought that 
NPA made a technical error when 
it gave the auto industry authority 
to make 930,000 cars in the second 
quarter of 1952, while allocating 
copper and aluminum enough for 
only 800,000. Steel was granted for 

But Henry H. Fowler, new 
NPA administrator, said “no.” 
The allotments of all basic mate- 
rials as had been announced, he 
said, were what the auto indus- 
try would get and were all that 
could be given out in view of 
increased military requirements. 
E. R. Breech, Ford executive 
vice-president, immediately wired 
defense officials in Washington, 
charging in effect that the auto 
industry had been double-crossed. 

* * * 

HIS restriction on aluminum al- 

lotments,” Breech said, “comes 
as a disappointing surprise to us. 
We know that you will understand 
how impossible it is for us to plan 
in the interest of maintaining em- 
ployment if the rules of the game 
are going to be changed so sud- 
denly.” 

Breech pointed out to Defense 
Mobilizer C. E. Wilson that NPA 
over a period of months has 
urged auto makers to substitute 
aluminum for copper wherever 
possible, and indicated that alum- 
inum would be available for such 
substitution. 

“If aluminum is now going to be 
put on the same restricted and 
critical basis as copper,” Breech 
wired, “we have wasted much time 
and money and are frustrated in 
our substitution program.” 

Other industry officials joined 
Breech in criticizing NPA’s action 
in putting the aluminum allotment 
for the second quarter on the same 
basis as copper, namely 800,000 cars. 

* ~ * 


HEY agreed with Breech that 

- unless more aluminum is forth- 
coming for second-quarter opera- 
tions, then the 930,000 car authori- 
zation will be meaningless and 
actual production will be nearer to 
800,000. 

George W. Mason, president of 

(Continued on Page 50, Col. 1) 





Alvan Macauley 
Dead at 79 


LVAN MACAULEY, one of the 
grand old men of the auto in- 
dustry, died Jan. 16 in Clearwater, 
Fla., of uremic poisoning and pneu- 
monia on the eve of his 80th birth- 


| day. 


He headed Packard Motor Car 
Co. for 32 years until his retire- 
ment in 1948 and was president 
of the Automobile Manufacturers 
Assn. for 18 years, retiring from 
that post in 1945. 

At the start of World War II he 
became head of the Automotive 
be ae for War Production. 

. Keller, Chrysler Corp. 
Pl said Thursday that Mr. 
(Continued on Page 46, Col. 3) 





Five 1952 Models Bowing 
In Dealer Showrooms 





ay So 


BUICK—ROADMASTER RIVIERA, WITH MORE HORSEPOWER 


See page 52 for details and more photos 





CADILLAC—190 HORSEPOWER AND JET-TYPE EXHAUST OPENINGS 


See page 38 for details and more photos 





CHEVROLET—STYLELINE SEDAN WITH “CENTERPOISE POWER" 
See page 42 for details and more photos 





HUDSON—THE WASP, LOWER-PRICED MATE OF THE HORNET — 


See page 40 for details and more photos 





WILLYS—AERO WING, WITH 90 HORSEPOWER 
See page 39 for details and more photos 
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Record Turnout to Hear Sen. Dirksen, Rev. Alexander... 





12,000 Due for NADA Conclave 


By Pete Wemhoff 

Editor, Automotive News 
AJ ORE than 12,000 dealers—a new 
alltime record—are expected to 
attend the 35th annual NADA con- 
vention, which opens late this week 
in New York City, President R. D. 

McKay announced last week. 

While NADA directors will hold 
sessions Thursday and Friday, 
Jan, 24-25, the convention actually 





Attention, Dealers 

If you’re attending the NADA 
convention in New York, your 
copy of the Jan. 28 issue of 
Automotive News may be ob- 
tained, free of charge, at Auto- 
motive News’ booth (55-56) at 
Grand Central Palace or at this 
publication’s hotel headquarters 
in the Waldorf. 





opens Saturday morning (Jan. 26) 
with a service clinic on shop 
management. The conclave will 
run through Wednesday, Jan. 30. 
The annual NADA equipment 
show, with a record number of over 
100 exhibitors (more than twice any 
previous year), opens Saturday 





ft 
Dr. Alexander 





Senator Dirksen 


morning and continues through 
Tuesday, Jan. 29. The show is being 
staged at Grand Central Palace. 
(See page 16 for list of exhibitors 
and products.) 
a * * 
Mo of the clinics—covering 
service, used cars, trucks, pub- 
lic relations, government regula- 
tions, safety and employer-employe 
relations—will be held in the 7ist 
Regiment Armory, 34th St. and 
Park Ave. 

Official NADA headquarters are 
at the Waldorf Astoria hotel, where 
most of the state and local associa- 
tions will also maintain headquar- 
ters. 

Business session of the conven- 
tion will be confined to Wednes- 
day, Jan. 30, with Sen. Everett 
M. Dirksen of Illinois delivering 
the key address. Dr. Bill Alexan- 
der, inspirational preacher of the 
West, will talk at the same ses- 
sion. 

President McKay will give his an- 
nual report that day, while new of- 
ficers will be introduced. W. L. 
Frame, general convention chair- 
man, will preside. 

The NADA resolutions committee, 
headed by Dean Chaffin, will make 





Chrysler-Canada Denies 


Plan to Leave Windsor 


HAMILTON, Ont. — A Hamil- 
ton report that Chrysler of 
Canada was considering moving 
its operations from Windsor to 
this district was flatly denied by 
company officials Thursday. 

“We have no intention of mov- 
ing from Windsor at this time,” 
a Chrysler spokesman said. 

Ford recently announced that 
its main operations would be 
transferred from Windsor to the 
Toronto area. General Motors 
moved from Windsor to Oshawa, 
Ont., in the 1920s. 





|its report at the final session Wed- 
| nesday. 
| * * * 


TP EXPLAINING why he expects 


a record turnout for this year’s | 


convention, President McKay point- 
ed to the fact that in 1951 dealers 
gave employment to 725,000 persons 


lars in wages. 

“Dealers are, above all, men who 
put first things first,” McKay de- 
clared. “They are the men who 
value personal and business integ- 
rity. They are men who care deeply 
about national integrity and the na- 
tional welfare. 

“And they are men who know 


and paid nearly three billion dol- | 


that only their constant, alert 
support can keep their great asso- 
ciation strong and useful—useful 
to them as dealers and to the na- 
tion that more than all others 
depends on automotive transpor- 
tation for its basic health and 
well-being.” 

| Besides the business sessions and 
| clinics, the NADA conclave will of- 
|fer several 


| Ball and the annual “NADA Fam- 
jily Party.” There will also be spe- 
|cial entertainment for wives of at- 
| tendees. 


entertainment events, | 
{such as a Sunday Musicale, a Grand 














U. S. Car Production by Makes... 
e 3 +] 
How They Fared in ’51-’50 
(U, S. Car Production) 

Total Pet. of Total Pct. of 
Output, 1951 Output, 1950 
1951 Total 1950 Total 
CHRYSLER CORP. 1,227,893 23.02 1,188,160 17.84 
Chrysler .... 162,916 3.05 164,697 2.47 
DeSoto . 120,412 2.26 126,664 1.90 
Dodge .... 320,690 6.01 326,928 4.91 
Plymouth ..... inesiaat 623,875 11.70 569,871 8.56 
FORD MOTOR CO. .... 1,165,101 21.85 1,556,686 23.38 
ON Wisi fyb inetdurt sentence 900,860 16.89 1,187,120 17.83 
Lincoln ies 25,387 0.48 35,485 0.53 
Mercury 3 . 238,854 4.48 334,081 5.02 
GENERAL MOTORS . . 2,255,491 42.30 3,048,357 45.78 
Buick ..... 404,695 7.60 552,827 8.30 
Cadillac 103,266 1.93 110,535 1.66 
Chevrolet .... 1,118,101 20.96 1,520,583 22.84 
Oldsmobile .................. 285,634 5.35 396,757 5.96 
Pontiac . 343,795 6.46 467,655 7.02 
KAISER-FRAZER 99,118 1.86 146,911 2.21 
Frazer .... ts - , 10,217 0.15 
Ee 99,118 1.86 136,694 2.06 
rer 4,790 0.09 7,552 0.11 
HUDSON 93,327 1.75 143,006 2.15 
NID eiibcsicicicssnvssonvecs 160,359 3.01 189,543 2.85 
PACKARD ........ 716,075 1.42 72,098 1.08 
STUDEBAKER ....... bead 222,570 4.17 268,145 4.03 
WILLYS-OVERLAND  ....... 28,226 0.53 38,052 0.57 
Total Cars, U. S. .................. 5,333,450 106.00 6,658,510 100.00 








Dealer Patkin Guilty 
In Tax-Dodging Charge 
BOSTON.—Rubin Patkin, 
president and treasurer of 
M & M Motors, Inc. (Chevrolet), 
in Malden, Mass., pleaded guilty 
to charges of income tax evasion 
before U. S, District Court here. 
Patkin allegedly cheated the 
government out of $63,786 in 
taxes from 1946 to 1948. Asst. 
U. S. Atty. Edward D. Hassan 
said the money represented pro- 
ceeds of blackmarket operations 
in automobiles. Judge William 
T. McCarthy placed Patkin on 
$1,000 bond without security. 


OPS Rules Out 
‘New Auto Boosts 
‘After ‘Capehart’ 


S FAR as OPS Chief Mike Di- 

Salle is concerned, new-car 
prices have gone about as far as 
they can go. 

DiSalle told a Batavia (N. Y.) 
press conference last week that, 
unless reduced earnings dictate 
otherwise, auto makers will have to 
absorb all cost increases since last 
July 26. 


July 26, 1951, was the date up 
to which the Capehart amend- 
ment required pricing recognition 
of labor, materials and overhead 
expenses. Ford and Hudson have 
received OPS approval for so- 
called “Capehart” price increases 
on new cars, while applications 
from six other makers were still 
being processed at press time 
Thursday. 

OPS also announced Sears All- 
state basic prices identical to those 
for the Henry J, and gave conver- 
sion-steel users a full month to 
compute added costs in _ price 
petitions. 








* * * 
iSALLE said OPS will enforce 
a policy of post-Capehart cost 
absorption unless auto company 
profits drop below 85 percent of 
the average for the 1946-49 period. 








Independents 


By Bernie Thomas 
Associate Editor 

NDEPENDENT car makers ac- 

counted for only slightly less a 
share of all the cars produced in 
1951 than they did in 1950, despite 
the fact that government-ordered 
material bans held them to the pro- 
duction of 180,342 fewer cars last 
year. 

If government restrictions 
weave the 1952 car production 
pattern as expected, independent 
car makers face even lower pro- 
duction volume this year but 
should do better percentagewise 
than last year. 

Percentage of industry quotas 
assigned by NPA to individual car 
makers will permit the Big Three 
to build only 83.43 percent of all 
the cars produced after Apr. 1, 1952, 
as against their 87.17 percent in 
1951 and 87 percent in 1950. 

Similarly, NPA’s rules will allow 
independent makers to account for 
16.49 percent of 1952 car produc- 
tion after Apr. 1, as compared with 
their ratings of 12.83 percent in 
1951 and 13 percent in 1950. (The 
unaccounted for .08 percent of total 
car output after Apr. 1, this year, 
has been assigned by NPA to 
Checker Cab.) 

* 7 * 
HE inroads that materials re- 
strictions made into auto pro- 











Committee for L. A. Dealer Show— 


The first postwar auto show in Los Angeles will be staged March 7-17 in the Pan- 
Pacific auditorium by the los Angeles Motor Car Dealers Assn. The committee of 
dealers in charge is, left to right: Irvin Kaiser, Manager Charles H. Elmendorf, Dave F. 
Smith, Roy S. Carrington, Ted Wessen, Clarence J. Dixon, Burch Greene, Hamlin W. 


Nerney and Frank French. 


Hold Steady 


On Share of °51 Output 


duction during the last half of 1951 
resulted in the year’s car produc- 
tion total winding up at 5,333,450, 
or 19.90 percent below the total of 
6,658,510 built in 1950. 

Independent makers accounted 
for 684,965 cars in 1951, or 20.84 
percent less than the 865,307 they 
built in 1950. General Motors, Ford 
and Chrysler produced 4,648,485 
cars last year, or 19.76 percent less 
than the total of 5,793,203 they 
racked up in 1950. 

All but two makers took part 
in the industry’s general pro- 
duction decline last year. Only 
Plymouth and Packard were able 
to build more cars in 1951 than 
they did in 1950, recording 9.48 
percent and 5.52 percent. in- 
creases, respectively. 

Inasmuch as the Big Three’s 
gain in percentage of total car pro- 
duction in 1951, as compared with 

1950, was a meager .17 percent, it 
will be noted that Kaiser-Frazer, 
Crosley, Hudson and Willys-Over- 
land lost moderate ground at the 
expense of gains chalked up by 
Studebaker, Nash and Packard. 


+ * * 
HRYSLER CORP., with all its 
lines participating, accounted 


for 23.02 percent of all 1951 car 
production, 5.18 percent more than 
in 1950. In contrast, Ford’s share 
of 1951 production slipped to 21.85 
percent, down 1.53 percent from 
1950, and GM’s 1951 rating of 42.30 
(Continued on Page 47, Col, 1) 


Rubber Price 
Cut 1% Cents 


WASHINGTON. — The govern- 
ment Thursday announced a reduc- 
tion in crude prices to users of 
from 52 to 50% cents a pound, 


deliveries. 


This is the second price drop 
since December, 1950, when the 





price was 66 cents a round. 


This is the yardstick promulgated 
last year by Eric Johnston when 
he was chief economic stabilizer. 
Companies with pending Cape- 
hart price petitions are Chrysler 


Corp., General Motors, Kaiser- 
Frazer, Nash, Studebaker and 
Willys. 


Studebaker and Willys, mean- 
while, disclosed basic factory re- 
tail price ceilings for additions to 
their 1952 new-car lines. Stude- 
baker’s Starliner hardtops will be 
priced at $2,120.35 for the Cham- 
pion Regal and $2,437.52 for the 
Commander State. Willys’ new 
two-door sedans will be $1,587.50 
for the Aero Lark, $1,824.50 for 
the Aero Wing and $1,903.50 for 
the Aero Ace. 

A comparison of OPS-announced 
wholesale prices with the newly- 
posted basic retail prices indicates 
that Willys dealer discounts will be 
approximately 19 percent on the 
still-to-be-built Aero Lark and 24 
percent on the Aero Wing and the 
Aero Ace. Dealer discounts on Wil- 
lys station wagons are 24 percent. 
OPS announced Aero model whole- 

sale prices last October. 

NADA notified its members that 
OPS has pledged speedier handling 
of new service-charge increase pe- 
titions, required under extension of 
Pog Capehart amendment to CPR 
4, 

—Mac Gorpon 





-\New Radiator 


| 
| 
| 


| 


Saves Copper 


| Coated Steel Used 
| By Monroe Auto 


DETROIT.—Monroe Auto Equi):- 
ment Co. last week announced 4 
|new-type automobile radiator, 
which it said features a 75 percent 
copper saving over convention:.| 
type radiators. 

Observers, who saw the radiator 
at Society of Automotive Engi 
neers convention here, said the} 
recognized it as having beer 
designed by John Karmazin, o! 
Karmazin Products Corp., Wyan- 
dotte, Mich. 

General opinion was that the 
radiator, which is constructed of 
copper-coated steel, represented an 
excellent approach to the problem 
of conserving copper. 

However, spokesmen for two 
radiator manufacturers said they 
hoped that Monroe had succeeded 
in perfecting a design where they 
themselves had failed. They said 
the two insurmountable obstacles 
they had experienced were: 

1. Corrosion sets up very fast 
between dissimilar metals in the 
presence of some coolants. 

2. The heat transfer co-efficient 
in steel is much lower than in 
nonferrous metals. 

Both spokesmen said that Kar- 
mazin’s design has been successful 
in car heaters, where only nonfer- 
rous metals are involved. 

A Monroe spokesman admitted 
that his company’s radiator had 
been designed by Karmazin. He 
said that it had successfully passed 
exhaustive tests by auto makers, 
various government agencies and 
antifreeze manufacturers over a 
period of 10 years. 

Monroe officials said that 
greater structural strength is ob- 
tained with this type of construc- 
tion over conventional radiators. 
This added strength, it was 
claimed, prevents the develop- 
ment of leaks for far greater 
period of operation under all 
types of driving conditions. 

A unique tubular type of con- 
struction, it was further claimed, 
has stood up 25 percent longer 

(See RADIATOR, Page 50, Col, 3) 





Hudson Promotes 


Roy Chapin Jr. 


DETROIT.—Roy D. Chapin jr. 

has been named assistant sales 
manager for Hudson. 
C. A. J. Hadley, 
Hudson sales 
Manager, said 
that the son of 
the late Roy D. 
Chapin, one of 
Hudson’s_  found- 
ers, would head 
territory and 
dealer develop- 
ment, 

Graduating from 
Yale in 1937, 
Roy D. Chapin Jr. Chapin jr. joined 
Hudson in 1938. He spent World 
War II in the aircraft section of 
Hudson’s war contract division. 

Following the war, he was named 
a district manager for Hudson 
Sales Corp., and in 1946 became 
regional manager in Detroit. His 
most recent duties have been as a 
special sales representative for 
Hudson, 
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| Oldsmobile's Jet Engine Parts Plant— 


effective with February and March | 


This aerial view shows the structural framework of the new Oldsmobile jet engine 


parts plant being built in Lansing. The pla 


nt will contain 700,000 square feet of floor 


area, and will be used for producing turbine and compressor units for the J-65 
Sapphire jet engine. Work is being continued in spite of bad weather, and completion 


is expected in the spring. 
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*EVERAL dealers have asked for 
\" my comments on the Kaiser- 
Frazer hookup with Sears-Roebuck. 
Of course, these are both responsi- 
ble companies. Both must realize 
when they shoot at a target it is 
easier to miss than hit. Of course, 
they were free to act. This is a 
free country, isn’t it? We wouldn’t 
have it otherwise. 

We all must realize that our 
trade is big and vital. Its meth- 
ods and techniques have been 
challenged many times during its 
existence. We all know about the 
factories spending more than a 
billion dollars since the war in 
improved production facilities so 
they can cut their costs. It is no 
wonder that some will try to cut 
sales costs by new distribution 
methods. This process is continu- 
ally going on in all lines of com- 
mercial endeavor — attempts to 
deliver the merchandise or serv- 
ice to the ultimate consumer at 
the lowest possible sales expense. 

Sears-Roebuck made its own car 
and sold it years ago. Many auto- 
mobile factories ringed the country 
with branch wholesale and retail 
sales organizations, now discon- 
tinued with the exception of a few 
in plant towns and in New York, 
principally for export purposes. 

Department stores have sold au- 
tomobiles in the past, but never 
with great success: Distributors 
were originally employed by all fac- 
tories. Now, with two exceptions, 
they are all direct dealer contracts. 
And so it goes on and will continue 
to go. But let’s look at the evidence 
and add a little reason and see if 
we can come up with the answer 
in this particular situation. 
* x * 


Too Many Lines? , 

ROM the Kaiser-Frazer stand- 

point, of course, the maker 
needs new outlets. It is quite evi- 
dent that its present set of dealers 
are not merchandising even the 
current restricted volume of cars. 

K-F also realizes that it faces the 
competition of the “Big Three,” all 
of which has more than one outlet 
in each community. By adding 
Sears-Roebuck, at one stroke K-F 
has developed another dealer or- 
ganization. If the arrangement 
proves successful, it is apt to write 
its own finish because when one 
single organization is taking a large 
percentage of factory output, then 
the factory is apt to be dominated 
by that outlet to its own disad- 
vantage. 

As far as Sears-Roebuck is 
concerned, there may be more 
than appears on the surface. For 
instance, agreeing to move Kaiser- 
Frazer cars might get them some 
searce steel or aluminum from 
one of the Kaiser mills for re- 
frigerators, washing machines, 
ete. It will certainly help move 
a lot of Sears-Roebuck products 
—Allstate tires, batteries, spark 
plugs, etc. It also means much 
to Sears-Roebuck insurance and 
time sales departments. 

But a department or mail order 
store has too many lines of mer- 
chandise to sell to ever become an 
automobile specialist. Their future 
and their profit isn’t predicated on 
their loyalty to one single manu- 
facturer. When competition gets 
rough on certain lines, they simply 











Advertising News ...........-5+- 43 
Re BPE OOD ods ckccacncss 37 
Ce NE nia cada <sseeaeee 23 
I oo pty oes bebe e ee 36 
NE os cles ow en eae 4 
ns EE ene are ee 4 
NN CEPOL Core 49 
ee ee OTe ee Cee Te 12 
SPS EF Peer ere erie errr: 4 
Merchandising Memos ........... 48 
SN ECE ECO CTE 46 
Personnel (Factory) .............. 35 
Prices, Used-Car, Averages ....... 44 
Production by Makes ............ 50 
Registrations, Cars, Trucks ........ 53 
RT PEEL Pree eee 22 
Washington Column ............. 41 





Dealers tell me 


By John O. Munn 





|forget it and emphasize the lines 


jthat are at that time more profit- | 


| able. : 
|More Than Delivering 


it has been found that automo- 
bile retailing is not simply taking 
ears from a factory and delivering 
them to a consumer. It is much 
more than that. Dealers pay cash 
to the factory when cars are de- 
livered. They warehouse large 
quantities of them. They display 
an assortment in expensive sales- 
rooms. They convert most of this 
merchandise, for which they paid 
cash, into used cars. 

But the important contribution 
for an automobile factory outlet 
is to maintain facilities in their 
area for keeping automobiles a 
satisfactory investment in the 
hands of the user. This big con- 
tribution is difficult to match by 
an organization which does not 
specialize on one product. 

Most observers believe that if au- 
tomobile dealers continue to keep 
their eyes on automobile owners 
and serve them, no way will be 
found, in the foreseeable future, to 
take their place in this field. 


| 


A§ THIS industry has developed, | 














Long-Range Program .. . 





Customer Complaints 
Few in South Bend 


SOUTH BEND. — The better 
business bureau here has _ re- 
ported that less than one per- 
cent of all complaints coming 
into its office are against auto 
dealers. 

James P. Leddy, manager, told 
the South Bend-Mishawaka Au- 
tomotive Trades Assn. that the 


By Sanford Markey 
Staff Correspondent 
bureau and the auto association | ae dhadioan © = eee = 
have jointly worked out a plan a oe oo Same 
‘ “Ve P . range program to reaffirm their 
in handling complaints. Under | He “ sas ” 
it, all complaints are referred to positions as “good citizens” of the 
» 5 community. 


the association’s executive secre- 
Several “serve-the-public” proj- 


tary, who in turn attempts to 
iron out any problems between a | ¢¢ts are planned. One scheduled 
to get under way immediately 


| 

| 

lainant and the car dealer | 
pasate et | will provide free transportation 
| to Greater Clevelanders from 











Cleveland Dealers Elect— 

The Cleveland Automobile Dealers Assn. has elected the following officers (left to 
right) R. Earl Burrows, secretary and manager; Frank G. Elliott, first vice-president 
(Dodge-Plymouth); Joseph M. Erdelac, president (Studebaker); James Berry, treasurer 
(Buick), and Samuel L. Marshall, second vice-president (Ford). 





LOUISVILLE. — The following 
directors of the Kentucky Automo- 
bile Dealers Assn. have been ap- 
pointed to serve on group’s public 
relations committee, it was an- 
nounced by Orville R. Harrod, pres- 
ident. 

Members and the district each 
covers include: Charles B. Wilson, 
Paducah (1); Harry Holder sr., 
Owensboro (2); Ben F. Long, Louis- 
ville (3); C. E. Brents, Lebanon 
(4); J. Clif Ware, Covington (5); 
Cc. F. Glen, Lexington (6); Virgil 
Gray, Pikeville (7); K. B. Kurtz, 
Ashland (8), and C. P. Roberts, 
Harlan (9). 

Wilson, the association’s vice- 
president, was named chairman of 


the committee. 
* * * 


James Heads PR Group 


For Missouri Dealers 
JEFFERSON CITY, Mo.—J. Rush 

James jr., of James Chevrolet, St. 

Louis, has been named by Presi- 

dent D. E. Fitzgerald to head the 

public relations committee of the 

Missouri Automobile _Dealers Assn. 

* * 


PR, Executive Committees 


Named by Utah Assn. 

SALT LAKE CITY.—Committees 
for the Utah Automobile Dealers 
Assn. have been announced by 
Richard C. Freed, president. 

On a newly created public rela- 
tions committee are: Ray Stout 
(Willys), Salt Lake City, chairman; 
Joseph Dean (DeSoto - Plymouth), 


Schaeffer Heads 
N. J. Dealer Unit 


ATLANTIC CIT Y.—Paul L. 
Schaeffer, local Chevrolet dealer, 
has been elected president of the 
Atlantic County 
Automobile Deal- 
ers Assn. 

Schaeffer suc- 
ceeds Thomas 
Lawley (Nash), 
who headed the 
organization for 
three one-year 
terms. Other of- 
ficers are Edmund 
Townsend (Cadil- 

4 lac-Pontiac), vice- 
P. L. Schaeffer president; Wil- 
liam Ruffu (Lincoln-Mercury), 
|treasurer, and George Steinhardt 
| (Dodge-Plymouth), secretary. 

Elected trustees were William 
Arena, Ralph Bartlett, Louis Bauer, 
Walter Bateman, Maurice Cohen, 
L. Edison Mathis and Lawley. W. 
Chandler Stewart was named an 
honorary trustee. 














Public Relations Groups 
Selected in 3 States 





District of Columbia 
Redefines ‘New Vehicle’ 
WASHINGTON. — The follow- 
ing definition of a “new ve- 
hicle” last week became a part 
of the District of Columbia title 
and registration regulations: 


Ogden; Ken Garff (Oldsmobile), 
Salt Lake City; Clarence Harmon 
(Cadillac-Pontiac), Provo; Grant E. 


Hayes (Studebaker), Salt Lake “Any vehicle owned by its 
City; Wayne Johnson (Chrysler-| manufacturer, or a dealer hold- 
Plymouth), Price; Floyd Wilson} ing a valid franchise for the sale 


of such vehicle, or a bank or 
finance company and which has 
never before been titled or reg- 
istered in this or any other ju- 
risdiction, except the kind of title 
issued only to dealers, may be 
classified as a “New” vehicle 


(Ford), Logan. 

Executive committee members in- 
clude: Melvin R. Ballard (Nash), 
Salt Lake City; A. W. Bartlett 
(Chrysler-Plymouth), Ogden; 
Harry E. Carlson (Cadillac-Pon- 
tiac), Salt Lake City; A. L. Duckett 


(Chrysler-Plymouth), Provo;| When titled for the first time 
Charles C. Freed (DeSoto-Plym-| im the District < Hy ey by 
outh); Neuman Petty (Ford);| 2nY Person applying for a Cer- 
Frank B. Streator (Chevrolet); ae wae pean « Meee 


facturer’s Statement of Origin 
or other evidence of ownership 
in the form required by the laws 
of the jurisdiction in which the 
vehicle was purchased, and which 
vehicle has never before been 
titled or registered in any juris- 
diction.” 

The amended definition is the 
result of a number of confer- 
ences on the subject between the 
Washington Automotive Trade 
Assn. and District officials. 


Ivan V. Walton (Lincoln-Mercury), 
all of Salt Lake City. 





Tennessee Board 
Asks 24-Month 
Regulation W 


NASHVILLE. — Directors of the 
Tennessee Automotive Assn. have 
passed a resolution asking Con- 
gress to extend the Regulation W 





Civic Projects Backed 
By Cleveland Trade 


| their homes to the Red Cross 
regional blood center. 


| Another, to be announced soon, 
| will seek to instill in mechanics 
|in service departments the need to 
|be more mindful of the public’s 
need of good service. The goal is a 
better customer-dealer relationship. 

Called “operation transportation,” 
the Red Cross project has already 
been embraced by Cleveland as an 
example of good citizenship. 

All projects are being promoted 
by a public relations committee, 
composed of Joseph Erdelac, presi- 
dent of the Cleveland Automobile 
Dealers Assn.; James Berry, pub- 
lic relations committee chairman; 
Pierce Lake, Sam Marshall, Leo 
Conway, Marc Feder, Robert Strat- 
ton, Earl Burrows and James R. 
Garfield, CADA public relations di- 
rector. 

For the Red Cross project, 
CADA will furnish 15 cars daily 
until March 14, A_ dispatcher, 
furnished by the dealers, will be 
stationed at the Red Cross center 
to coordinate transportation 
needs of blood donors with the 
facilities available. 

Each Cleveland dealer is to fur- 
nish a car and a driver for at least 
five days. 

First favorable comment on the 
project came from N. R. Howard, 
editor of the Cleveland News. He 
wrote: 

“A group of especially good citi- 
zens out of whose volunteer efforts 
here may come the lives of some 
American soldier in Korea whose 
lower limbs may have been bloodily 
shattered by a land-mine booby 
trap.” 

Howard paid tribute to the 
automobile dealers by quoting 
from the remarks of Chairman 
Berry. Wrote Howard: 

“Mr. Berry was wryly humorous 
in describing how defensive the 
public position of the auto dealer 
has had to be because he has only 
one commodity and one service to 
sell, unlike most other merchants; 
and because, when the customer is 
right, the dealer takes the rap for 
being wrong, instead of a hundred 
other blameable agents; and, be- 
cause when a man wants a car in 
a hurry the manufacturer is likely 
cutting down at the other end, and 
when customers slow up the manu- 
facturer gently but firmly gives the 
dealer 100 more cars than he needs. 

“Notwithstanding, the dealer 
wants to be a better-than-average 
good citizen. I liked what Mr. 
Berry said.” 


Jones Buys L-M Deal 
Virgil E. Jones has purchased 
the Lincoln-Mercury dealership in 
Columbia, Tenn., from Lon P. Mac- 
Farland and S. S. Fleming. Jones 
has been used-car manager for 
| Beaman Motor Co., Nashville, Tenn. 











credit control on instalment sale of 
cars from 18 to 24 months. 

“We feel people can’t afford to 
meet the stiff monthly payments 


On the House . 





under the 18-month ~ regulation,” 
David P. Welchel, executive vice- 
president of the association, said. 
John M. Walker of Covington, 
association president, officiated at 
the annual directors’ meeting. 


Car Bodies” . 





Coast Chevrolet Dealers particular sessio 


Sponsor Golf Tourney 

SAN DIEGO, Calif. — Chevrolet 
dealers here are sponsoring the 
first annual $10,000 San Diego open 
golf tournament, proceeds will go 
to crippled children. 

Among some of the dealers par- 
ticipating in staging the tourney 
are Lou Reneau, president of the 
Chevrolet Dealers Assn.; Roy Mil- 
ler, vice-president, and Art Col- 
train. 


a °52 President 


In Sandusky, Ohio 


SANDUSKY, O.—The following 
officers have been elected to the 
Sandusky Automobile Dealers Assn. 
for 1952: Robert A. Bushman (De- 
Soto- Plymouth), president; Roy 
Anderson (Hudson), vice-president; 
Frank A. Link (Buick), secretary- 
treasurer; C. W. Laird (Cadillac- 
Oldsmobile) and William H. McCul- 
lough (Dodge-Plymouth), directors. 


cerned. One Det 
thing at all on t 


have something 





success ... Frankness of Henry 
was outstanding; so, too, were 

future” and the engineering exh 
added a record 436 members last 





Cadillac has set a Chicago S 


. Good Samaritan: Cincinnati 


manager of the Willys division of 








How NOT to conduct press relations: Society of Automotive Engi- 
neers, meeting in Detroit last week, announced in its program that 
“Reporters Are Barred” for the session on “Substitute Materials for 


Since news is a newspaperman’s 


sole stock in trade, that was a red flag for those 
covering the SAE convention . . 
interested newsman made it a point to get into that 


. Naturally, every 


n, and did Fortunately or 


unfortunately, little information on substitutes (not 
already known) was presented ... But the damage 
was already done, insofar as SAE prestige is con- 


roit daily refused to publish any- 
he convention that day; and there 


was plenty of news the SAE would like to have had 
publicized . . . Tip to the SAE and others: If you 


you want to keep quiet, don’t tell 


a newsman he can’t use it; ask his cooperation. 
You'll get a lot farther... 


Ford’s national press show and engineering tour was a grand 


Ford II and other top executives 
the 1952 models, the “car of the 
ibits . . . Iowa dealer association 
year, giving the group a total of 


1,421 members out of 1,949 potential .. . 


how press luncheon for Tuesday, 


Feb. 19, in the Bath Room (sic) of Ambassador East hotel. GM plans 
a lunch Friday, Feb. 15, in addition to its breakfast, Saturday, Feb. 16 


couple got aid one night recently 


on a “lonely stretch in Tennessee” but obtained only the license 
number of the benefactor. Who turned out to be Oliver Pore, general 


L. C. Worman, Inc., Toledo. 


—Pete WeMuorr, Editor, 
Automotive News 
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AUTOMOTIVE OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
. and dealers in motor vehicles, parts and accessories. 2. A fair profit to 
e ™ the dealers on every used vehicle accepted in partial payment for a new 
A A car or truck. § 3. Every dollar of gasoline tax collected by state or federal 
L governments applied to the building and maintenance of highways. § 4. The 
£ e elimination of government and bureaucratic controls over this industry. 
R 75. A return to the precepts of independence and the rewards of applied 

R energy and ability, which made America and gave more of her citizens 


more of the better — of life than anccan else in the world. 


“Seguin Reg. W 


oe to heavy pressure from auto dealers and fac- 
tories, the Canadian government has finally eased its 
stringent credit regulations to permit 18 months for loan 
payoffs instead of 12 months. However, the downpayment 
requirement was retained at 50 percent. 

While the slight easement will go only a short way in 
relieving the serious plight of Canadian dealers and buyers, 
it is a step in the right direction that U. S. officials should 
ponder. 

In recent months sales of new and used cars all over the 
U. S. have slowed up alarmingly in most lines, while on the 
West Coast the situation is particularly bad due to the heavy 
freight charges which must be borne by purchasers. 

It seems to us that Regulation W has served its purpose; 
it’s time to scrap it if the nation is to avoid serious financial 
difficulties on the automotive front. 


* * * 


Picturing the Auto 


OM time to time, as auto men, we have been concerned 

about the loose tendency to picture the auto as a death 
weapon. This is often found in cartoons in connection with 
traffic accidents. And it is understandable. 

The cartoonist has the problem of getting across an 
idea with symbols. It is very difficult to picture a traffic- 
safety thought without using the auto as a symbol of 
death or danger. 

So the tendency is for people, accepting the cartoon liter- 
ally, to think of the auto as a death weapon. 

For that reason, we think that a decision given in Superior 
Court of New Jersey the other day sets the record straight 
with clarity. 

You may find the words of the Superior Court useful in 
clarifying thought in your area. The court noted: 

“Tt is a principle of law well established that an automo- 
bile is not inherently a dangerous instrumentality. It is not 
the ferocity of automobiles that is to be feared, but the 
ferocity of those who drive them. 

“Until human agency intervenes, they are usually 
harmless . . . it is an instrumentality that is potentially 
dangerous when under the control of a careless, reckless 
or incompetent driver.” 

Well used—as it is by far the greatest part of the time— 
the guto is the instrumentality of progress and a better life. 
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| Forum 


New Hampshire’s Sen. Tobey’s 








suggestion for punishing public 





officials who betray their trust: 
“Let’s revive the whipping 
post. They'd fear that.” 


* * * 


I] 





“A writer writes to be read, 
but if he is a writer with any 
claim to seriousness, he writes 
to be read on his own terms.” 
—Rosert PENN WARREN, @u- 
thor of “All the King’s Men.” 


* * * 


Philosophic? 


“Hoot Away, It’s Your Ulcer” 
—a sign in the rear window of 
the car of W. G. Philpot, a De- 
troit representative for a British 
firm, in a one-man campaign 
against excessive horn-blowers. 

. * * 


REGIST, 







Historic Irony 

“One of the ironies of his- 
tory is to see engineers, sent 
here by a foreign government 
(Russia), studying the auto- 
mobile factories at Detroit, 
while their government has 
worked constantly to destroy 
the very system which made 
these American factories pos- 
sible.” — Samuel B. Pettengill, 
former Democratic congress- 

man from Indiana. 

+ * * 


Venomous Old Goat 
A comment on Andrei Y. Vi- 
shinsky, Russia’s foreign min- 
ister, by Rep. Vorys, Ohio 
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Republican. “You often wonder 
how to compete with the venom- 
ous old goat. But you realize that 
there are certain kinds of con- 
tests you do not enter with a 
skunk.” 





* * * 







Russian Greetings 
“The people are greeting 1952 
with a lighter heart than they 
greeted 1951, but not because 














OF 48 SHELVES AND 
They LL BE DOING IT 
Ricut ! 


GLoey BE! Now, GET IT 








Washington's maniacs have 





calmed down. Their teeth have 
become longer, but their arms 


Letterbox 








have become shorter.”—Pravda, 
official Communist party news- 
paper in Moscow. 

* * * 


“If you don’t learn anything 


from your mistakes, there’s no 
sense making them.’—Hamp- 


letters but you may sign your name 
used, if you so request. 





‘A Vote for Sales Union . . / 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 


Address Editor, Automotive News, Detroit 26, Mich. 


with the assurance that it will not be 








TON (Ia.) Times. 
* * 7” 


Current Event 
“You can always tell who pays 
the bills around an office. He’s 
an oldfashioned fellow who 
turns out the lights that are not 


Defends Rohan 

Paging the man afraid to tie his 
name to the article in your letter 
box entitled “Paging Mr. Rohan.” 

I worked as an auto salesman in 
Seattle from 1922 until six years 


being used.” — Dakota County 
: : ago when I became a_ used-car 
ae, — “ne. dealer, still selling, by the way. 


The union certainly has had a 
stabilizing effect on the business. 
Before the union, every deaiership 


Paut REYNAUD, French 
statesman, answering a query 


about the military machine i 
. : and every week brought policy 

status of France: “The offi- |changes. Under union regulations 

cers are in Indo-China, the |calesmen here make good money, 


men are in France, and the 
arms are still in America.” 
+ 7 +. 
On Keeping DiSalle 
Defense Mobilizer Charles E. 
Wilson has this to say about 
Price Stabilizer Michael DiSalle’s 
importance: “He’s rounder, but 
I’m taller and my arms are long- 
er. And I intend, with these arms 
if necessary, to hold him here in 
Washington.” 


x * * 


Disarmament Plus 


“Disarmament... is a small 
guarantee of lasting peace, if 
it’s not accompanied by aboli- 
tion of hatred, greed and lust 
for prestige.”—-Pope Pius XII. 


and so do the dealers, but the turn- 
over of men has been greatly re- 
duced, and conditions have cer- 
tainly attracted a higher caliber of 
man, which in turn gives a dealer 
better results from his salesforce. 

And if a man doesn’t make good, 
a dealer doesn’t keep him, with no 
intereference from the union, 
either. It’s up to the man. 

Sure, the salesrooms close at 6 
p.m., but why shouldn’t a man sell- 
ing cars have his evenings and 
Sundays with his family like any 
other man? Other businesses close 
evenings and Sundays, don’t they? 
And if a man has prospects to see 
in the evening or Sunday, he can 
go see them; he has his own dem- 
onstrator at his disposal at all 











10 Years Ago... 


The Big Story 


Formula A, limiting the dealer prices on new cars, will be adopted, 
it was reported in Washington. The ban on new car sales will be ex- 
tended until Feb. 2, it was announced, when rationing orders will be 
issued . OPM is expected to issue an order soon authorizing the 
manufacture of sufficient auto and truck replacement parts to last for 
two years ... Donald M. Nelson was named to head the new War 
Production Board. 





—From the files of Automotive News. 














times, furnished by the house. 

The Christmas party mentioned 
was an annual affair given by the 
Joint Council of Teamsters, not Mr. 
Rohan’s union, to 750 employers, in- 
cluding the auto dealers division, 
and no different than the Christ- 
mas parties given by thousands of 
business firms. 

You can’t please everybody in 
this world, but let’s be fair about 
this thing. For my money, speaking 
as a salesman and a dealer, the 
auto salesman’s union in Seattle 
gets my vote.—Frep W. Mercer, 
Mercer-Nachtwey Motors (used 
cars), Seattle. 

* 


Stull President 


For the records, the article in 
your publication concerning the 
appointment of Lt. Commander 
James E. Walsh jr. as executive 
officer of the U.S.N.R. Station, Ni- 
agara Falls, N. Y., should have read 
that he is still the president of J. E. 
Walsh & Son, Inc., and not “the 
former president of J. E. Walsh & 
Son, Inc.”—FrRaANKLYN H. TUNISON, 
Office Manager, J. E. Walsh & Son, 
Inc. (Nash), Ithaca, N. Y. 

* ha * 


Can You Help? 


I am writing you in quest of a 
few obsolete automobile parts. I 
have a 1933 model American Austin 
and would like very much to find 
the source of some parts for the 
car. 

Any information you can give me 
in regard to parts for this car will 
certainly be appreciated—L. B. 
PerKINS, YNC(SS), USN, Submarine 
Squadron Six, Norfolk 11, Va. 

* * ” 


Likes Us 


We would not be without AvurTo- 
MOTIVE News for many times its 
cost. It’s getting better and better, 
and I have read it for many years. 
—Pavut Vincent, Telluride Motor 
Co. (Ford), Provo, Utah. 


* 
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Natural Rubber News 


Published by the NATURAL RUBBER BUREAU, 1/631] K Street, N. W., Washington 6, D. C. 


TO GIVE THE FACTS ABOUT RUBBER GROWERS IN MALAYA—HOW THEY PROVIDE THE UNITED STATES WITH AN ESSENTIAL RAW 
MATERIAL AND HOW THEY FIGHT COMMUNISM IN SOUTHEAST ASIA 
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Natural Rubber 
Production Hits 
New High in ’51 


The year 1951 was a record one for 
natural rubber.World production 
reached approximately 1,870,000 tons 
—20,000 tons more than the 1950 pre- 
vious all-time record. 

Over 95 per cent of this tonnage 
came from Southeast Asia. About a 
third, more than 600,000 tons, came 
from Malaya alone. Even though this 
figure is below Malaya’s 1950 record 
output, it is, nevertheless, a remarkable 
achievement. 

The Malayan rubber growers have 
maintained production despite con- 
tinued harassment by Communist ter- 
rorists. One in every 25 rubber planters 
has been killed since the beginning of 
the Emergency, as have thousands of 
other Malayan civilians including small 
farmers, tappers and other plantation 
workers. 

Hundreds of acres of rubber trees 
have been slashed and made useless, 
and thousands of tons of rubber have 
been stolen or destroyed by the Reds. 





In some areas, Communist intimida- | 
tion has idled thousands of plantation | 


workers for weeks at a time. 

In the face of such obstacles, Malayan 
tubber tonnage for 1951 represents an 
outstanding production feat, and as 
the year ended, important new steps 


were taken to combat the Communist | 


menace. 


World absorption of rubber, mean- 
while, has continued to rise, with the | 


1951 total of new rubber (natural and 
synthetic) consumed reaching 2,325,000 


tons. This is an increase of more than | 


four thousand per cent over 1900, and 


is nearly twice as much as the 1940 | 


figure. It is estimated that by 1960, 
world demand will require some 
4,000,000 tons of rubber annually. 











SOLDIER IN THE JUNGLE: The war against the Reds in Malaya is 
a strange one in a jungle setting. The Red army must be tracked down one 


by one. Shown above is a regular from the Suffolk regiment. 








Two Men in Malaya 





A STORY OF LIFE AND DEATH 
TOLD IN FIVE LETTERS 


The story of a war is best told by the 
men who fight and die in it. Their let- 
ters are candid-camera shots of their 
experiences. A story of the Malayan 
war is told in these excerpts from five 
letters from Malayan rubber planters to 
their London home office. For security 
reasons, all names have been changed. 


LETTER NO. 1 


“Unknown to guards, gunman en- 
tered into bungalow last night firing 
shots at Mr. A. B. Carpenter and Mr. 
D. E. Williams. Mr. Carpenter, who 
was asleep, was awakened at 2 a. m. 
by the first revolver shot which was 
immediately followed by another. For- 
tunately, neither was hit.’’ 


LETTER NO. 2 (three weeks later) 


“Mr. Carpenter was killed at ap- 
proximately 1:55 p. m. at the estate. 
He was lying on a camp bed under- 
neath his bungalow, which is raised 
about 8 feet above the ground, when 
he was shot through the back of the 
head with a revolver. He was lying 
on his side on the camp bed, still 
holding the newspaper which he was 
reading, when he was found by Mr. 
Williams. It appears that death was 
instantaneous.’ 





LETTER NO. 3 (one month later) 


“I very much regret having to report 
the receipt by Mr. Robinson, the act- 
ing manager of the estate, of the fol- 
lowing communication, which was 
written in red pencil on cheap paper: 


‘* ‘This is to warn you that Williams will 
be killed. Our organisation is Malayan 
wide. He is being followed. You are be- 
ing warned so that you will know why he 
has been killed when the time comes.’’’ 


LETTER NO. 4 (two weeks later) 


“At approximately 11:30 p. m. that 
night I was awakened by the sound 
of gun fire. I rushed over to the scene 
of the shooting and was met on the 
drive outside the house by Messrs. 
Williams and Brown. After telephon- 
ing the police, we returned to inspect 
the damage. Two spent cartridge cases 
were found in Mr. Williams’ room a 
few feet from his bed and there were 
two bullet holes through the mosquito 
net. The would-be assassin had shot 
low and the bullets went through the 
floor just below Mr. Williams’ head.’’ 


LETTER NO. 5 (jinal note) 


“I received the news this morning 
that Mr. Williams was killed yester- 
day by terrorists whilst on duty. I 
have not seen any official report, but 
I have heen informed that he was am- 
bushed yesterday morning while trav- 





elling along the main road.’’ 





Rubber Roads 
“Best We’ve Got,” 
Says Engineer 


Baltimore road engineers are quoted 
by the Associated Press as saying their 
test strip of rubber-asphalt road is 
“The best we’ve got.” 

Deputy Enginéer W. L. Chilcoate 
reports the stretch of suburban thor- 
oughfare with natural rubber powder 
added is “standing up well” after two 
summers and one winter of hard use. 
He says Baltimore will observe this 
road experiment closely to decide 
whether or not to build all future roads 
out of rubber-asphalt. He estimates a 
rubber road replacing a standard as- 
phalt road with a life span of 20 years 
would have to last only five years longer 
to be economically desirable. Prelimi- 
nary results from test rubber road strips 
in 13 states and Canada indicate rub- 
ber roads may last a great deal longer, 
and also be more resistant to skidding. 


(You can get facts on this new- 
est development in road building 
in a free booklet, ‘Stretching 
Highway Dollars.’’ Just write to 
Natural Rubber Bureau, 1631 K 
Street, N.W., Washington 6, D.C.) 











Malayan Rubber Earns Vital 
Dollars for British War Effort 





Strategic U.S. Import Produced in 
Midst of Hot War in Malaya— Largest 
Dollar Earner of All British Exports 


At the beginning of 1952, natural rubber is in the spotlight— 
politically, economically and militarily. 

During 1951, the United States Government imported 755,000 
tons of natural rubber for stockpiling, military and civilian use. 
The natural rubber stockpile, approaching completion, is of key 
importance to American security. 


| 
| 








Of this tonnage, about 370,000 came 
from Malaya, an active battleground | 
in the fight against Communism. As 
the chief cash crop of Malaya, natural 
rubber sold to the U. S. kept this stra- 
tegic Southeast Asian country of six 
million people economically stable, in 
spite of pressure by the Communists. 


Rubber—A Tremendous Asset 


9 
Natural rubber was also a tremen- | er Melasees of 
dous asset in the critical financial prob- | |: 1+ be able to look to Uaied Aer 
lems of the sterling countries. United | . - 


States purchases, at a 1951 average of | as its best customer for natural rubber 


48, : and remain as strong a friend and ally 
u*aF per pound, totalled an estimated against Communism in Southeast Asia? 


$820 million. Nearly half of this came . : 

from Malayan rubber exports. The dol- Thess are questions Stiis S00 ae 

lar value of Malayan rubber alone was answeend in 1952. On the Gaeats aes 
hinge the security and future of many 


greater than the combined value of all sane : 
export goods from Great Britain to the paced = —_ whose way of Et 


United States—including textiles, whis- 
key, automobiles and machinery. 
Behind these vital statistics is the 
drama of one of the most courageous 
battles in modern history. Hemmed in by 


their front line position against Com- 
munism in Malaya after four years of 
constant battle? 

Will natural rubber continue to earn 
badly needed dollars for Great Britain 
and our other allies in the sterling area? 

Will the U. S. Government allow 
natural rubber to be sold in the U. S. 
on a free market after its stockpile has 








FREE 


dense jungle, rubber planters have held PICTURE 
on grimly during 1951 against the daily BOOKLET ON 
attacks of Red bandits. Protecting their NATURAL 
workers, getting out the rubber for 

RUBBER 


America’s‘stockpile, they have at the 
same time been outposts of freedom in 
Southeast Asia. 


Questions for 1952 
As the new year begins, natural rub- 
ber poses these critical questions for 
the future: 
Will the planters be able to improve 





The story of natural rubber and how 
it is grown is told in text and pic- 
tures in a free booklet, ‘‘Natural 
Rubber and You,” available from 
the NATURAL RUBBER BuREAU, 163] 
K Street, N.W., Washington 6, D.C. 




















Malaya — Front Line Against Reds for Four Years 


About 5,000 Red terrorists 
are scattered in small groups 
throughout the jungle. They 
seek to create economic and 
political chaos in Malaya by 
stopping the flow of natural 
rubber to the free world. 










































Federption of | 
MALAYA Rubber has made 
Malaya one of the 








KUALA most important of the 
MPUR free nations of South- 

= east Asia. Since 1900, 
IALACCA about 34% million 


acres of rubber trees 
have been planted. 
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Power Steering, Foreign-Car Decline Cited . 





SAE Points Up ‘Safety Styling’ 


By Jack Weed and Mac Gordon 


Of the Automot 


ive News Staff 


DETROIT.—Increasingly preoccupied with passenger 
safety, U. S. stylists are reincarnating many old ideas for 


their “cars of tomorrow.” 


The influences of safety and foreign-car designs shared 


the news spotlight at last w 


Society of Automotive Engineers.® 


Safety was underscored as the 
chief selling point for one of the 
latest engineering developments 
—power steering. A panel repre- 
senting all power-steering sup- 
pliers emphasized the concept 
that more than 200,000 new 1952 
models will be safer to drive be- 
cause they will carry assist steer- 
ing. 

Top Chrysler Corp. engineers 
outlined the role played by Euro- 
pean car designs in the develop- 
ment of the experimental K-310. 
American stylists, it was revealed, 
are freely borrowing the best char- 
acteristics from the “custom-built” 
schools of Great Britain, France, 
Italy and Germany. 

Problems in finding adequate 
substitutes for critical body metals 
were discussed at a panel adver- 
tised as “closed to reporters.” The 
forum brought to light little of an 
embarrassing nature from a sales 
standpoint. 

One speaker at the materials 
panel did explain why electrical 
engineers had discarded a sug- 
gestion for higher-voltage elec- 
trical systems in new cars. Such 
@ move would save copper but 
demand more lead for batteries, 
he pointed out. Neither metal is 

in abundant supply. 

Dr. Daniel P. Barnard IV, re- 





D. L. Pastell 





search coordinator of Standard Oil 
Co. (Indiana) was installed as 1952 
president of the SAE. He succeeds 
Dale Roeder, of Ford. D. L. Pastell, 
supervisor of engine combustion re- 
search at the du Pont petroleum 
laboratory, received the 1950 Horn- 
ing memorial award. 

More detailed reports on injury 
causes in car accidents were advo- 
cated by Hugh De Haven, research 
associate at the Cornell university 
medical college. 

Diagnoses of injury causes, De 
Haven predicted, would induce au- 
tomotive engineers to redesign 
dashboards, windshields and steer- 
ing wheels for greater protection. 

“However, without specific crash- 
injury data, engineers cannot be 
expected to know mechanical fac- 
tors responsible for common and 
needless dangers and can have no 
sound basis for judging either the 
desirability or need of undertaking 
safer design.” 

The speaker cited an Indiana 
state police study showing that 
possibly one out of five persons 
are killed in survivable car 
crashes because of inadequate 
door latches. 

“It will take a considerable vol- 
ume of statistical material to de- 
termine whether this condition oc- 
curs only on a few makes and 
models of cars—or whether it is 
common to many. The point is that, 





Separate Society Asked 


For Aviation Engineers 


DETROIT.—A proposal to 
establish a new association of 
aviation engineers is being con- 
sidered by directors of the So- 
ciety of Automotive Engineers, 
it was disclosed at the SAE 
meeting last week. 

Reasons for the proposed sep- 
aration are the Society’s expend- 
ing membership and a lack of 
common functions between the 
two main engineering groups. 
The increased number of mem- 
bers has caused SAE to transfer 
its 1952 summer meeting from 
French Lick, Ind., to Atlantic 
City, N. J. 











eek’s annual _Meeting of the 


when sufficient crash injury data 
are accumulated, judgment of the 
danger can be made and safer de- 
sign then can be considered. 

Aircraft have long benefitted 
from crashproof advancements 
made on the basis 
of exhaustive re- 
ports of injury 
causes, De Haven 
said. 

Power steering 
is rapidly being 
perfected, the 
SAE men were 
told by W. K. 
Creson, engineer- 
ing vice-president 
of Ross Gear and 
Tool. Easier park- 
ing and handling are only a few 
of the advantages, he said. 


Asa safety aid, assisted steering 
is useful in avoiding collisions and 
recovering from skids, Creson not- 
ed. Greater directional stability can 
be built into cars without enlarging 
steering effort, the Ross executive 
stated. 

The volume inherent in car 
manufacture portends lower costs 
for power steering, according to 
Creson. Costs should decrease as 
the device becomes an integral 
part of the chassis rather than 
an adaptation, he said. 

Chief Stylist V. M. Exner, of 
Chrysler, noted that the European 


U.S. Rubber Forms 
New Foreign Unit 


NEW YORK.—United States Rub- 
ber Co. has announced that a new 
international division to be known 
as U. S. Rubber International will 
be created and the present foreign 
subsidiary, U. S. Rubber Export Co., 
Ltd., will be dissolved. 

rte C. Boos, president of the ex- 
port company, has been elected a 
vice-president of U. S. Rubber, and 
will become general manager of the 
new division. 

Boos said the new name is more 
descriptive of overseas activities 
because many of the company’s 
products are no longer exported 
from the U. S. but are manufac- 
tured abroad. 


W. K. Creson 











custom car owner desires extreme 
maneuverability above comfort and 
mere transportation. He is not too 
concerned about cramped seating 
because he rarely travels a great 
distance and does not require ex- 
tensive luggage capacity, Exner 
said. 

In combining European design 
features in the styling of modern 
American cars, designers must re- 
member, he said, that from the 
days of the stagecoach, Americans 
have required larger luggage space 
and demanded in their vehicles a 
reserve of sturdy, lasting power for 
traveling great distance comfort- 
ably over difficult terrain in the 
shortest possible time. 

These traditional requirements 
have not changed, Exner added, 
and they have had a definite in- 
fluence on chassis design and body 
styling of American motoring ve- 
hicles. 

Exner said that Chrysler’s 
K-310 was developed from a de- 
sire “to investigate the appeal 
and practicality of translating 
certain international influences 
into an entirely new American 
theme” of car design. 

James C. Zeder, Chrysler engi- 
neering vice-president, introduced 
Exner at the SAE 
meeting and told 
how  Chrysler’s 
K-310 project was 
carried out by a 
group of artists 
and engineers in 
an advanced styl- 
ing unit set up in 
Detroit entirely 
separate from the 
company’s regu- 
lar styling pro- 
grams. 

Zeder said the K-310 was devel- 
oped to establish “the public’s reac- 
tion to something new and start- 
ling; something that is not in pro- 
duction today.” 

“As a result,” he said, “the K-310 
embodies design features and engi- 
neering developments in the body, 
chassis and engine which normally 
would not be available for years 
to come.” 

It was freely admitted by Big 
Three engineers on the materials 
panel that copper was the limit- 
ing factor in the production of 
automobiles. Engineers observed 
that aluminum, as it is now used, 
could not be substituted for cop- 
per due to its corrosion factor 
and that research would be neces- 
sary to develop some alloy that 
would resist this corrosion on 

(See SAE PARLEY, Page 10, Col. 5) 


James C. Zeder 





Used-Car Bulletin from Detroit .. . 





Jan. 16 


(High demand produced one of the 
auction’s best sales. Sold 63 units 
out of 84 offerings.) 

BUICK—'51 Super Riviera coupe, $2,- 
090*. '50 RM 4-dr., $1,520*; Riviera 
coupe, $1,675*; Super 2-dr., $1,480*; 
4- dr., $1,400*; Special 2-dr., $1,290*. 

,» $1,030". 

‘51 SL Deluxe 4-dr., 
$1,595*, $1,565; 2-dr., $1,475; 
Air, $1,780; FL Special 2- dr., 
‘50 SL Deluxe 2-dr., $1,220*; 
$1,550"; SL Speciai club coupe, 
49 FL Special 4-dr., $875. 

FM club coupe, $760. "47 sedan de- 

livery, $440. '46 SM club coupe, $490. 

CHRYSLER—’51 NY Newport, $2,505. 

DeSOTO—’51 Custom 4-dr., $1,700. °49 
Custom club coupe, $1,215. 

DODGE—’51 Meadowbrook 4-dr., 
560. °'50 Coronet 4-dr., $1,400. 49 
Coronet 4-dr., $1,065. ‘'46 Custom 
club coupe, $600. 

FORD—’51 Deluxe (8) 2-dr., $1,310. 
"50 Custom (8) 4-dr., $1, 215. "49 
Custom (8) 2-dr., 2 at $890, $905; 
4-dr., $910; Deluxe (8) club coupe, 


$1, 130. 
Bel-Air, 
$1,- 

"48 


2 at ‘$850. ‘48 Deluxe (8) 2-dr., $705. 
HUDSON—’49 Super (6) 2-dr. $850. 
KAISER—'51 Special 2-dr., $1/010. 
LINCOLN—’51 4-dr., $1,500. °49 4-dr., 

$1,100, $1,100*. 

MERCURY—’49 4-dr., $950. ‘48 4-dr., 
$670. ‘47 4-dr., $685. 

NASH-—’'41 (600) 4-dr., $150. 

OLDSMOBILE—’49 (98) 4-dr., $1,315*. 

PACKARD — ‘49 4-dr., $1,035". ‘48 
4-dr., $670*. 

PLYMOUTH —’'51 .Suburban, $1,650. '50 
Deluxe 4-dr., $1,050. ‘49 SD 4-dr., 
$990. °47 SD 2-dr., $605. 

PONTIAC—’49 Chieftain (8) 2- dr., $1,- 
280; SL (8) 4-dr., $1,180; SL (6) 


sedan coupe, $1,170*. 47 SL (8) 
2-dr., $675. °'46 (8) sedan coupe, 
$510. 
STUDEBAKER — ‘51 Champion RD 
4-dr., $1,290. 





Latest Auction Prices 


(Aptco Auto Auction. Sale every Wednesday) 





“Indicates automatic transmission or overdrive. 


Other Auction reports are on Pages 44, 45 


Jan. 9 

(Had a large attendance of dealers 
but not enough clean cars, Market 
showed renewed signs of life. Sold 
70 units out of 109 offerings.) 
BUICK—’50 Special 4-dr., $1,280, $1,- 
255°, $1,225. °49 RM 2-dr., $1,450*; 

4-dr., $1,160; Super 4-dr., $1,200*. 
CADILLAC—’'47 (60) Special 4-dr., $1,- 
085*; (62) club coupe, $1,000*, 
CHEVROLET — ’'51 SL Deluxe 2-dr., 

$1,510; Bel-Air, $1,755*. °50 Bel-Air, 

$1,045. '49 


$1,460; FL Special 4-dr., 
a Deluxe 2-dr., $925. 

YSLER — '48 Windsor 4-dr., $870. 
’47 NY club coupe, $675. °’42 Royal 


CHR 
club coupe, $175. 
$1,350. 


DeSOTO—’50 Custom 4-dr. "47 


aed 4-dr., $725. °46 Custom 4-dr., 

DODGE — '50 Wayfarer 2-dr., $1,015; 
Coronet 4-dr., $1,280. °49 Coronet 
4-dr., $1,140*. °48 %-ton pickup, 
$510. °47 Deluxe 4-dr., $650, $635, 
$680. 

FORD—'51 Custom (8) 2-dr., $1,445; 
Deluxe (8) 2-dr., $1,435*. '50 Deluxe 
(8) 2-dr., $1,085; Custom (6) 2-dr., 
$1,015. "49 Deluxe (8) 2-dr., $895. 

HUDSON—’50 Pacemaker 2-dr., $985, 
$945; Super (6) club coupe, "$1, 070. 
’48 Super (6) 4-dr., $705. 

KAISER—’51 Henry J (4) 2-dr., $825. 
'48 Special 4-dr., $500. 

LINCOLN—’49 4-dr. $1,085. 

NASH—’51 Ambassador 4- dr., $1,705*. 
‘50 Statesman 4-dr., $885. 

OLDSMOBILE—'49 (76) 2- dr., $1,055*. 
‘48 (68) club coupe, $740* 

———— 48 4-dr., $600. "146 4- dr., 


$500 
PLYMOUTH—’51 Cranbrook club coupe, 
$1,460; Cambridge 4-dr., $1,385. '50 
business coupe, $800. ‘47 SD 4- -dr., 
$575. °'42 club coupe, $210. 
PONTIAC—'50 (8) wwe $1, 750. '49 
Chieftain (8) 2-dr., $1,1 
STUDEBAKER — ’°48 Mecinn 


4-dr., 
$740*. °47 Champion 4-dr., $655. 











| 


display along with Jeeps. 





Willys Stages Aero Preview in Cleveland— 


More than 75,000 persons turned out to see the new Aero Willys at a two-day 
Cleveland preview. The 12 Cuyahoga county dealers selling Willys remained on the 
floor during the entire showing time. Willys also purchased television time over WXEL 
and Howard P. Grove, sales vice-president, and Thomas Martinet sr., president of the 
Cuyahoga County Willys Dealers Assn. were featured. Eleven of the new cars were on 





UAW Hails U. S. Layoff Probe... 





By Mac Gordon 
Associate Editor 
ESPITE the UAW-CIO’s high- 
pressure assault on congres- 
men last week, auto unemployment 
is expected to get worse before 
mass hiring is resumed. 

Already an estimated 170,000 
Michiganders are out of work, 
and the Michigan Employment 
Security Commission warns that 
“no marked pickup in employ- 
ment is likely before the fourth 
quarter of 1952. 

“In most instances,” the commis- 
sion states, “large-scale hiring is 
not likely to occur before early 
1953, unless world conditions show 
a drastic change.” 

* ” 7” 

OINTING out that machine-tool 

easing and completion of many 
new plants are both a year or so 
away, state employment authorities 
grimly declare: 

“Job opportunities for most of 
the semi-skilled and unskilled un- 
employed workers are simply not 
available here.” 

In a report on its unemploy- 
ment rally in Washington, the 
UAW counted three major gains 
as a result of conferences with 
defense mobilizers and lawmak- 
ers. Six hundred delegates from 
union locals spent one day beard- 
ing congressmen in an attempt to 
round up support for joblessness 
relief measures. 

The union acclaimed the follow- 
ing official moves: 

1. The comptroller-general’s of- 
fice gave legal sanction to plans for 
awarding defense contracts on a 
negotiated rather than a competi- 
tive bid basis. This, said the UAW, 
paves the way for placing defense 
contracts in unemployment areas. 

2. Defense Boss C. E. Wilson list- 
ed Detroit as the top priority city 
for a task force charged with sur- 
veying defense orders and channel- 
ing new work into unemployment 
districts. Hearings will start next 
week in Michigan cities. 

3. Democratic Senators Blair 
Moody of Michigan and Estes Ke- 
fauver of Tennessee hastened in- 
troduction of a bill providing up 
to 40 hours take-home pay for 
workers idled because of the de- 
fense program. Sen. Walter George 
of Georgia, chairman of the Senate 
Finance committee, promised to 
support the measure. 


* * * 
AW PRESIDENT WALTER P. 
REUTHER  excoriated the 


Pentagon for what he termed “use 
of critical materials for construc- 
tion of non-essential plants.” 
Although lead is _ scarce, the 
armed forces have promoted the 
current construction of eight bat- 
tery plants, Reuther said. He ac- 





GM’s Delco Expanding 


Operations at Dayton 


DAYTON, O.—Ground has been 
broken here for a 400,000-square- 
foot manufacturing plant addition 
to the operations of the Delco Prod- 
ucts division of General Motors. 

Frank Irelan, Delco general man- 
ager, reported that excavating and 
grading are proceeding on a day 
and night basis. The plant is in- 
tended for the production of air- 
craft landing gear, power gener- 
ators and machine tool motors. 








Mass Auto Rehiring 
Doubted Until ’53 


cused the military of ignoring un- 
employment crises in placing 
contracts. 

The UAW chief said the armed 
forces are wasting critical metals, 
such as nickel, by padding allot- 
ments to defense contractors. 

“We intend to call the shots as 
they are, and when the military 
is wrong, we are going to fight 
for what’s right,” he asserted. 

Reuther asserted that 200,000 U. 
S. workers in the 1,250,000-member 
union are laid off and that, if con- 
templated reductions in automotive 
and other civilian production were 

put into effect, the number of un- 
employed within the UAW could 
easily rise to 300,000. He said that 
each 100,000-car cutback means 50,- 
000 lost jobs. 

Demanding that the auto indus- 
try be allowed to make 1,250,000 
cars and trucks for each of the next 
three quarters, Reuther said a nine- 
month “breathing spell” was need- 
ed to lay groundwork for defense 
work. He assailed auto makers for 
using the mobilization period as a 
“smokescreen” to secure unneeded 
new defense plants at taxpayer ex- 


pense. 
R: E. GILLMOR, vice-president of 
Sperry Corp., last week was ap- 
pointed full-time chairman of the 
newly-established inter-agency dis- 
tressed defense areas task force. 
Gillmor was chosen by DPA Ad- 
ministrator Manly Fleischmann. 
Gillmor has served previously in 
such Government posts as industry 
director of the State department’s 
American Mission to Aid Greece 
and as vice-chairman of the Na- 
tional Security Resources Board. 
_- = * 


fe lsewumes along the labor 
front last week, a Ford of Can- 
ada wage offer was rejected by 
members of UAW Local 200 in 
Windsor, Ont. The offer would 
have increased the basic wage of 
$1.32 an hour to $1.47 and provided 
certain fringe improvements. The 
union held out for a wage escalator 
plan recommended by a _ govern- 
ment conciliation board. 


AAA Planning 
Big Events for 
30th Birthday 


CHICAGO. — With a nationwide 
program already formulated, the 
American Automobile Assn. will 
observe its 50th anniversary here 
at a “founder’s day” dinner March 
4 with pioneers in the auto indus- 
try, allied fields and AAA in at- 
tendance. 

Coinciding with the dinner event 
which will officially mark the or- 
ganization’s birthday, AAA will 
stage a ceremony here in connec- 
tion with a special commemorative 
stamp, which will go on sale by the 
post office in honor of the associa- 
tion. 

To publicize further the golden 
jubilee year, AAA this summer is 
planning caravans of old and new 
automobiles in many states. 

The finale of the 50th birthday 
will be Sept. 23-25 when the group 
stages its annual golden-jubilee 


* * ” 





convention in Washington. 
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THE DEALER'S 
STAKE IN 


TIME 











Commerciat Crepit offers more plans, services and cus- 
tomer advantages to help you make more sales. 


When you tie up with ComMERcIAL CREDIT, you get a close 
working cooperation developed through financing millions 
of cars over a period of many years. Dealers and motorists 
alike know they can depend on ComMMERCIAL CrEpIT for 
financing as usual in peace or war, prosperity or depression. 


Write, wire or phone your nearest COMMERCIAL CREDIT 
office today and ask them to show you the important 


Commercial Credit financing “know-how” 


improves dealer prospects for 1932 


story of “The Dealer’s Stake in Time Selling.” It may 
help you keep profits UP as new car deliveries go DOWN. 


COMMERCIAL CREDIT 
CORPORATION 


A subsidiary of Commercial Credit Company, Baltimore 
--- Capital and Surplus over $100,000,000 ... offices 
in principal cities of the United States and Canada, 
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Overall Average Started Year at $830, Finished at $864... 





U.C. Market on Even Keel in ’51 


By Bob Gordon 

Associate Editor 
7 THATEVER else used-car deal- 
ers may say about 1951, a study 
of the wholesale price curve for the 
year should convince them that it 
was one of the steadiest years in 

used-car selling history. 

At their lowest on the first 
day of 1951 when the overall av- 
erage was $830, prices rose no 
higher than $1,010 (in March) 
and finally finished the year at 
$864—$34 above the starting point. 
Emphasizing the steadiness of 
1951 prices is the course wholesale 
used-car values followed in 1950, 
when speculation following the out- 


jber figure of $864—a loss for the 
|year of $123. 

In the preceding year, prices 
began in January at $970 and end- 
ed the year at $830 for a decline 
of $140, or just $17 more than in 
1951. 

The peak month for used-car 
prices in 1951 was March when 
the average rose to $1,010. Com- 
pared with the low of $864 in De- 
cember, it shows the extreme dif- 
ference during the year amounted 
to only $146. — 

In 1950, the peak of $1,063 was 
{reached in August while the low- 
point of $830 occurred in Decem- 
ber for a maximum spread of $233, 
}or almost $100 more than in 1951. 

* * * 


break of the Korean war caused a} 


sharp rise which was followed by a | 


steep decline when consumer resis- 
tance and credit controls combined 
to curb the market. 

* + * 


ages of wholesale used-car 
| prices in 1951 shows a rising trend 
for the first three months of the 
|year, followed by two months of 
| decline. 


STUDY of 1951 prices should} Then for five straight months 


start with a January average!prices stayed remarkably even, | 
of $987 (a figure which includes ’51| moving within the narrow range |in the following four months as | 2nd October eased to $926. 


|$42 under the March level at $968. | 
STUDY of the monthly aver- | 


of $931. The last two months of the 
year followed a downward course. 
Starting at $830 on the first 
of the year, prices in January 
averaged $987 when the first ap- 
pearance of new 1951 models 
raised the average artificially. 
February saw a modest improve- 
ment of $7 to an average of $994, 
while March brought the largest 
monthly gain of the year—an in- 
crease of $16 to bring the overall 


\figure to $1,010. 


+” + * 

JHILE March had the greatest | 
gain, the following month} 
brought the greatest loss of the 
year as April’s average wound up 





A decline almost as great oc- | 
curred in May when the average | 
lost $41 to $927. Used-car prices 
reached a plateau at that point, 
however, and the average in June | 
remained unchanged from May | 
at $927. 
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* * * 


There were only minor variations | to $926; September gained to $931,|market in November and Decem- 


models) and end with the Decem-|of $15 from a low of $916 to a high| July wound up at $916; August rose 


rn 
, , ol 
Any Chyf mginee® 
ag 


LUBRICATION 
DEPARTMENT 


|ber, with declines of $30 and $32, 


The season caught up with tin | See: taking place in the 
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“When we designed our new building, we simply called on 
Lincoln to install equipment throughout the entire service 


“We had 5 years’ experience with Lincoln Lubricating Equipment 
in our old building. We liked the equipment, the mechanics liked it, 
and what is most important of all, the customers liked it. 


department. We like every item of equipment. 


“Our 9 Overhead Reel Lubrication Department with twin lifts has 
enabled us to more than double our revenue from the space 
employed. The increased business also means more cars on the 
racks per day which gives us more opportunity to sell our customers 
other services they need. 


is your front door to Profit 


DP mewn 


Look at the Fan Belt 19. Check Radiator Hoses 
Look at the Air Cleaner 

Check the Oil Filter 

Look at the Spark Plugs 

Look at the Ignition Wires and 
Distributor 


5. Check the Carbureter Cylinder 


?. Check the Fuel Pump 
Look at the Battery and Cables 
Look at the Water Pump 1/. Check Universal Joints for wear 


lubricant level 


27. Check the Windshield Wiper and Windshield 
Washer 
3. Look at all four Tires 
29. Sell needed Accessories 


= ae. EO 


Inspect Radiator Core for leaks 
12. Check Radiator Fluid 
13 Test Clutch Pedal action 
14. Check Brake Pedal travel 
Check Hydraulic Brake Master 


Check Transmission and Differential 


“In the matter of installation and working out the many details, we 
found the Lincoln field representative to be most helpful and 
cooperative. We congratulate the Lincoln management on the fine 
personnel they have calling on the automobile dealers.” 


C. C. Currie, President 


Currie Pontiac Company, Detroit, Michigan 


Inspect all leaf Springs 


Check Rear Wheel Bearing Seals 


Check Front Wheel Bearing lubricant 


Test the Shock Absorbers 


* Try the Headlights, Stoplights, Indicator 
Lights, Interior and Exterior Lights 


Check Front Wheel Suspension system 
Check the Muffler and Tail Pipe 


Check front and rear Body Doors 


Inspect front Floor Mat 
Replace lost or damaged grease fittings with 
LINCOLN BULLNECK* Fittings . . . the modern 
fitting with the ball-in-the-top . . . Seals dirt 
out... grease in. 


wo months. The average in No- 
vember eased to $896, while in De- 
cember it fell to $864. 


* * td 


| {*OVERNMENT action in price 
and credit control during the 
year appeared to have but little 
effect on used-car prices. Both 
prices and credit were controlled 
|throughout the year, of course. 
At the beginning of the year, 
used-car prices were governed by 
the General Ceiling Price Regu- 
lation, which proved to be more 
confusing than compulsive. 

Supplementary Regulation 5, 
which became effective March 2, 
1951, set up guidebook ceiling 
prices. While used-car prices turned 
downward after March, it would be 
| Stretching the imagination to as- 
|cribe the decline to the promulga- 
| tion of ceiling prices. 
| Credit limitations of one-third 
down and 15 months to pay were in 
|}effect until Aug. 1, 1951, when the 
|time payment limit was extended 
| to 18 months. 
| * * * 
| WHOLESALE prices rose for the 
two months following this ac- 
| tion, but the rise amounted to just 
| $10 in August and $5 in September, 
increases which would hardly indi- 
cate that dealers expected higher 
prices to follow easier credit. 

For the 12 months of 1951, the 
overall average price of whole- 
| sale used cars gained in five of 
| the months, lost in six and stayed 

even once. 

In 1950, five of the months showed 
gains, while seven suffered losses. 
However, the Korean war caused 
prices to reach a peak late in the 
year, instead of the usual practice 
of cresting in the spring. 

In this respect, 1951 was “nor- 
|mal” in achieving its price peak in 
{the spring, but like the used-car 
business, it refused to stay “nor- 
|mal,” as evidenced by the five un- 
j}usually steady months from June 
| through October. 


| 
| 








GM Institute Creates 
Student Loan Fund 

| ELINT.—Establishment of a Gen- 
eral Motors Institute cooperative 
| student loan fund for the benefit 
|}of students and candidates in the 
| cooperative engineering or business 
administration programs has been 
announced by Guy R. Cowing, Insti- 
| tute president. 

| Loans are available on either a 
temporary or long-term basis cov- 
ering an entire four-year program, 
and will enable qualified students 
faced with emergency or depend- 
ency obligations to continue their 
education, Cowing said. 





| New Indiana Trailer Firm 
| WAKARUSA, Ind. — Tri-Crafts 
Corp., a new trailer manufacturing 
firm, has leased the 40-by-100-foot 
building occupied formerly by Tri- 
wood, Inc., and will be in produc- 
tion within a few weeks, Gerhard 
|R. Schutes, Elkhart, Ind., is man- 
lager. He said it would specialize 
at this time in “caravan” trailers 
in the 40-foot class, to be sold in 
the moderate price range. The 
plant is to be enlarged to nearly 
double its present size as soon as 
| weather permits. 

















N. buyer could be blamed for questioning the 
modernity of a car whose seats and backs are 


not fully cushioned with AIRFOAM. 


For the last word in motoring comfort is 
AIRFOAM, finest of all foam rubber cushioning. It’s 


often the last word, too, in clinching the sale. 


| tipfoame 


SUPER- CUSHIONING BY 


GOODFYEAR 


THE GREATEST NAME IN; RUBBER 





We think you'll like "THE GREATEST STORY EVER TOLD”— Every Sunday — ABC Network 
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‘No, John—it hasnt Airfoam cushions! 





Here’s why AIRFOAM is a greater 
selling feature today than ever before 


Long Life — keeps its shape, won't lump up or 
mat down 

Superb Comfort — molds itself to the body, pro- 
vides firm, uniformly restful support 


Protects Upholstery —wear on fabrics is greatly 
reduced 

Stays Cool in Summer —AirFOAm is self-ventilat- 
ing; stays cool in stickiest weather 


Bigger Resale Value — after years of use, cush- 
ions still look new, enhancing resale value of car 


National Advertising — big full-color national 
ads are helping stimulate the demand for this 
wonder cushioning 





Airfoam—T. M. The Goodyear Tire 
& Rubber Company, Akron, Ohio 














Dealer Brown (K-F) Wins Sales Laurel— 


Despite cold weather and deep snow, Paul Brown Motor Sales (Kaiser-Frazer), Bloom-| even this sum would fall short 


ington, Ind., sold four cars to meet 
manager; Merl Long, 


manager. 


Wondering how new-car and truck production and sales are making out? 


TIVE NEWS gives you the entire story every week throughout the year. 


100 percent of its quota in the champion | 
dealership program and won a Parker pen set. Left to right: L. H. Brakeman, district 
salesman; Paul Brown, and Don Frederickson, Cincinnati regional 
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-|Despite Truman Plea... 





WASHINGTON. -Little likelihood 
of, congressional approval of higher 
taxes this year was seen here de- 
spite President Truman’s request 
|for higher levies in his message to 
|Congress last week. 

Indicating that he would settle 
for about $4,600,000,000 more in 
taxes, the President said that 

| of balancing the budget for the 
fiscal year ending June 30. 

The deficit this year is expected 
ito be about $8,000,000,000, he said, 
adding that this “is expected to 
be followed by a deficit twice this 





AUTOMO- 





lsize in fiscal 1953, unless: further 


Inereased Taxes Seen 


Unlikely This Year 


vigorous action to raise taxes is 
taken very soon.” 

In addition to higher taxes, the| 
President also called upon Congress 
to tighten controls on prices and 


credit to hold back inflation. 


‘ . | 
Congressional sentiment also 


seemed to be against any changes 
in the present system of credit con- 
trols, but opposition to tax in- 
creases was more widespread. 
Republicans were almost solidly 
opposed to any tax boost, and they 
were joined by several influential 
Democrats. The Senate Republican 
Policy committee had previously 








Visual Fron ¢ attract more business 


When people can see in, more come in to buy! 


What would it take to make your front pull more 
people in from the sidewalk? What design? What cost? 
What materials? 

Your Libbey-Owens-Ford Glass Distributor can 
help you get the answers—you'll find him able and will- 
ing to co-operate. He’s a local businessman who’s in 
constant touch with architects and contractors who do 
storefront work. He knows storefront needs and mate- 
rials and costs. He knows local codes. local requirements. 


Why not get in touch with him? Your L-O-F Dis- 


For a modern VISUATE 


Hew! pea gRONT see your nearest 


LIBBEY: OWENS: FORD 


GLASS DISTRIBUTOR 


tributor has the best and most complete 


front materials: 


line of store- 


L-O-F Polished Plate Glass, Golden 


Plate to reduce fading of displays, Thermopane* insulat- 


ing glass to reduce steaming and frosting, 


doors to open up entrances. 
to beautify exterior surfaces. 


Send the coupon for our bo, 


Rasy 
Visual Front book and for the 
names of your nearest L-O-F 
Distributors who can give you 


this complete, helpful service. 


Libbey-Owens-Ford Glass Co. 
7612 Nicholas Building, Toledo 3, Ohio 





Tuf flex* 


Vitrolite* glass paneling 


— 


{WORTH LOOKING INTO! 


Mbaoee Vows Ell: f 





Send me your book on Visual Fronts and the name of the nearest L-O-F Distributors 
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Name 
Print Plainly 
Address 
City Zone Stete__.__ ieee 


| voted unanimously against a ta 
increase this year. 

Republican Sen. Smith of New 
Jersey summarized Republican 
sentiment when he commented 
that a tax boost would “jeop- 
ardize” the nation’s economy. 

Strong Democratic resistance t 
further boosts was indicated by 
Rep. Doughton of North Carolina 
chairman of the House Ways and 
| Means committee; Sen. George of 
|Georgia, chairman of the Senate 
| Finance committee, and Sen. Con- 
nally of Texas, chairman of the 
Senate Foreign Relations com- 
mittee. 

George said he was “not in favor 
of any tax increase,” while Con- 
nally commented that “we’re not 
going to raise taxes by any such 
amount.” 

Doughton declared that presi- 
dential requests are “always en- 
titled to consideration,” but “there 
is strong sentiment throughout 
the country that taxes are high 
enough.” 

Rep. Mills, Arkansas Democrat 
and member of the _ tax-writing 
House Ways and Means committee, 
saw “no chance” for raising taxes 
or even plugging loopholes. 

President Truman also requested 
the closing of tax loopholes and the 
elimination of “special privileges” 
in the tax laws. 

Sen. George’s position on taxes 
was recently stated in a magazine 
article in which he said: “I believe 
that we have reached the safe 
limit of our taxable capacity, and 
that higher income taxes will de- 
stroy a large segment of our free 


society, impair our productive 
strength and add to inflationary 
pressures.” 


This reasoning is directly coun- 
ter to the President’s, as ex- 
pressed in his economic message, 
where he pointed out that pros- 
pects for decreased civilian goods 
and increased civilian income 
make a skimming off of “excess 
income” through higher taxation 
an essential to combating infla- 
tion. 

Although the President did not 
expand on his request for “tax-rate 
increases,” it is believed he will 

seek boosts in the take from the 
middle-income brackets, from $10,- 
000 to $100,000, as well as higher 
tax payments from top income 
earners. 


SAE Parley 


(Continued from Page 6) 


adapters, clips and other contact 

points where aluminum is sub- 
ject to high corrosion. 

It was brought out that more syn- 
thetic rubber would be used in tires 
and while there had been tremen- 
dous improvement in the compound- 
ing of synthetic since war days, 
some of the skid characteristics of 
a greater percentage of synthetic 
might develop. 

Titanium was suggested as a sub- 
stitute for certain hard-to-get 
sheet body metal, but it was pointed 
out that titanium sheet today costs 
around $5 per pound. A representa- 
tive of Ingersoll Steel, however, did 
tell the assembled engineers that 
his mill had developed a substitute 
sheet that might solve some of the 
car makers’ problems on thin car- 
bon plate. 

Continued production of civilian 
goods by an industrial machine 
which can be converted almost 
overnight to war work is the pres- 
ent aim of the Munitions Board, its 
military director, Maj.-Gen. Fran- 
cis H. Griswold advised the SAE 
members. 

Gen. Griswold explained that the 
Munitions Board considers both 
civilian and military needs in its 
five-billion-dollar stockpiling pro- 
gram and contemplates continuing 
civilian production for as long as 
the war situation permits. There- 
after, he said, the requirements of 
an Army of 18 full divisions, of a 
Navy of 1,100 operating vessels and 
of an Air Force of 95 wings, would 
have first call upon a production 
machine now being enlarged and 
made readily convertible to war 
needs. 

He said that it is the board’s 
desire to ease the impact of arm- 
ament production upon the civil- 
ian economy, yet so to develop 
the nation’s productive capacity 
that an accelerated war-produc- 
| tion program could be put into 

effect immediately. 

“Production will be spread as 
widely as possible throughout our 
}economy to establish a broad base 
|upon which to expand in the event 
of war,” he explained. 
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For those interested in world records... 


15,788,894 
LINES 


The figure above is the 1951 total 
advertising space of this! newspaper, 
which also established the previous world 
record in 1950 with 44,649, $49 lines. 





No newspaper, magazine Or other 
britrted metiium, has ever betore 
equalled or achieved ths degree. of 
zeceprance. trom Favertisers . 


THE MILWAUKEE JOURNAL 
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Roundup from State Capitals... 








ol egislation Affecting ale Sndustry 


By Bethune Jones 


Legislative Correspondent 


Lt IGHWAY construction and fi- 
nancing has top billing among 
automotive issues currently receiv- 
ing consideration 
from lawmakers 
and interim study 
groups in_ state 
capitals through- 
out the nation, 
along with an 
ample supply of 
other proposals of 
concern to motor 
vehicle produc- 
tion, marketing 
and use. 
Another $200,- 
000,000 highway bond issue, accom- 
panied by an increase of 0.7 of a 
cent in the state gasoline tax, is 
being sought in Massachusetts, 





Bethune Jones 





where state lawmakers last year 
raised the gas levy from three to 


THE ALL-PURPOSE CLEANING TRIO 


4.3 cents to pay off a previously 


authorized $200,000,000 road bond 
issue. 

A gas tax boost, increased auto- 
mobile registration fees and a 
new system of truck licensing 
are proposed in Colorado to sup- 
port a billion-dollar, long-range 
highway modernization program. 
One of the main points of con- 
troversy in the Colorado proposal 
is whether to exact more revenue 
from trucks through continuance 
of the state’s present ton-mile tax 
system or by establishment of a 
new flat fee formula. 


Imposition of higher truck taxes 
on the basis of the ton-mile theory 
was recommended to the Kentucky 
legislature by an interim study 
group. A ton-mile tax proposal also 


|is expected in New Jersey. Lower 





|farm truck fees are sought in New | 
| York. 
| Although failing to make the} 
jagenda of a recent Ohio special | 
| legislative session, proposals for a 
jton-mile tax and higher gasoline | 
| levies are sure starters for the 1953 | 
| legislative session in that state. 
No requests for added highway | 
revenue will be submitted to the 
1952 Maryland legislature by state | 
road officials, but plans already | 
are being laid for pressure next 
year. 
| Sources of new road revenues 
also are receiving interim consider- 
jation in South Dakota, with senti- 
|ment favoring us of general tax 
|funds rather than a highway bond 
| issue or further boosts in road-user | 
levies. A 1953 proposal for a bond | 
issue appears probable in Okla- | 
homa and Illinois. 
Virginia lawmakers this year will | 


consider proposed changes designed on the feasibility of a proposed 














ABSOLUTELY NEW! The handiest cleaning kit ever 
offered. The Kit consists of 3—2 oz. bottles packed ina 


colorful display carton, forming the all-purpose clean- 
ing trio... they clean everything. 


Every one of your customers will want one of these 


Kits because it takes up 


bureau drawer or kitchen cabinet. It takes up little 
space in travelling bags—they can take it everywhere 
-.. on planes, trains and automobiles. 


The TeNeT Trio fast turnover will give you easy, extra 
profits. Sells for 27c for the complete Kit—retail dealer's 
net price, 65c—dealer's profit, 32c a Kit. 


The new KLEAN SPOT KITS come to you in units of 


12 complete Kits of 3 


compact counter display. 


THING) 


A special cleaning for- 
mula for removal of 


stains, 





from glass, metal and 
hands—also 
lacquer. 


little space in the closet shelf, 


bottles each and a 4 color, 


grease, paint 


reduces 














NAPTHC) 


A special cleaning sol- 
vent for removal of 
fruit stains, chocolate, 





tar and oil. Cleans 
fabrics, shoes and 
clothing. 


FOR THE SHOP ¢ FOR THE HOME «FOR THE OFFICE « 


the new KLEAN SPOT 


from your wholesaler or direct from— 


TAKE IT WITH YOU EVERYWHERE 


“WE CLEAN EVERYTHING” is the sales slogan of TeNeT, 
the new KLEAN SPOT Trio. Be the first to display and sell 


KITS in your neighborhood. Order 


RMD #119 


| turnpike. 


to increase revenues from the 


|state’s tax on diesel fuel used on 


the highways, although it is recom- 
mend that the rate be kept at six 
cents a gallon. Main change would 
be to shift tax liability from user 


;to shipper. 


A 50 percent increase in Ari- 
zona’s tax on diesel fuel is under 
consideration, while administrative | 
changes have been proposed for 


| California's diesel levy. 


* * * 


Toll System 
OLL road _ legislation appears | 
certain in Massachusetts, where | 

it has bi-partisan and gubernatorial 

support. 

Approval of additional toll road 
legislation is expected in New Jer- 
sey, where plans also are actively 
under way for several major exten- 
sions of the cross-state New Jersey 
Other states in which 
toll road planning is in progress are 
Maine and Pennsylvania. 

Elsewhere on the toll road 
front, the Ohio turnpike commis- 
sion is awaiting settlement of the 
steel availability question before 
proceeding with steps to finance 
its projected 25-mile cross-state 
superhighway. 

Florida expects a report in April 












COLORFUL 
COUNTER 


DISPLAY 
& 












is furnished with your 
original order of new 
KLEAN SPOT KIT units. 
The display holds 6 com- 
plete kits compactly 
(space saving). The dis- 
play is sales compelling 
and completely descrip- 
tive of the Kit'’s purposes. 


TURPE) 


A special cleaning 
preparation for re- 
moval of grease, chew- 
ing gum, tar and paint 
from hands and fabrics 
without damaging nail 
polish. Also cleans small 
paint brushes and thins 
paint. 


i 


land building a new toll 
| between Louisville and New Al- 








Byron-Wood Cited— 


When Byron-Wood Motors, South Gate 
Calif., opened its Studebaker dealership 
in December, 1946, it had one employe 
Today it has 30. John Van Trigt (left) dis 
trict manager, recently presented a five 
year plaque to Lester W. Wood. The ex 
panded dealership also is currently cele 
brating occupation of a new building at 
2927 E. Firestone Blvd. 





Jacksonville-Miami toll superhigh- 
way. Colorado’s new $6,300,000 toll 
highway between Denver and 
Boulder was scheduled for opening 
to traffic Jan. 19. Oklahoma’s turn- 
pike authority will need at least 
$5,000,000 more than the original 
$31,000,000 bond issue to complete 


| its Oklahoma City-Tulsa toll road. 


Legislation has been enacted to 
authorize an extension of the Penn- 


|sylvania turnpike from a_ point 


west of the Susquehanna river to 
the Maryland state line toward 
Washington. 

Florida’s state road board ap- 
proved and referred to the state 
improvement commission for fi- 
nancing a proposed $17,000,000 sys- 
tem of bridges and tunnels in 
Broward county . A study is 
being made of means of financing 
bridge 


bany, Ind. . . . The Silver bridge 


|spanning the Ohio river between 

|Point Pleasant, W. Va., 

|nauga, O., has been freed of tolls. 
+ + * 


Bills Affecting Dealers 


and Ka- 


Bu directly affecting automo- 
bile dealers are starting to 


|make their entrance on the 1952 
| State legislative stage. A Massachu- 
|setts proposal would prohibit deal- 
|ers from installing extra equipment 
;on new cars unless authorized by 
ithe buyer... 


Legislation to curb 
alleged abuses in the financing of 
automobile purchases, including 
regulation of interest rates, is again 


|being sought in New York, along 


with a proposal prohibiting the sale 
of harmful types of anti-freeze. 

Pending Massachusetts bills in- 
clude a measure under which no 
ears with rear windows of less 
than three square feet would be 
allowed after January, 1953... 
Legislation sought by the New 
York State Automobile Dealers 
Assn. would require specific safe- 
ty features on all new cars sold 
and registered in the state, such 
as windshield defrosters, front 
and rear bumpers and sufficient 
vertical width on all motor ve- 
hicles, including commercial. 

Backed by Gov. Dewey, a com- 
pulsory semi-annual motor vehicle 
inspection law is expected to be 
enacted in New York ...A bill 
pending in Michigan would call for 
compulsory annual inspections. 

Motor vehicle liability insurance 
will be a major issue in a number 
of states this year, with the spot- 
light turned on controversy in New 
York between advocates of com- 
vulsory insurance and strengthened 
financial responsibility require- 
ments. 

Lawmakers in Massachusetts, the 
only state which now has a com- 
pulsory motor vehicle liability in- 
surance law, are confronted with a 
flood of bills to either change or 
repeal the statute. Bills for new or 
stronger motorists’ financial re- 
sponsibility laws will be considered 
in a number of states, including 
Louisiana, New Jersey, New York, 
Rhode Island and South Carolina, 
while interim studies of the prob- 
lem are under way in Wisconsin 
and several other states. 

Proposals for a uniform $10 reg- 
istration fee for all passenger cars 
are being revived in New York... 
A Rhode Island bill would require 
the state registrar of motor vehicles 
every March to open five branch 
offices where motorists could reg- 
ister their cars . . . Missouri’s leg- 
islature recently enacted a bill re- 
quiring motorists to pay their state 
personal property taxes as a pre- 


| requisite to motor vehicle registra- 
| tion. 
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Introduces 


a New Standard of 


Automotive Performance! 


The recent introduction of the Golden Anniver- 
sary Cadillac has presented a new standard of 
performance to the industry ... and a new automo- 
tive goal to motorists all over the world. Among 
the many engineering triumphs that contribute 
to the brilliant performance of this great new 
car is the new 190 H.P. Cadillac engine—the most 
powerful engine offered in a standard American 
motor car. It is far smoother, far quieter and far 
more economical in operation—and enhances lit- 
erally every phase of engine performance. There 
is also a new Hydra-Matic Drive that intro- 
duces an entirely new driving range. By simply 
moving the Hydra-Matic lever, the driver can 





CADiLLAC MOTOR CAR DIVISION «© GENERAL MOTORS CORPORATION 


now elect either extra acceleration and respon- 
siveness for city traffic and mountain touring, 
or quiet, smooth, gas-saving performance for the 
open road. And there’s the new Cadillac Power 
Steering that eliminates as much as 75% of 
normal steering effort. It takes literally all of the 
work out of steering, and yet, because its hy- 
draulic assistance is “graduated,” does not inter- 
fere in any way with the driver’s “road feel” or 
directional control. These, together with many 
other vital engineering advancements, add up to 
a new measure of motoring enjoyment .. . and 
one that will cause motorists everywhere to 
raise their standards of fine car performance. 
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Star-Studded Entertainment 






M with a Latin Flavor! 






A night to remember .. . spiced 






SaiaeMeetemere) (oluael @baehueetestme)ameltte 






reltidetmatertaalecteMmeloteelelele me Mole 






graceful tango, the rhythmic 






samba, and the exciting rhumba. 






Take a magic trip to the en- 






chanted land — South America! 






We'll be seeing you — manana. 
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... The First Lady of the ‘Piano 
t 


Evalyn Tyner... the captivating 
titian-haired first lady of the 
piano. Star of her own television 
show ... featured on Ed Sullivan’s 
“Toast of the Town’’, the Paul 
Whiteman Show and the Kate 
Smith Hour. Decca and M-G-M 
Recording artist. A_ favorite of ‘ Latin tempos by Jose’ Costa and his 


Washington society, she’ has ap orchestra. Currently featured in New : S 
’ 


peared at the St. Regis, Waldorf- 
Astoria, Capitol and Roxy The- 
atres in New York, the Bath and Carlos and Rosita, Spanish song stylists. 


York’s famous Bal Tabarin. Featuring 


Turf Club, Biltmore and Riviera 
in P alin Re < h 
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Waldorf - Astoria 
> New York City \ al 


























Chntversal Clnderwurilers 
CONVENTION HEADQUARTERS 
Curpenter Suite © Waldorf-Astoria 





The Carpenter Suite is the round-the-clock 
spot to meet your friends. When your busy 
schedule permits, drop in and say “hello”. 
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ervice and Used-Car Reconditioning | 


A Regular Monthly Section for Those Who Maintain America’s Motor Vehicles 








100 Exhibitors to Display Service Equipment .. . 





Peak NADA Sh 


T 10 A.M. next Saturday (Jan. 
26), NADA will throw open the 
doors to what promises to be the 
biggest and best service shop equip- 
ment exposition the association has 
ever held. 

NADA officials are also confi- 
-dent that the show will be the 
best ever attended under the 
NADA banner. It has been de- 
veloped primarily for franchised- 
dealer viewing. 

About 100 exhibitors have already 
filled 206 exhibit spaces with tools, 
shop equipment, service promo- 
tional method business machines 
and merchandising aids. Every- 
thing that will be on display has 
been designed to help the dealer 
perform his service operations 
easier, faster and more accurately, 
and aid him in selling them more 
effectively. 

It is reported that advance regis- 
trations for NADA’s convention 
itself have been unusually large. 
However, NADA show officials have 
been spending a good deal of effort 
in promoting the service exposition 
among exhibitors’ distributors in 
the New York area, with the idea 
of developing even a larger at- 
tendance. 

- * 
HOW officials are especially 
hopeful for large crowds on 
Saturday and Sunday, the two days 
before the convention actually gets 
under way. 

Door prizes will be given out each 
day of the exposition. All dealers 
attending the convention will have 
to go to the Grand Central Palace, 
where the exposition is to be held, 
in order to register for business 
sessions. 

Dealer registrations will be 
taken on the floor below the 





exposition area. However, deal- 
ers will find that all elevators 
will be riding them up to the 
floor of the exposition, making 
certain that they get at least one 
look at it. 

Due to the large number of old 
line equipment makers exhibiting 
in NADA’s fifth annual equipment 
exposition, it is expected that a 
large number of dealers, especially 
from the northeastern section of 
the country, will be bringing their 
service managers to the show this 
year as so many did at the first 
show of this type held in Chicago. 

- 


* +. 
NUMBER of the exhibitors are 
going all-out to make their 


presentations this year of especial 
value to franchised dealers from 





ow Set 


an educational standpoint, as well 
as showing new items for the first 
time. 

Many of the larger exhibitors 
are bringing a crew of experts 
to the exhibition so that they 
will be prepared to answer any 
dealers questions that might be 
asked. 

Among the exhibitors who are 
bringing experts are: 

Alemite division, Stewart Warner 
Co.—Hunt Eldridge, George Evans, 
Pete Kirill, Jack Dougherty and 
John Seanor, representing the lu- 
brication department — Commodore 
hotel. F. B. Crothers and William 
Nicholson, instrument division— 
Hotel Belmont Plaza. 


Allen Electric Co.—Ray Wilson, 
(Continued on Page 20, Col, 1) 





Eight Dealers Prove Value 
Of More Items per RO 


IGHT dealers in Metropolitan 

Detroit proved in 1951 that it is 
possible to increase “items per re- 
pair order,” and thus materially 
increase shop customer labor sales 
as well as gross profits. They did 
it with the same facilities, man- 
power and equipment that they had 
in 1950. 

A Hudson dealer increased his 
customer labor sales to $38,860 in 
1951, from $28,365 in 1950. Dur- 
ing 1951, he wrote an average of 
405 repair orders a month. By in- 
creasing the number of items per 
ticket, this dealer swelled his take 
on customer labor by $10,495, or 
37 percent. 

A Chevrolet dealer, who averaged 





1,400 repair orders per month, 
showed a 21 percent improvement 
in items per order in four months. 
In August, last year, 57 percent of 
his orders showed only one item. 
This ratio was cut to 51 percent 
in September; 42 percent in Octo- 
ber, and to 36 percent in November. 
An analysis of more than 150,000 
repair orders in a month shows 
that franchised dealers’ service or- 
ders ran about 1.37 items per order. 
At least 63 percent of all the orders 
carried but one item per ticket. 
* * ” 
A§ APPROXIMATELY 40 percent 
of the service orders written 
bring the dealer back less money 
(Continued on Page 18, Col. 3) 
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ERHAPS the most important 

man in a franchised automobile 
dealership is the service manager 
—in these days of lessened pro- 
duction and the need for higher 
absorption of gross burden. 

Yet, as every good dealer who 
makes a study of his business 
knows, good service managers are 
just about as scarce as hen’s teeth. 
And it isn’t always the fault of the 
man on the job. 

Most of our good service man- 
agers, running the back shops of 
the country’s best and most pros- 
perous dealerships, came up from 
the bench. They are top mechan- 
ics with a flair for meeting the 
public and some ability at man- 
agement. 

Few of them are good sales man- 
agers—and today’s service man- 
ager’s job calls for a lot of good 
plain hard selling every hour dur- 
ing the day, if he is going to fulfill 
the demands of the job and meet 
the “bogie” his dealer places on 
him. 

* * * 


Important Man 


E MUST sell himself and his 

organization to the customers 
of the dealership — and to many 
who are not customers, but who 
just happened to buy a car there 
because of price or availability. He 
must be able to sell the makes of 
operating supplies and accessories 





Service Highlights 
Price Boosts .................Page 17 
New Products ............Pages 26-34 











that his dealer carries in stock, 
because he is the man whom the 
customer looks to for guidance and 
help. 

And above all he must be able 
to “sell” the dissatisfied service 
customer that the slip just made 
will not happen again and that 
the customer should have no 
worry about bringing his car back 
for further work. 

Important as this man’s job is 
there is no school that many of 
these ambitious mechanics can go 
to for instruction, in what in my 
opinion is about the hardest job in 
a dealership. 

And up to recently no factory 
had taken the pains to get out a 
manual that spelled out just what 
his job includes and how to go 
about making the best of what 
facilities and potential his dealer- 
ship and neighborhood afforded. 
At least I don’t know of any. 

* * * 


Nash’s New Book 


OW Bill Cook, service manager 

of Nash, and his crew are in 
the throes of producing such a 
manual. It will come out in a series 
of booklets that will carry the serv- 
ice manager through the entire de- 
partment and spell out, with ex- 
amples and formula, every phase 
of the service manager’s job. 

The first book is out. As one 
would expect, it is mostly theory 
and outline, detailing the respon- 
sibilities of the job broken down 
into 10 steps. Each step in turn is 
broken down into the number of 

(Continued on Page 19, Col. 1) 








Exhibitors at 


Alemite Division of Stewart-Warner Corp. — New under-body coating 
pump, new transmission pump lubricating equipment, visi-drum pump 
tachometers, gauges, instruments. 


Allen Electric & Equipment — Allen "Dial Check''—electrical diagnosis 
and correction. 

Ammco Tools, Inc. — New No. 2000 Safe-Arc, brake service and engine 
rebuilding equipment. 

Aro Mfg. Co. — Lubricating equipment. 

Automotive & Marine Prod. Co. — AMPCO engine top oiler and upper 
cylinder oil. 

Balcrank, Inc. — Lubricating equipment. 

Barrett Equipment Co. — Brake service equipment. 

Bay Mfg. Co. — Hoists (one end). 

John Bean Division — Portable wheel aligner, heavy-duty wheel aligner. 

Bear Mfg. Co. — New Telaliner electric magnetic unit, brake testers, 
wheel balancers, frame straighteners. 

Benmatt Organization, Inc. — License plate frames—monograms. 

Big Four Industries, Inc. — Henderson tire changers. 

Binks Mfg. Co.—Spray painting equipment, undercoating equipment. 


r= Mfg. Co. —Tire repair equipment, battery service equipment, 
tools. 


Black and Decker Mfg. Co. —Drilis, sanders, grinders, new '/,"' heavy 
duty Holgun drill. 

Blackhawk Mfg. Co.—Hand and service jacks, 
ment, service tools. 

Borroughs Mfg. Div. — Parts bins, shelving, display stands, cabinets. 


Brever Electric Mfg. Co. — ‘‘Tornado" Ind. vacuum cleaners, portable 
blowers and floor machines. 


Briggs Mfg. Co. — Refinishing materials. 


Cannon Chemical Co.—Chrome protectors, radiator treatment chemi- 
cals, paint protection material, 


Cappel, MacDonald & Co. — Contest prize material. 
Carlife Guaranty Co. — Service guaranty on new cars. 


Cedar Rapids Engineering Co.—Valve facers, grinders, 
chines, piston turning machines. 


Choldun Mfg. Corp. — Oi! merchandiser, purger, car washer. 

Chrysler Motor Parts Corp. — Parts and accessories. 

Circo Div., Topper Equipment Co. — Parts ciéaners and compound. 

Clayton Mfg. Co. —Dynamometer, Kerrick Steam Cleaner. 

Cleveland Pneumatic Tool Co. — Transmission, car and truck jacks. 

Comfort Specialty Co. — Printed forms for automobile dealers. 

DeVilbiss Co.—Spray paint equipment, educational exhibit. 

Doyle Vacuum Cleaner Co. — Doyle VAC-IT for used-car reconditioning 
and cleaning. 

Dry Clime Lamp Corp. — Infrared bake ovens. 


Porto Power equip- 


boring ma- 


NADA Show and List of Products 


E. A. Laboratories, Inc. — Hot water heaters, horns, windshield cleaners. 

Electro Products — Electrical testers, tachometers, exhaust analyzers. 

Engwald Corp. — Exhaust systems (overhead & underfloor). 

Ernest Holmes Co. — Wreckers, service bodies. 

Executone, Inc. —Service dispatcher system. 

Fostoria Pressed Steel Corp.—JInfrared paint dryer 
equipment. 

Freeman and Freeman, Inc. — Porcelainize Products and equipment. 

Globe Hoist Co. ——New Frame contact hoist, hydraulic and geared car 
and truck hoists. 

H and H Products Mfg. Co. — Battery chargers, battery rejuvenator. 

Harley-Davidson Motor Co. —Service cars. 

Hennessy Sales Co.—Coats Iron Tireman, tire tools, 

Homestead Valve Mfg. Co. —Steam cleaners. 

Hunter Engineering Co. — Wheel balancers. 

institute of Industrial Launderers — Institution exhibit promoting laun- 
dry service. 

Inter-Communication System of America —Fiash-A-Call control system. 

Jetomatic, Inc. — New uni-track car washer. 

Kent-Moore Organization, Inc. — Special automotive service tools. 

Kleer-Flo Co. — Parts cleaning machines, roto-pump, cleaning 
compounds. 

Kwik-Ezee, Inc. — Wheel aligning and steering correction equipment. 

LaFrance Precision Casting Co.— Chrome name plates. 

lauvdar Co.—Service production system—used car inventory and sales 
management control. 

Lincoln E i ing Co. — Wall cabinets, tools, portable and stationary 
lubrication equipment. 

Litho-Paint Poster Co.—Service department poster displays. 

lecal Trademarks, Inc. — Name plates. 

Macton Machinery Co., Inc. — Automobile showroom and washer 
turntables. 

Manley Div., American Chain & Cable Co., Inc. — Hydraulic jacks, floor 
stands, presses, wrecking cranes, heavy-duty trestle. 

Mirror Bright Polish Co.— Mirror Glaze polish. M. W. Meguiar, A. B. 
LaFleur, Belmont Plaza Hotel. 

Natinne? Aatematitie Dealers Used Car Guide Co. — Used car guide 


and refinishing 


jacks. 


National Garage Ventilation System — Exhaust 
underfloor). 


National Cash Register Co. — Cash register equipment, accounting ma- 
chines, adding machines. 


Natkin and Co. — Service merchandisers, work benches, appearance 
services. 


systems (overhead & 


Norick Brothers — Accounting systems, dealer forms. 

Pullman Sales Corp. — Vacuum cleaners. 

Quick Charge, Inc. — Battery chargers, new portable steam cleaner. 

Remington Rand Inc. — Bookkeeping and accounting machines, type- 
writers, office supplies, Sched-U-Graph Board. 

Reynolds and Reynolds Co. — Service follow-up systems, dispatcher con- 
trol system, forms and systems. 

Rodman Mfg. Co. — Fender covers, seat covers, etc. 


Silver Vogue Auto Seat Cover Co. —Seat covers, arm rest covers, static 
eliminators. 


Smith Welding Co. — Gas and electric welders. 
Stemac Co. —Chrome nameplates, product identification plates. 


Stephenson Foundry & Mfg. Co.—New wheel balancer, hydraulic Hi- 
jacks and Co-jacks for automatic transmission work. 


Stokes Tax Controls, Inc. —Tax and business bulletins. 
Stratton Equipment Co. —Tail gate loader for trucks, hoists. 


Sun Electric Corp. — Electrical testing equipment, battery chargers, 
tachometers, portable testers. 


Sunnen Products Co. —Precision honing machines, cylinder hones, rod 
aligners, bearing sizes, crankshaft grinders. 


Supersite Corp. — Mirrors, penetrating and tune-up fluids. 


Talbot's Automobile Dealers Inventory Service —Parts and accessory 
inventory. Inventory service. 


Turco Products Co. — Hydro steam parts cleaner. 
Underwood Corp. —Typewriters, accounting systems, machines, supplies. 


U. S. Air Compressor Co. — Air compressors, hoists, lubricating equip- 
ment, New 2 post lift. 


U. S. Washmobile Corp. — Car washers. 
Universal Underwriters — Insurance. 


Vacuum Grip Cover Co. —Fender, wheel, seat, track-in and left door 
covers. 


Van Norman Co. — Crankshaft regrinders, brake lathes, milling 
machines. 


Walker Mfg. Co. — Hydraulic and “Hold-Car" jacks. 


Waterbury Tool Division, Vickers, Inc. — Valve seat grinders, valve re- 
facer, cylinder hones. 


Weaver Mfg. Co. — Headlight testers, brake testers, front end equip- 
ment, hoists. ‘Safety Lane." 

Westbrook Industries, Inc. — Brake bonding equipment. 

Wilson, K. R.—Service tools, shop equipment, hydraulic presses, rear 
axle dollie, Fordomatic tools, Packard Ultramatic tools, new 1952 
Ford tools. 

Wolf Co. of Okla. City, John E.— Dealer service follow-up system. 

Yankee Metal Products Corp. — Mirrors, lighting equipment, directional 
signals. 
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Shop Price Boosts OK’d 


‘Capehart? Extension 


to CPR 34 Provides 


| For Dealer Filings on Form 43 


WASHINGTON. — Procedures by | 

hich automotive repair shops may 

et ceiling price increases under 
the Capehart amendment were out- 
lined by OPS last week. 

If price adjustments are war- 
ranted, dealers may apply to their | 
district or regional OPS offices on | 
Revised Public Form 43, now avail- | 
able in the field. A dealership com- | 
pany operating in more than one 
OPS region, however, must file with 
the national OPS office here. 

Extension of the Capehart 
amendment to the service trades 
is carried out in Amendment 2 to 
Ceiling Price Regulation 34. The 
Capehart amendment to the De- 
fense Production Act of 1951 al- 
lows recognition of labor, materi- 
als and overhead cost increases | 
through last July 26. | 

OPS advised servicing suppliers 
affected by CPR 34 that Amend- 
ment 2 is not a verbatim duplicate 
of the Capehart clause, but com- 
panies may seek further relief if 
price adjustments up to the full 
limit of the Capehart formula are 
not granted. 

OPS Director Michael V. DiSalle 
expressed the opinion that the serv- 
ice fields now are allowed the “full- 
est practicable” recognition of ris- 
ing costs. 

Pointing to the “inherent cost 
accounting difficulties” in the serv- 
ice trades, DiSalle said OPS faced 
a number of problems in trying to 
apply the Canehart amendment to 
repair shops, laundries, parking lots 
and the like. He contended that the 
“equivalent” of Capehart relief was 
made available by Amendment 2. 

In considering applications for 

increased ceilings under CPR 34, 

OPS said it will take into account 

such factors as the following: 

(1) Post-Korean increases and 
decreases in all costs; (2) extent to 
which previous earnings experience 
may have been unrepresentative 
because of such occurrences as 
floods, fires or strikes; (3) the earn- 
ings of the applicant’s service busi- 
ness as well as the earnings of his 
entire business operation, and (4) 
whether ceiling prices impair nor- 
mal earnings in a_ representative 
pre-Korean period to such an ex- 
tent that the effective operation of 
the applicant’s service business is 
threatened. 

The vardstick for adjustments 
now is impairment of normal pre- 
Korean earnings, as required by the 
Capehart amendment, rather than 
substantial financial hardship, OPS 
said. 

Two basic limitations on the 
granting of hardshinv adjustments 
are no longer included. They were: 
(1) No adjustment would be grant- 
ed which would increase the ceiling 
price of a service above the levels 
necessary to continue supnlving the 





a listing of OPS ceiling prices cov- 
ering the services which they sell. 
Under the regulation, OPS may 
also require wholesalers to post 
their ceiling prices. 

Under an extensive delegation of 
authority to OPS field offices issued 
simultaneously with Amendment 2, 
applications for ceiling adjustments 
in local services to non-industrial 
consumers will be made to OPS 
district offices. 

Applications for certain service 
establishments which operate in 
several OPS regions and other spe- 
cial situations (also showings, if 
any, under “Capehart”) must be 
made to the national office of OPS 
in Washington. 








Glamorizing Parts and Accessories— 


An eye-catching parts and accessories bar is a new feature of showroom of Cresko 
Motors (Kaiser-Frazer), Wilkes Barre, Pa. The counter is situated to tap the flow of 


floor traffic through both sales and service departments. 
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‘|Auto Parts Rated 


4th in Air Cargo 


CHICAGO. — Automotive parts 
and equipment ranked fourth in 
importance among all items of 
freight carried by United Air Lines 
during 1951, according to E. L. 
Dare, manager of cargo sales. 

The top 10 air freight commodi- 
ties, listed in order of total weight, 
were machines and machine parts, 
cut flowers, electrical and _ elec- 
tronic equipment, automotive parts 
and equipment, radios and radio 
parts, aircraft parts and accesso- 
ries, wearing apparel, printed mat- 
ter, hardware and advertising dis- 
play material. 

Automotive parts and equipment 
ranked fifth in 1950. Dare attribu- 
ted the rise to fourth place to ac- 
celerated industrial activity in con- 
nection with national defense. 








here's why this helical spring 


puts Ye Wg into any car! 








service: and (2) no adjustment 
would be made if it created or'| 
tended to create a need for in-| 
creases in the prices of other sell- | 
ers in the applicant’s locality or | 
elsewhere. 

In addition, repealed sections of | 
CPR 34 indicated that an adjust- | 
ment application micht be denied 
in whole or in part “if your hard- 
ship is attributable to such causes 
as a decline in sales volume... .” 
The amended section lists “change 
in sales volume” as one of the 
factors that OPS will take into 
account as a basis for adjust- 
ments. 

In order that consumers mav 
know that they are not paving 
more than OPS ceiling prices for 
services that they buy. the service 
trades regulation requires retailers 
of services to display in a promi- 
nent place in their establishments 





County Use Tax Hits 
Dealers in Rochester 


ROCHESTER, N. Y.—The Mon- | 
roe county board of supervisors | 
has adopted a 2 percent county | 
sales and compensating use tax | 
which will be applied to all auto- | 
mobile purchases effective Jan. 1. 

The use tax applies to things 
purchased outside the county but 
for use in Monroe county, includ- 
ing automobiles. The taxes are pay- 
able by dealers quarterly. Monroe 
county is the second county in the 
state to adopt a sales tax under 
nermissive state legislation passed 
in 1947. 














Try Ramco 


R5791 


——— i 


10-Up. 
customers the Outstanding Buy 
now being nationally advertised 
by Ramco in the 


St. Lovis 8, Missouri, 
A subsidiary of 
Thompson Products, Inc. 
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Buffalo Olds Service Heads Attend Party— 


Parts and service managers of Oldsmobile dealerships in the Buffalo zone attended 





this party with their wives at the Hotel Sheraton in Buffalo. Guests at the party in- | 


cluded Elmer E. Kohl, Oldsmobile's general service manager, and D. T. Bogart, zone 
manager. Arrangements for the affair were made by officers of the Oldsmobile Parts 
and Service Managers’ club including E. C. Renning, Tonawanda, N. Y., president: 


Clarence Trell, Buffalo, vice-president; George Woodrich, Buffalo, secretary-treasurer. | 
They were assisted by Ray Lorence, J. Burns, W. Schmahl and J. Hillary, all of Buffalo. 


The back pages of every issue of AUTO- | Section. Others are profiting from AUTO 
MOTIVE NEWS contain the WANT AD | MOTIVE NEWS WANT ADS! Are you? 
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Continued f 


than the cost of writing them, it 
would appear that dealers general- 
ly are doing a “loss” business on 
at least two-fifths of their service 
work. 

Figures developed by the Auto- 
motive Sales Aids Co., Detroit, 
showed the following information: 

Three Detroit Chevrolet deal- 
ers, considered good service mer- 
chandisers, were writing 51 per- 
cent of their service tickets for 
one service item. 

Three Ford dealers showed 45 
percent of all repair orders with 


THAN EVER! 
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Now—more than ever—it pays to sell Erie Kargards: 


1. OUTSELLS all other bumper guards. 
2. Lower priced than ever. 


3. Advertised in the SATURDAY 
EVENING POST. 


4. FEATURED on TV 4 times weekly on 
WNBQ, Hauser’s Grand Marquee—each 
Saturday at 10 P.M.—each Monday, 





FOR 1952 MODELS! 


Front and Rear ° 





Worlds Largest Gulle 





Also Available for 1951 and 1950 Models 





Guad Manufachiuers 
ERIE MANUFACTURING Qeeéscon 
PRESSED STEEL CAR COMPANY, INC. 


General Sales Office: J] & H SALES COMPANY 
75 E. WACKER DRIVE, CHICAGO 1, ILL. 


Wednesday and Friday at 11 P.M. 


5. CHROME PLATING is identical to new 
car specifications. 


6. WITHSTANDS HEAVIER IMPACTS be- 
cause of the extra strength in its exclusive 
fluted metal design and the method by 
which it is braced to the frame. 


Lk your sobler atoutl the NEW LOW PRICE — faday 
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only one item. In the Ford group 
was a dealer with a relatively low 


one-item average and a fairly high | 


two-item record. 
* * 
HE three Chevrolet 
wrote 66 percent of all 
repair orders on cars less than two 


years old, and 51.5 percent of these | 


orders showed only one item; 25 
percent showed two items and 23.5 


percent showed three or more 
items. 
The three Ford dealers wrote 


60 percent of their repair orders 
on cars two years old or less. Of 
these, 45 percent showed one item; 

25 percent, two items, and 30 per- 

cent, three or more items. 

As an example of what happens 
| when a dealer really puts endeavor 
|into merchandising his’ service 
|sales, here is the four-month rec- 
ord of service work done on 1950 
and 1951 models by a Detroit Chev- 
rolet dealer: 


One-item tickets declined from 56 


percent of the total in August to 
| 39 percent in November, while two- 
item and three-or-more item tick- 
ets showed increases from 33 per- 
cent to 38 percent and 11 percent 


to 23 percent, respectively. 
. * * 

HE two-month record of a Ford 

dealer showed similar success 
on service work done on 1950 and 
1951 models: 

One-item tickets dropped to 52 
percent in November from 61 per- 
cent in October; two-item tickets 

went up from 21 percent to 37 per- 
|cent, and three-or-more-items tick- 
jets held steady at 21 percent. 

Both the Chevrolet and Ford 
dealer credit most of the increase 
in their service merchandising 
to the adoption of a numbered 
sticker, placed on the reverse side 

| of the rear view mirror. 
| The sticker is not visible from 
|the inside of the car, but is in- 
|stantly visible from the outside. It 
|permits the service manager or 
service salesman to instantly iden- 
tify a customer. 
* * * 

N THE case of the Ford and 

Chevrolet dealer, the service 
manager or service salesman im- 
mediately turned to a desk where 

|all customers files are kept in 
'folders. The customer's file was 
|taken out for reference in writing 
‘the new order. 

Previously, the customer had 
been furnished with a preventive 
maintenance program, spelled out 
on a mileage basis on a card 
which the customer kept. The cus- 
tomer’s file in the dealer’s record 
showed how closely this program 

| had been followed. 

| Thus, in addition to writing up 
| the work that the customer wanted 
|done, the service manager or serv- 
jice salesman could quickly suggest 
|other work called for on the pre- 
| ventive maintenance schedule, which 
the customer had already been told 
should be done at stated intervals. 

In addition, one of the dealers 
went further. He had his lube man 

check each car on the hoist and 
note on a card other work that 
should be done. 
* * * 

F OTHER work was of a nature 

that not to do it would render 
the car unsafe for driving—such as 

a low brake pedal or soft brake, 
the car was called to the attention 
of the service manager. If it was 
a soft brake, a front wheel was 
pulled to see if the car needed a 
brake reline or just an adjustment. 

Whatever was needed, the serv- 
ice manager called the customer to 
get authorization to do it while the 
car was still in the shop. 

Such a practice achieves mul- 
tiple results. It serves to increase 
the number of items per repair 
order, and at the same time takes 
care of things that the customer 
is glad to have called to his at- 
tention. In most -cases, the cus- 
tomer is appreciative of the in- 
terest which the dealer’s service 
staff takes in keeping his car in 
first-class condition. 

| The practice enabled eight De- 
| troit dealers to increase their serv- 
|ice volume by an average of 23 per- 


dealers | 
their | 


cent each, with the same personn: 
and facilities. 
(p= Ford dealer, writing an aver 

age of 725 repair orders a montt 
jumped his 1951 labor sales to $87 
000 in 1951, as against $74,000 i: 
1950. A Hudson dealer, writing 30 
orders a month, showed an increas 
to $22,210, as against $16,690. 

A Nash dealer and another Hud- 
son dealer, doing a lesser volume of 
service business, showed similar 
successful results. 

The average increase per repair 
order per dealer was a little more 
than $7. The Nash dealer, for ex- 
ample, was writing an average of 
$8.48 on a ticket. After he adopted 
the sticker program, the average 
jumped to $14.95. 

| It is suggested that another step 
|might be incorporated in the pro- 
| cedure. That is, give a “memo” card 
to the customer on which he could 
note things that should be done to 
his car but forgets to tell the serv- 
ice salesman about in the rush of 
getting started to his place of work 
or business. 
? * 

UCH a card, it is believed, would 

not only help the owner but 

would also help the service order 
writer during morning rush hours. 
| The writer could speed the custom- 
er on his wav and write up the 
order the minute a lull came in the 
rush of customers. 

It seems highly likely that such 
a card would bring the fran- 
chised dealer a lot of service work 
that now goes to the corner gas 
station. 

So many customers, when they 
drive into a dealer’s service depart- 
ment, forget about the wiper blade 
that doesn’t wipe clean, the door 
that rattles, the window regulator 
that sometimes sticks. A “memo” 
card would permit him to note 
these things at the time they devel- 
ope his irritation. 

Getting them fixed would make 
the customer happier with his car. 
The dealer, besides having a more 
enthusiastic booster, would profit 
by making the customer happy. 





Wheels. Inc.. Announces 


Addition of Trojan Line 


NEW YORK.—Wheels, Inc., has 
announced the addition of the Tro- 
jan boat line to its three branches 
in New York, Albany and Newark. 

John F. Creamer, president, said 
that a 1952 marine catalog will be 
available to all dealers, with their 
name imprinted on it. 
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Are You Throwing Away 
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ENGINE REPAIRS ? 


PART COSTS ARE LOWER 
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Backshop . 


By Jack Weed 


. ° e 








(Continued from Page 16) 


ibphases needed to clearly and 
imply point out all of the various 
ictors that go with each major 
ualification. 

The main subjects are Facili- 
ties, Shop Organization, Person- 
nel Relations and Training, Shop | 
Management Procedures, Busi- 
ness Management, Customer Re- 
lations, Promotion and Merchan- | 
dising, Housekeeping and Safety, 
Inter-departmental Relations and 
Factory Relations. 

Making it easy to 

and follow, for instance, “Facili- | 
ies” is again broken down into 
Shop Layout, Tools, Equipment, 
Lighting and Ventilation. 

In the second booklet, an ad-| 
vance copy of which has. been| 
made available to me, Bill and his 
gang take up the question of facili- | 
ties in detail and spell out each} 
step in factual but simple terms. 

* * . 


understand 


Specific Facts Told 
OR instance, instead of going 
into glowing generalities, thev 
tell the manager just how much 
one added service stall is worth in} 
revenue for a year, if it is used 85 
percent efficiently, and what the| 
gross return should be at every| 
hour rate from $2 up to $5 per hour. 
At the two-buck rate, which is as 
dead as the dodo bird except in the | 
smallest towns, one extra stall prop- 
erly used can bring in as much as 
$3,400 extra service revenue per| 
year. At the west coast $5 rate, | 
that stall is worth $8,500 more in| 
gross service department “take.” 
Where Bill and his boys dug up | 
the figure of 50 hours per year | 
needed to keep a car in peak | 
condition, I don’t know, but to | 
my mind it is a mighty nice fig- 
ure to use in figuring shop poten- 
tial. Fifty hours, multiplied by 
four times the normal yearly 
new-car sale, divided by the 60 
percent expectancy, gives the | 
service manager a clear cut for- | 
mula of figuring how many stall 
hours he will need in his shop | 
to take care of his service trade. | 
Many a dealer will be able to 
compare his costs and service prof- 
its against an average breakdown 
of floor space of 74 percent for 
shop work space, 20 percent for 
salesroom and offices and six per- | 
cent for parts department. The | 
space allotted to parts can be in-| 
creased if the situation demands 
but today’s market doesn’t call for | 
over 20 percent of the dealership | 
floor space to be devoted to show- | 
rooms and offices for an economic | 
operation. | 
Essential tools and special tools 
are defined and their need out- 
lined. A formula is given to answer 
the question: “Should we buy this 
tool?” The manager is told how 
to locate equipment to save me- 
chanic time and increase efficiency, 
etc. 
” 7 
Ford’s Shindig 
ORD MOTOR has become very 
conscious of its greatly expand- | 
ed engineering and research facili- 
ties. At least they walked the legs 
off of about 300 newsmen from all 
over the country (me, most of all) | 
to show us how far they had pro-| 
gressed in building up these facili- | 
ties, even under the trying building | 
conditions of the past vear. 
Starting with the styling section, | 
they took us through the various | 
buildings in the new research cen- | 
ter that house everything in engi- | 
neering from pure research to prod- 
uct development and material test- | 
ing. When completed, the new Ford | 
research center will equal or sur-| 
pass anything in the automotive | 
industry, the Ford boys claim. | 
Even today, the progress that | 
has been made out Dearborn way | 
is astounding to a guy like me | 
who has been nosing about the 
big plant for “vars and yars.” | 
Another deal in which they! 
pulled back the curtains for the} 
first time in my entire experience | 
with Ford, was to have Henry/ 
Ford ITI seat the entire management | 
control committee in the “wax | 
works” when he snoke to the press. | 
Every top “exec” was there, in-| 
cluding manufacturing, legal and | 
ndustrial relations as well as en- | 
gineering and sales tops. 
Even Jack Davis, the former | 
‘fire-eating” vice-president of sales | 
who, since his sickness of a couple | 
vears ago, has been a director. and | 
the youngest of the three Ford | 


| 





brothers, William Ford, were on 
display with the rest of top Ford 
“brass.” 

* * 


Davis Handled 

gps showing of both the engi- 
neering facilities, as well as the 

new cars and trucks, was magnifi- 

cently put on and sales department 


;men say that Jack Davis handled 


the whole deal from a supervisory 
standpoint. He was given credit 


for a magnificent job. 

Jack’s friends around the cir- 
cuit will be glad to know that he 
looked to be in the pink of health 
and certainly showed his delight in 













Every car with hydraulic valve lifters is a certain 
prospect for Casite. Use Casite to free “stuck” lifters 
—keep it in the crankcases to prevent sticking and 
“freezing.” Casite helps parts resist deposits, keeps 
oil from congealing and causing sluggish performance. 
Mention this to all new-car customers. 


being able to meet and mingle with 
his many friends among the auto- 
motive newsmen again. 

Harold Youngren, vice-president 
of engineering, “MCed” the speak- 
ing session and introduced Henry 
Ford II, A. A. Kucher, director 
of the Ford Scientific Labora- 
tories, and E. S. MacPherson, 
chief engineer, who talked freely 
of Ford future plans and projects. 

You readers will gather that I 

was considerably surprised to have 


| Ford trot out their “darkroom” ac- | 


|tivities as they did—and I was. 
| Even though I know how progres- 
sive and public-relations minded 
the present hierarchy is, I, like a 
|whole lot of Ford dealers around 
the country, still retain memories 


of the old Ford regime who held | 


|everything, not already known to 
the public, as something that should 


Po emmmaaiilllind 
ww. 








@ Add Casite to every 
livery. Suggest Casite 


new-car crankcase before de- 


to every buyer. It’s easy to 


sell because hundreds of thousands use it for break-in. 


Easier break-ins with Casite mean extra customer 


satisfaction— and extra profits for you. Casite pro- 


tects close-tolerance areas from harmful wear during 


the critical break-in period. Casite spreads oil quickly, 


gets it where it’s needed when it’s needed. Tests prove 


Casite actually speeds the flow of No. 20 oil 42% at 


zero—yet viscosity returns to normal range as the 
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“Some men were here from a tire 
laundry with a free offer to clean 
our white sidewalls.” 


be carefully guarded, especially 
| from newsmen, 
How the world changes. 
* * 


Two Oldtimers Pass On 


COUPLE of good _ industry 
friends of mine down through 


f 


19 
the years passed on to their Val- 
halla this month. Martin L. Pul- 
cher, whom I knew when he was 
stock chaser for the Oakland Motor 
Car Co. in the early days and later 
organized the Federal Motor Truck 
Co., died at his home in Hollywood, 
Fla. 

Mart was a nephew of Ed 
Murphy who organized, and was 
president of the Oakland company 
and started his automotive career, 
jas I said, in the stock-chasing de- 


partment. Later he and Edwin 
Denby, together with some men 
with money, started the Federal 


| which has been a training ground 
|for many of our topflight truck 
men down through years. When 
Denby and Mart had a falling out 
|in the early “teens” and Ed started 
|the Denby truck company, taking 
many of Federal’s men with him, 
(Continued on Page 21, Col. 1) 
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EASIER BREAK-IN 
FOR EVERY NEW CAR 





engine warms up. sO the engine gets proper protec- 


tion at all times. 


In new cars or old—Casite 


through the air-intake. 


or in the gasoline, gets rid of engine gum and goo. 


frees spring-type valves and rings, lets the power 


zoom through. Casite in the crankcase keeps the en- 


gine free-running and clean. 


Casite. Push Casite — for ea 


.» Display Casite. Talk 


sy. extra profits every 


single day. Just remember you'll have satisfied owners 


if you break those new jobs 


in right—with Casite! 


CASITE DIVISION, HASTINGS MANUFACTURING CO. + HASTINGS, MICHIGAN 
CASITE * DROUT « PISTON RINGS « SPARK PLUGS « OIL FILTERS 


ONLY CASITE MAKES THIS DOUBLE-YOUR-MONEY-BACK OFFER 


Quick Starting in Coldest Weather— Better and 


Smoother Performance—or Double-Your-Money-Back 
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100 Exhibitors to Display Equipment... 
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Peak NADA Show Set to Open 


(Continued from Page 16) 


sales manager; Lee Marriott, George 
Post, Orvalle Boggs and Art Solt, 
eastern regional managers, 
Herbert deLima, Harold Hosford, 


Paul Rokenbrod and Robert San-| 


ford, service engineers. 

Ammeco Tools, Inc.—-Marty Baz- 
ner sr., Bill Baker, Dick Guard, Al 
Goodgame, John Polachek and Jim 
Cannistraro—Hotel Lexington. 


John Bean division—James Kid- 
der, assistant manager automo- 
tive department; Joe LeClair and 
H. B. Jamieson—Hotel Belmont 
Plaza. 

Bear Mfg. Co. 
Ploss, Earl Nisonger and Frank 
Sahler. 

Binks Mfg. Co.—Burke Roche, E. 
F. Watts, E. J. Cremer, J. C. 
Rommes, P. J. Peters, J. A. Hovey, 
J. J. Lynch, Bernard Loomis, J. A. 
George sr., J. A. George jr., Fred 
Blankmeister, Robert Rorden and 
Jeanne Griffin—Hotel Beaux Arts. 


Black and Decker Mfg. Co.—G. 


and/|cannon and Sumner Weiss 


right, W. O. Merritt and Leo 
Hoban—Hotel Belmont Plaza. 
Cannon Chemical Co.—Leo Con- 
Hotel 
Belmont Plaza. 


DeVilbiss Co.—H. P. DeVilbiss, 
president; R. L. Morrison, execu- 
tive vice-president; H. M. Kidd, 


| sales manager; D. V. Perry, assist- 


ant sales manager, and C. B. Grace- 


| ly, eastern division manager. 


* * * 


| [,.XECUTONE, INC.—N. A. Karr, 
| M. Rogen, C. Walter, R. Dough- 
| erty, H. Federbush, C. Walter jr., 
Lee Thomas, Ed/|G. Walter, J. Kaufman, M. Schaef- 
| ler, 


A. E. Bloom, A. G. Brideson, 
G. Flaxman, D. A. Marks, L. E. 
Weaver, A. N. Williams, M. F. Zieg- 
ler and C. Flynn. 

Fostoria Pressed Steel Corp.— 
R. H. Carter, D. E. Kralovec and 
F. M. Ohler—Lexington hotel. 


Robert A. Hennessy, James D. Hen- 
nessy and Phil A. Van Driest. 

Inter - Communication System — 
Kenneth J. Diller, Carl M. Prussing 
and Kenneth Peterson — Barclay 
hotel. 

Jetomatic Washer — Robert N. 
Burkle, Edward Loper, Thomas 
Weisz and Andrew Weisz—Com- 
modore hotel. 

Laudar Co.—George Walton and 
Darrell Johnson—Shelton hotel. 

Lincoln Eng. Co.—John E. Ren- 
ner, general sales manager; R. 
Warren Gribben, automotive sales 
manager; John E. Casey, special 
representative, and E. C. Adams. 

* + * 
ITHO-PAINT POSTER CO. — 
Harry Coleman, Charles A. 

Auerbach, Vernon Mock and E. J. 
Kelly—Hotel Belmont Plaza. 
Hunter Eng. Co. — Leo Stern- 


i 


ci 








Speeds Handling in Service Shop— 

An unusual system of expediting the handling of serviced cars is employed by B. W. 
Blaushild Motors (Chrysler-Plymouth), Shaker Heights, O. Devised by Bennie Blaushild, 
president, the system calls for the placing of a red-numbered block on the windshield 
when it arrives for service. After the car has been serviced, the block is turned over 
so that the blue side shows. According to Gene McCafferty, service manager, mechanics 
can easily spot the car when they go to pick it up. ‘It saves mechanics many minutes 
in locating a car. They don't have to climb between cars to check license numbers, 
etc," he said. McCafferty, is shown writing out a service order as Blaushild places the 
service number on the auto. 





Harley - Davidson Motor Co.— 
Charles W. Cartwright and Fred- 
erick G. Kaliebe. 


licht, Leo Sternlicht jr., Dick Mc- 
Kenney, H. V. Tassinari, Joseph 
L. Haenny, Roy Kline — Park 


sales manager; Henry Norick, Roy 
Evans, M. Harrison Snow, J. R. 
McConnell, Al Aiello and H. C. Reh 


F. Fischer. 
Clayton Mfg. Co—J. A. Cort- 





Hennessy sr., Jack P. Hennessy jr. 








Jack P. Hennessy Sales—Jack B. | 


Sheraton hotel. 
Norick Bros.—James H. Norick, 


—Hotel Belmont Plaza. 
Quick-Charge, Inc.—S. A. Peters, 








DITZLER SUPPLIES 
EVERYTHING A PAINT SHOP NEEDS! 


@ Every Ditzler Automotive Finish is the best that nearly half a century of specialization can 
produce. Ditzler began by making fine japan colors for carriages. As the modern motor car 
evolved from the horseless carriage, Ditzler developed and perfected cong | new finishes of 


finest quality for leading automobile, truck and bus manufacturers. Today, 
line includes everything needed to make a car look better longer. That’s why so many paint 
shops use Ditzler finishes. Operators know that these fine finishes do the job more efficiently, 
more economically and with greater satisfaction to the car owner. 


COLORS 


PRIMER 
SURFACERS 


PUTTIES 


Cc -s ‘ »y 
@ Thousands of lacquer col- 


Dy T Z E E R ors in Two-Star** quality 

‘ are available for matching 
original factory-baked 
enamel or lacquer finishes. 
Also suitable for complete 
refinish jobs. 
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@ No better lacquer primer 
surfacer is made than 

Ditzler’s Rip Rap. Its high 
1) VARS solid content makes fewer 
DITE LAC LACQUER coats necessary. Sands 
37 7 easily—feathers out with- 
out chipping or splitting. 


@ Ditzlac Spot Putty is easy 
to use and has excellent 
filling, adhesion, sanding 
and fast-drying properties. 
Comes in economical one- 
pound tubes. 


@ Better-looking lacquer 
jobs with less labor are the 
result when Ditzler Lac- 
quers are reduced with one 
of Ditzler’s versatile thin- 
ners. There is no economy 
in inferior, unbalanced 
thinners. 


DITZLER 


"Trac Lacout® 





A Few More Of The Many Other DITZLER Products 


i Clear Lacquer-DCL-137, Clear Synthetic-DCE-340, White Enamel-DQE-8000, Black Enamel-DQE-9000, White Lacquer- 
{ DHL-8000, Black Lacquer-DAL-9000, Sealer Gloss-DL-900, Squeegee-DZL-1265, Wax and Grease Remover-DX-414, 
Beeps Siliconoff-DX-515, Metal Cleaner & Rust Remover-DX-453, Lacquer and Enamel Remover, DX-500, Lacquer Rubbing 
Compound (fast) DRX-45, Lacquer and Enamel Rubbing Compound (Mild) DRX-25, Canvas Sealer DX-498, Wood i: 
Preserver and Sealer DX-707, Black Rubber Dressing DX-9008, Engine Enamels, Wood Fillers, Graining Kits, etc. FP 


| DITZLER 











THINNERS 


| COLOR 
i PITTSBURGH PLATE GLASS COMPANY : | 
8000 West Chicago Avenue, Detroit 4, Michigan 


itzler’s complete 


@ Thousands of colors in 
famous Ditzco Quickset 
Enamel for repairing baked 
enamel factory finishes. 
Also hundreds of commer- 
cial colors for trucks. 
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@ Ditzler’s line of DZE col- 
ored synthetic undercoats 
is unsurpassed among re- C > 
finishing materials for D) R 
adhesion, good filling and 

easy sanding. ITZ LE 


\ 
21zCQ ENAME 
T2CO ENAP 


@ Ditzco synthetic glazing 
and spot putties can be 
applied directly to the 
metal or on top of the 
undercoat. Available in 
Gray,White and Oxide Red. 


@ Ditzler offers a number 
of synthetic enamel re- 
ducers to suit all spraying 
conditions. These reducers 
are available for hot or 
cold weather and normal 
temperatures—also for 
baking purposes. 


DITZLER 
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sales manager — Lexington hotel. 

Reynolds and Reynolds — W. G. 

Pfeiffer, sales vice-president; J. H. 
Gates, eastern sales manager; G. 
W. Gross, director of advertising; 
J. W. Morrow, advertising and sales 
promotion manager; Carl Roeder, 
J. A. Thoerle, Carl Swanson, Chet 
Cunningham, John Lashar — Hotel 
Belmont Plaza. 

Stemac Co.—Everitt McKanna, 
co-owner, and George Hutchings, 
sales manager — Hotel Belmont 
Plaza. 


J. O. Stephenson Co.—J. O. Ste- 
phenson and W. L. Hill—Hotel Bel- 
mont Plaza. 

+ * 

UN ELECTRIC CORP. — J. A. 

Doyle, vice-president; W. W. 
Squier, vice-president; Joseph En- 
gle, R. H. Goodall, A. M. Rice, H. 
E. Goetz, W. W. Macauley, G. W. 
Squiers, W. J. Huebel, G. Van- 
Assen, F. L. Pries, M. R. Greene 
and M. O’Dell—Hotel Biltmore. 

Sunnen Products Co.—S. S. Gra- 
ham, Charles Jellinek and Ed 
Wheeler. 


Supersite Corp. — Bill Berk, 
Jerry Berk, Dick Berk, Dave 
Levin and Herman Schade. 

Turco Products Co.— Charles F. 
Devine—Park Sheraton hotel. 

Waterbury Tool division—Milo C. 
Gray, Parker W. Rowell and Mer- 
rill C. Hayden. 

Barrett Equipment Co. — Harry 
Barrett, Harry D. Smith, Earl Mc- 
Atee, Dave Rucklos, Bill Hender- 
son, Harry Cooley—Barclay hotel. 

Freeman and Freeman, Inc.— 
E. M. Freeman, A. T. Brown, 
George S. Minot, James Booth, 
Larry Dawkins, Leslie B. Eames 
—Astor hotel. 

Universal Underwriters — J. J. 
Lynn, J. E. Challinor, H. L. Wieder, 
A. H. Thurmond, C. C. Arveson, E. 
| M. Lynn, R. T. Cannon, D. D. Funk, 
T, BR. Brings, & HR. Beal, &. P. 
Hewitt, Ralph Jones, Bryan Camp- 
bell, J. T. Wise, J. B. Gibson, H. B. 
Duke, G. E. Heywood, J. E. Dixon, 
|H. W. Monier, M. L. Brink, R. W. 
Hunter, L. S. Falkner, D. J. Elkin, 
Paul Thompson, C. W. Timberlake. 

o * = 


HRYSLER MOTOR PARTS 
CORP. —C. L. Jacobson, J. O. 

Huse, V. G. Souder, L. W. Piot, R. 
F. Dittmer, H. H. Carson, F. J. De- 
Brodi—Waldorf Astoria hotel. 

Kent-Moore Org., Inc. — J. D. 
Adair, D. R. Abbey, M. R. Cham- 
bers. Paul Hansen, Harry Woods, 
R. A. Deagen — Hotel Belmont 
Plaza. 

Balcrank, Inc.—Leo Spalding, Leo 
Stermlicht—Lexington hotel. 

U. S. Air Compressor Co.—C. A. 
|Bening, E. G. Schaedler, F. J. 
| Coughlin—Lexington hotel. 


Vehicle Exports 


Soar in Canada 


OTTAWA.—Exports of cars, 
trucks and automotive parts were 
up sharply in November, 1951, over 
those of November, 1950, the Ca- 
nadian government reported last 
week. November, 1951, automotive 
exports were valued at $12,660,000, 
as against $4,232,000 in November, 
1950. 

Passenger-car exports showed an 
increase to $5,924,000, from $2,358,- 
000 in November, 1950. Truck ex- 
ports rose to $4,767,000 from $812,- 
000, and parts exports climbed to 
$1,969,000, as compared with $1,- 
062,000. 
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| Backshop 


By Jack Weed 








(Continued from 


it was freely predicted, I remember, 
that Federal could not possibly last | 
long. | 

But Mart confounded the 
prophets by not only seeing the 
Denby go the way of many an 
early truck company, but go on 
to build a monument that still is 
recognized as being one of the 
solid truck companies in the in- 
dustry. 

It was on my frequent contacts 
with “Pulch,” as he was known to 
his intimates, that I first became 
thoroughly aware of the terrible 
pains that migraine headaches can 
bring to a human. I have been in 
“Pulch’s” office many times when 
one of these would strike him and 
he would have to lie down on the 
couch he always had in his office, 
shut off all sunlight and just bear 
the spasm until it passed. But de- 
spite the great pain that he would 
be suffering, he would, in many 
cases, finish the talk that had been 
started. 

Another old Timkenite — from 
the axle company—rolly, polly 
Lewis Judson was the other to 
pass on. Jud was put in charge 
of employe relations when I was 
with the Timken companies. In 
fact I believe he organized the 
department. I know he was one 
of the first to put in a hospital 
room at the axle plant with a 
nurse in charge all of the time 
and a doctor who would come 
over to the plant for a certain 
time each morning and treat all 
employes who had been injured 
in the plant or had some afflic- 
tion at no cost to the employe. 
The doctor was also on call at 
any time for any injury that was 
beyond the ability of the registered 
nurse to take care of. Such first- 
aid rooms are more or less common 
in industry today, but in the days 
when Jud sold the TDA manage- 
ment on the need for it, at the old 
Clark Street plant, it was considered 
a dubious experiment. 

s * = 


19 Points 

I LIKE the 19 suggestions for good 
business manners that the Wolfe 

company has put out. I am going 

to list them in brief here and add 

one more of my own: 

1. Greet Customers Promptly. 
Even one minute is a l-o-n-g time) 
when you are w-a-i-t-i-n-g. If you) 
don’t believe it, take out your 
watch and stand still for just 60) 
seconds. | 

2. Smile. A smile is the trade-| 
mark of a friendly person. 

3. Call Customers by Name. The | 
most important name in _ the | 
world to a customer is his own | 





name. Addressing a customer by 
name, is like speaking a magic 
word, 

4. Don’t Argue. When a customer 
fails to agree with you, the natural 
thing is to argue. You may win the 
argument, but lose the customer. | 

5. Sell Your Company. When you | 
talk well of your company, you also | 
talk well of yourself. 

6. Show Your Appreciation. A 
customer does not like to feel that 
you are doing him a f*vor by 
serving him. } 

7. Show Enthusiasm .. . it’s 


contagious. 
8 Be a Good Listener. Most 
people would rather talk than 


listen. Let customers enjoy them- 
selves. Listen to them, 

9 Say “Thank You.” No two 
words have created more goodwill 
or “brought ’em back” more often 
than a friendly courteous “thank 
you.” Make its use a habit. 

10. Don’t Be a “Stuffed Shirt.” 
You can’t build a false front cus- 
tomers can’t see through. 

11. Put Yourself in the Cus- 
tomers’ Shoes. Getting along with 
people requires an open mind, an 
interest in their problems, and 
the ability to see their viewpoint. 

12. Do Small Favors. Big favors 
take time and are not expected. It’s 
the little acts of courtesy which 
mean so much to all of us. 

13. Keep Cool, Lost tempers lose 
customers. 

14, Don’t “Overdo It.” There is a 
vast difference between sincere ap- 
preciation and gushing flattery. 

15. Know What You Are Talk- 
ing About. Customers depend 
upon you for advice. If you guess, 
you may guess wrong. 

16. Keep Promises. Confidence is 
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foundation on which business} 
and friendship is built. Promises 
should not be made unless they can 
be kept. 

17. Look the Part. People judge | 
other people by their appearance. | 





Personal cleanliness, careful groom- | Chevrolet for Greybull [Wyo.) School— 


ing, and neat apparel, are import- | 
ant in making a good impression, 

18. Be Tactful. Simply stated, 
tact, is consideration for the feel- 
ings of others, 

19. Don’t Oversell. Good 
manship is not high pressure 
selling or overselling. It is an 
intelligent analysis of a _ car’s 
actual needs and telling the 
owner in a logical friendly fash- 

ion about those services. 

20. Don’t Undersell. When a cus- 
tomer brings his vehicle in to a 
dealer’s place of business to have 
it repaired or adjusted, he usually 
wants it put back into as near as 
possible the shape it was when he 
bought it. No dealer or dealer em- 
ploye is doing that customer an 


sales- | 





Norris Chevrolet Co., 


Greybull, Wyo., has made presentation of the fourth Chevrolet 


to the Greybull high school for its driver-training program. All the cars have been 


equipped with dual controls. 


J. C. Quigg, superintendent, 


car from C. W. Core, manager of Norris Chevrolet. 





injustice when he 


after a careful examination of the 
vehicle has been made. It’s up to 
the customer to determine how 
much of the work he wants or can 
afford to have done. 
Winning Customer Confidence 
—is DIFFICULT. 
Holding it—is a 
FULL TIME JOB. 
Losing it— 

CAN BE SWIFT and COMPLETE 


received the keys of the 





points out all of | 
ithe things that should be done 





Auto Thief Shelton 
Seized in El Paso 

EL PASO, Tex.—Jay Paul 
Shelton, circularized by the FBI 
last March as “one of the most 
cunning and active automobile 
thieves presently at large,” was 
finally arrested here Tuesday 
by FBI agents. 

Shelton, 34, had been involved 
in hundreds of car thefts, FBI 
officials said. 





| 





Irked ¢ Ov er Wait 
On Auto Checks 


AMARILLO, Tex. Motorists 
here, as well as in other Texas 
cities, are complaining about the 


present setup for safety inspection 
of automobiles. 

They say details of the inspection 
requirements make it impossible to 
get all cars checked before the 
deadline for buying auto licenses. 

The string of cars waiting at in- 
spection stations is said to be in- 
creasing, and many motorists have 
to wait for hours for the approved 
checkup. Many stations are report- 
ed to be refusing cars into their 
place because of the traffic jams. 

Clyde Walling, general manager 
of Truitt Buick, reported his staff 
is hopelessly swamped. 

“We feel obligated to care for 
Buick owners first, but it is phys- 
ically impossible to inspect all cars 
by the deadline.” 

Amarillo Motor Co. (Oldsmobile), 
and Plains Chevrolet gave the same 
report. 








BARRETT MINIT-BONDERS 
AND A DRUM-DOKTER PAY 
$106927 PROFIT IN 1 MONTH! 











..-if your shop does only 3 typical brake jobs a day! 


In 1952 over 50, 000, 000 vehi- 


cles will need 


service. Surveys 


show that on the average — 


45% require relines now 


50% of these need 
drums machined 


45% of 
50 million cars 

will need brake 
relines in '52 


50% of =) 


these cars 
will also 
need drums - 
machined 


coy 





22,000,000 cars would gross, 
in relines, alone, 


$440,00 


0,000.00 


— considering the average reline at approximately 


$20.00 —less drum machi 


ARE YOU EQUIPPED TO GET YOUR SHARE? 


Sanett Says: 


At the ratio shown, profit from your 
share of this great market pays for 
a complete Barrett Brake Department 


IN 1 MONTH! 


The drums you should machine on the 
relines would return $175.03 of the 
$1069.27 monthly profit earned. | 









The balance of the year (11 months) provides a profit for 
you of 11 x $1069.27 — or $11,761.97. 


\\ 


// 





SEE THE 
BARRETT DISPLAY 


AT THE NADA SHOW 


New York City 
January 26-30 


Barrett executives and service 
engineers will be on hand to 
explain brake service profit 
opportunities in 1952. 


If you can’t attend the show, see your Barrett Distributor 
or mail coupon to us—today—for complete details. 
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BARRETT EQUIPMENT co. 


ST. LOUIS 6, MO. 


21st & CASS 


DRUM-Dokter 


conditioner ever offered 


BOND-TEST-R 
Checks and proves 


ERE’S THE WORLD'S FINEST 


BRAKE SERVICE papas gtad 





, ¥\ 
versatile drum re- Pay 


s at factory 
ified pressures 


MINIT-BONDER 


ne \) Bonds or de-bonds 
ane shoes at the rate of 


brake service. 


1 a minute Name 
SHOE CONDITIONER 
Company 
Cleans and prepares 
shoes for perfect bonds ijn 
City 


-—------ 75 


BARRETT EQUIPMENT COMPANY 
21st & Cass, St. Louis 6, Mo. 


Please send details of the profit opportunities in 


ME 
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DPA Unit Sifts 
Military Demands 


’ ° 
For Materials 

WASHINGTON.—-A special tem- 
porary task force has been named 
by Manly Fleischmann, DPA ad- 
ministrator, to examine military 
requirements for controlled mate- 
rials needed for the production of 
military goods and equipment dur- 
ing the second quarter of 1952. 

Members of the committee are: 
William L. Campbell, procurement 
and production, chairman; Albert 
J. Carey, program and _ require- 
ments, and William N. Lawrence, 


director of the military and atomic | 


energy division. 

Fleischmann said that beginning 
in the second quarter the military 
“take” of steel, copper and alumi- 
num will be very large. 

“While it is DPA’s function to 
make sure that sufficient supplies 
of these controlled materials are 
made available to meet defense pro- 
duction goals,” he explained, “it is 
equally important that the mili- 
tary demand be kept within the 
limits of the material they can ac- 
tually use during the quarter so 








Dealer Ogg Aids Safety in Glouster, O.— 


A driver training car has been presented to the school in Glouster, O., by Ogg 
Motor Co. (Ford). Merrill Ogg states that ‘This has been done for several years and 
we can see some very good driving and care given to new cars sold through our 
dealership."” Mr. Marcello (left) is instructor for the course. 





that it will be available for civilian 
production.” 

In order to accomplish this ob- 
jective, the task force will: 

1. Intensify the present screen- 
ing of all military requirements. 

2. Make sure that the military is 
using substitute materials wher- 
ever possible. 

3. Refer to the Defense depart- 
ment for verification of any mili- 
tary demands that appear to be 
greater than actually needed. 








New Emerol Plant Opens 


In Arlington Heights 


ARLINGTON 
Emerol Mfg. Co. has announced 
opening of new plant facilities here 
at 1717 E. Davis St. 

The factory has announced it has 
the latest equipment for the manu- 
facture of Marvel Mystery oil to 
supply the midwest area. The new 
plant is one story and has 22,500 


AUTOMOTIVE NEWS, JANUARY 21, 1952 _ 


HEIGHTS, Ill. —| 


square feet on a 5%-acre plot, with | 


its own railroad siding. 





|Highways & Safety... 


Tacoma’s Reading 
Gets Jan. Award 


By Sam Sampson 

Staff Writer 

ie &- results of any highway | 
| safety campaign are intangi-| 
|ble. No one can identify the people | 
or cars that have 
been salvaged; 
they just become 
statistics. But 
perhaps we have 
helped additional] 
people to think 
safety, and we 
know it influ- 
ences our driving 
lto think safety.” 
So speaks Arn- 
old Reading, De- 
Soto - Plymouth 








Arnold Reading 
dealer in Tacoma, Wash., winner of 


the AvuTomoTive News’ “safety- 
minded dealer of the month” award 
for January. 


Holding three important offices 











Aircraft engine parts, shells and shell 
casings, rockets and many other items 
for defense use. 


Wheels, brakes, hubs and drums for 
cargo trailers, troop carriers, tanks, 
gun carriages, etc. 


Electric brakes, brake power equipment, 
power chambers and valves for all 
military vehicles. 


EXECUTIVE OFFICES, MILITARY AVENUE « 


eee IN PEACE TIME 
PRODUCTION: 


Wheels, brakes, hubs and drums for 
passenger cars, buses, trucks and tractor- 


trailer combinations . . . 


Electric brakes, brake power equipment, 
power chambers and valves for civilian 


vehicles ... 


Complete foundry, machining, pressed 
metal stamping, testing, inspection and 
engineering development facilities. 


KELSEY-HAYES WHEEL COMPANY 


7 GREAT PLANTS: 


McKeesport, 


Pa. * 2 Plants in Detroit 


Jackson, Mich. ¢ Davenport, lowa 


Los 


Angeles, Calif. 


Windsor, Ont., Can. 


DETROIT 32, MICHIGAN 





_ 





in the Washington safety move- 
ment, Reading spends consider- 
able time in speaking to state 
groups, helping to organize cam- 
paigns, and in traveling about 
the state in active participation 
in safety movements. 

Reading is state chairman of the 
Inter-Industry Highway Safety 
committee; chairman of the Taco- 
ma Auto Dealers Safety committee; 
a member of the Washington State 
Safety Council, and served in 1949 
as chairman of the public informa- 
tion division of the Governor's 
Safety Meeting. 

“We have sought to implement 
the existing programs of the high- 
way safety organizations with 
whom we are affiliated, rather than 
invent new programs,” Reading 
said. “The field is pretty well cov- 
ered now with programming.” 

x * * 


Dealers Cooperate Well 


EADING said that the dealers 

of his state have put out more 
than 50,000 “man-to-man agree- 
ments” for safe driving; furnished 
cars for more than 125 schools for 
driver-training programs, and put 
forth an extensive billboard cam- 
paign in cooperation with the state 
patrol with safety messages for 
each month. 

In one principal program, the 
dealer organization, the state 
patrol and the state safety coun- 
cil are working together to pro- 
vide dealer inspections of state 
vehicles until the state can re- 
open the safety testing lanes. 
Recently, the state lanes were 
closed for financial reasons, the 
Tacoma dealer said. 

Reading has given wholehearted 
support to the Inter-Industry High- 
way Safety committee’s “Check 
Your Car—Check Accidents” cam- 
paign. Due to the effective cam- 
paign last year, it is thought that 
even greater interest will be shown 
by the dealers this year. 

Fred K. Eells, manager of the 
Washington State Auto Dealers 
Assn., wrote AuTomMoTivE News that 
he did not think “a more deserving 
dealer could have been found” for 
the January award. 

“Reading’s activity in our safety 
programs has been too numerous 
to give in detail. We have always 
found him ready to give generously 
of his time and effort in any pro- 
gram which appeared to further the 
cause of safety.” 


Chamber Calls 
For Equitable 
Road _ Financing 


America’s street and highway 
overcrowding and accident problem 
will continue to get worse unless 
an equitable formula is soon de- 
veloped for financing road improve- 
ment, in the opinion of Harold 
Hammond, manager of the trans- 
portation department of the U. S. 
Chamber of Commerce. 

Addressing “the Road Gang,” a 
Washington group of executives in- 
terested in highways, Hammond 
said that the current widespread 
advertising and promotional “good 
roads” campaign by the tire and 
auto manufacturers must be fol- 
lowed up by an agreement on the 
question of who is going to pay for 
them. 

Hammond reported a favorable 
public reaction to the USCC’s re- 
cent proposal for a million-dollar, 
national-level study to develop an 
equitable highway finance plan. 

He pointed out that “the general 
reaction seems to be that this proj- 
ect will only be successful provid- 
ing it is carried out by an inde- 
pendent research group, either em- 
ploying a private firm or setting up 
a special organization.” 

Hammond indicated that the 
funds and guidance for developing 
this highway ffinance formula 
should be provided by the “bene- 
ficiaries of highways,” namely the 
automotive manufacturers and sup- 
pliers, highway users, road build- 
ers, shippers of goods and property 
owners, 
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Lawsuits Affecting Dealers .. . 





Court Decisions 


By Leo T. Parker | 

Attorney at Law 

| ig ony aaa a higher court held | 

that an oral agreement was | 

valid under which an automobile 

dealer accepted $50 deposit from 

a customer, and agreed to deliver 

the customer the eleventh automo- 

bile received from the manufactur- 
er. 

For example, in Zoellner Automo- 
bile Co. v. Graham, 230 Pac. (2d) 
904, testimony showed facts as fol- 
lows: A customer deposited $50 
with Zoellner Automobile Co. un- 
der an oral agreement whereby 
the dealer was to sell the customer 
the eleventh automobile delivered 
by the manufacturer to the dealer 
during the year. The dealer ac- 
cepted $50 deposit from the cus- 
tomer. 

The dealer did not _ receive 
eleven cars from the manufactur- 
er the balance of that year and 
refused to deliver the customer 


Detroit Dealer 
Indicted by Jury 
On ‘W’ Charges 
DETROIT. — The first federal 
grand jury indictment charging 


violation of Regulation W named a 
Hudson dealership here last week. 


Charged with 10 violation counts 
for failure to get the minimum 
one-third down payment in the sale 
of a used car was Teal Brothers, 
Inc. (Hudson), 7641 Gratiot Ave. 

H. J. Teal, president, and Ber- 
nard Teal, secretary-treasurer, are 
principal officers of the firm. The 
indictment named the corporation, 
not the individuals. 

The indictment charges that the 
dealership accepted as partial down 
payments on automobiles such 
items as electrical appliances, dia- 
mond rings, watches and various 
other jewelry at inflated valuations. 

It was also charged the company 
accepted “side notes” from buyers 
as collateral and failed to report 
these to the secretary of state. 

A $5,000 fine is possible on each 
count. 


NASCAR Adds 
Speed Week Show 


DAYTONA BEACH, Fla. — Na- 
tional Assn. for Stock Car Auto 
Racing will hold its second annual 
motor and accessory exposition here 
during Speed Week in February, 
it was announced today. 

The exposition will begin Feb. 5 
at the National Guard Armory here 
and will end Feb. 10. Speed Week, 
which will include measured-mile 
speed tests and races on the 4.1- 
mile beach-road course, will begin 
Feb. 3 and end the same day as 
the exposition. 


Rail Cushion 


Special Freight Trucks 


Designed by Chrysler 

DETROIT. — Chrysler-designed 
railroad freight trucks, developed 
to protect railway freight shipments 
by reducing shock and vibration in 
transit, will be used as government- 
specified equipment on new rail- 
road ammunition cars going into 
service after the first of the year. 

Constructed on a principle of 
balanced suspension, the trucks are 
built to absorb not only vertical 
shocks transmitted from the rails 
but also shocks from lateral move- 
ment. 

The body of the railway car is 
suspended on the trucks’ by 
U-shaped swing hangers acting as 
pendulums. The swinging action of 
the hangers permits the trucks to 
move sideways freely, 














More Parking for Phoenix 


: SPOKANE.—Pigeon Hole Park- 
ing Corp., which began operation 
of a four-story parking unit here 
more than a year ago, reports that 
it will soon start fabricating steel 
for a six-story unit in Phoenix, 
Ariz. This will ultimately have 
parking for 386 cars and will have 
three elevators. The unit is to be 
erected for the Valley National 
Bank of Phoenix. 





the eleventh car the next and 


| following year. 


In subsequent litigation the high- 
er court held that the customer 
could recover from the dealer dam- 
ages equal to the difference be- 
tween the value of the eleventh 
automobile on the date received by 
the dealer and what the same auto- 
mobile would have cost the cus- 
tomer if he had purchased it in 
open market on such date, even 
though the contract had no speci- 
fied price or model or equipment 
listed therein. The court said: 

“The plaintiff (customer) testi- 
fied he specified no particular type 
of car or body style, but, was ready 





Ford Lake Ships Miss 
Steel Hauling Record 


DETROIT.—Two Ford Motor Co. 
ships hauled a near record 1,084,379 
gross tons of ore before weather in 
the Lake Superior area forced an 
early ending to the 1951 Great 
Lakes shipping season, according to 
Logan C. Miller, vice-president of 
|the basic products group. 

Record tonnage for the vessels 
the Henry Ford II and the Benson 
Ford—was established in the 1950 
season when 1,098,140 gross tons of 
iron ore were carried by the two 
ships. The two 3,000-horsepower 
diesel ships will be joined by a 
third member of the Ford fleet in 
time for the start of the 1953 ship- 
ping season in the Great Lakes. 
The new ship will be named the 
William C. Ford. 





Nash Statesman for Student Training— 

R. S. Hoag (left), of Hoag and Shinker Motor Sales (Nash), Plainfield, N. J., is shown 
presenting keys to a dual-control Statesman to C. M. Withers, principal of the North 
Plainfield high school. The car was donated by the dealership for the high school 
driver training program. 





and willing to take the eleventh| posit made by plaintiff constituted 
car whenever same was received.|a valid consideration, binding upon 
Under these circumstances the de-|the parties to the contract.” 





More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 








You 


get more 


telp row 


HASTINGS 


It is only natural that Hastings gives you the most and the 
best help in the replacement field . . . Hastings aims all of 
its engineering, production and sales policies exclusively at 
the replacement market. 

HASTINGS STEEL-VENT: The right ring for every re- 
placement condition—re-ring, re-bore, re-sleeve. Chrome- 
faced for heavy duty service. 

HASTINGS MICRO-KNURLING: Hastings Micro- 
Knurling re-sizes worn and collapsed pistons —brings them 
back to size. Micro-Knurling re-surfaces both old and new 
pistons—to provide better lubrication and to eliminate 


scuffing. Exclusive Diamond Knurl pattern. 


HASTINGS SERVICE INFORMATION: Most mechanics 
rate Hastings handbooks, engineering bulletins and installa- 
tion instructions the most complete, practical and authori- 
tative in the field. 

HASTINGS SERVICE TOOLS: Hastings engineers have 
developed many specialized service tools to help you do 


better, faster, more profitable work. Available through your 





Hastings jobber at low cost. 


HASTINGS ADVERTISING: That 
famous Tough-but-oh-so-Gentle guy 
works for you, month-in, month-out in lead- 


ing national magazines and farm journals. 


=~ 
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HASTINGS 


STEEL-VENT PISTON RINGS 


HASTINGS MANUFACTURING CO., HASTINGS, MICH. 
Hastings Ltd., Toronto 


waved 


Piston Rings ¢ Spark Plugs ¢ Oil Filters ¢ Casite « Drout 








Willys sets a fresh pattern for the future with 


lhe hevolutionary Naw. 














“Air-borne” riding comfort for six adults | 
... 61"-wide seating front and rear | 


The soft, road-smoothing ride of the Aero Willys 
makes you feel air-borne! Both of its wide, restful 
seats are cradled between the axles. Bumps and 
road roughness are soaked up by rubber-cushioned 
front coil springs, rear springs floated on rubber 
pillows and the newest aero-type shock absorbers. 


Panoramic visibility and low 
23” center of gravity for greater safety. 
Driver sees all four fenders 


You get helicopter-pilot visibility in the Aero 
Willys ... see all fenders from the driver’s seat 

..a panoramic view all around ...and the 
plane-wing hood shows the road right ahead. 
This low-slung beauty takes curves without roll 
or sway ... steady and sure. a 








Aero-design and the new 90 h.p. 


Hurricane 6 Engine give remarkable economy 
and “take-off’’ acceleration 


The Aero Willys is built on airliner principles 





with body and chassis members welded into one 
strong, rigid unit—streamlined to cut air drag. The 
new 7.6-compression Hurricane 6-cylinder engine 
uses regular gas, turns up 90 horsepower. With high 
power-to-weight ratio, you get lightning pick-up and 
up to 35 miles per gallon, with overdrive. 
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ANT A PREVIEW of the future? It’s waiting for you this 
very day at Willys dealers—the one car that deserves the 
word sensational .. . the new Aero Willys. 


What’s new about it? Everything! 

The new aero-frame construction, combining aero-design prin- 
ciples with Willys’ four decades of auto engineering experience. 
Its welded, single-unit structure is exceptionally rigid, quiet and 
long-lasting. The Aero Willys is functionally streamlined from 
its distinctive hood—shaped like the leading edge of a plane wing 
—to its rear air-fins. 

Its new F-head power plant—the high-compression Hurricane 6, 
producing more power for its size than any six in America! In 
the Aero Willys, you loaf along at 60 and cruise comfortably at 
75, with power in reserve. And you top every other full-size car 
on mileage—with overdrive, up to 35 miles per gallon. 





yh 


Contact! .... See the most exciting new car in a decade 
<= Brilliant blending of aero and auto engineering 
brings you breath-taking performance and a ride of 


air-borne smoothness S—- Mileage up to 35 miles a gallon 





The Aero Willys Is Introduced 
in Two Beautiful Models — 


The Aero-Ace is illustrated here. White side- 
wall tires optional at extra cost when available. 


Its “‘air-borne” ride—remarkable smoothness and quietness, 
brought about by new springing and a drive system floated on 
rubber pillows from engine to rear axle. And wait till you feel its 
ease of handling as you pilot the Aero Willys in heavy traffic or 
park in a small space. 

As for beauty, that’s obvious—a wide body with graceful lines, 
a silhouette just 5 feet high. Beautiful in its roomy interior, too 
—rich fabrics and appointments in keeping with a fine-quality car. 

There’s much else—the gasoline cap near the center at the 
rear... warn lights for oil and generator... pull-out glove 
drawer . . . self-cleaning exhaust valves . . . scores of features! 

You'll want to see the Aero Willys now. It 
is the car with performance, comfort and econ- 
omy that you have awaited for a decade. 

WILLYS-OVERLAND MOTORS e¢ Toledo, Ohio 






MADE OY THE MacERS 
OF THE WORLD-FAMOUS 


Jeep 


WARNING—Do not drive the Aero Willys unless you are prepared to be dissatisfied with your present car! 





A120-ASree and Ak:10-Wing. 
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| NEw PRoDUCTS | 








SINGLE - TRACK WASHER — Jetomatic, 
Inc., Ansonia, Conn., offers Uni-Track, 
which operates on one track instead of 
the conventional two. Savings in manufac- 
turing, operation and installation are im- 
pressive, according to Jetomatic President 
Thomas Weisz. Said to be the first port- 
able, automatic car washer, it can be 
moved or relocated as space needs vary. 
No special wash bay nor separate com- 
pressor is needed. 


The above product will be shown 
at the NADA Show, January 26-30. 





DRYING UNIT — Fostoria Pressed Steel 
Corp., Fostoria, O., has announced Dura- 
bake model 86-848, an infrared drying 
unit said to be large enough to process 
either part-car or complete paint jobs for 
minimum equipment investment. The com- 
pany said that undercoats and lacquers 
are dried in five to ten minutes, and 
enamels are baked in 20 to 25 minutes. 


The above product will be shown 
at the NADA Show, January 26-30. 





+ 28 

BRAKE SHOE TESTER—Barrett Equipment “yan 
Co., 21st and Cass Ave., St. Louis 6, has — 
announced this precision brake shoe N 4 
grinder for bench mounting. Known as the " 
True-Arc Brake Shoe Grinder, the company 
said the Model B-75 is capable of grind- 
ing eight lined brake shoes in less than 
four minutes, and can maintain high out- 
put on a production basis. 


te The above product will be shown 
at the NADA Show, Janvary 26-30. 


* * * 





BRAKE SHOE GRINDER—Ammco Tools, 
Inc., North Chicago, Ill., has announced 


FOR CHROME-PLATED PARTS — Cannon 
Chemical, Cambridge, Mass., has _ intro- 
duced Lecton Chrome Care designed to 
keep chrome-plate gleaming in the face 
of synthetic substances which encourage 
rapid deterioration, rust and corrosion, the 
company states. The product leaves an 
invisible protective film which does not 
crack, chip, peel or scratch, it states. 


its model 2000 Safe-Arc Brake Shoe 
Grinder, claimed by the company to per- 
fectly fit a set of eight brake shoes in 
less than four minutes. The company guar- 
antees the machine will give a perfect arc 
to the shoe in conformity with the exact 
size of the brake drum, either cam or arc 
ground. 





te The above product will be shown 


%& The above product will be shown 
at the NADA Show, January 26-30. 
' 


at the NADA Show, January 26-30. 





BEAR'S ELECTRIC VIEW SCREEN—After almost five years of research, engineering 


and testing, checking units with ‘“Television-Action"” view screen are in production, 
Bear Mfg., Rock Island, Ill., states. The question of the greater accuracy and ease of 
spindle or wheel rim checking for alinement angles is solved by the front-end units. 
Both methods can be used through practical engineering of the heads which allow 
either method. Some car manufacturers advocate checking and correction of front-end 
geometry from the spindle. Many experienced alinement operators believe using the 
widest points of the circumference of the wheel provides greater accuracy. The new 
Bear units can be fitted directly on the spindle or used with a rim ‘clamp, it adds. 
Housed in the newly designed heads are the electric-magnetic components which give 
them double “‘electro-mech" action. Degree readings are magnified and transferred 
electrically to an easy-to-read view screen. Caster, camber, king pin, turning radius 
and toe angles for each front wheel are pictured on two panels. 


% The above product will be shown at the NADA Show, Janvary 26-30, 








ZINK SEAT COVER—Howard Zink, Fre- 
mont, O., has introduced this seat cover 
for its 1952 line. Featured with the Saran 
plastic is the distinctive new Coronet pat- 
tern of washable quilted Boltaflex (Bolta- 
Quilt). Coronet Bolta-Quilt is an exclusive 
Howard Zink pattern, the firm states, and 
is available to car dealers in red, green 
and blue combinations with saran. Bolta- 
Quilt is manufactured by Bolta Products 
Sales, Lawrence, Mass. 





LATEST HOIST FROM GLOBE — Greater 
accessibility, one valve control, a visible 
safety bar, simplified spotting, one-floor, 
and low cost installation are features of 
its Model F-27, Globe Hoist Co., Philadel- 
phia 18, points out. There is no wheel- 
base problem because “the vehicle is not 
raised by the axles or wheels,”” Globe 
states. 


%& The above product will be shown 
at the NADA Show, January 26-30. 





*‘TOE-IN' CHECKER — John Bean 


Co., 


Lansing, has announced the Visualette, a 


portable wheel aligner, said to check 
alignment on any level space the size of 
a car stall. The Visualette employs the 
beam of light accuracy developed in the 
former Visualiner. 


% The above product will be shown 
at the NADA Show, January 26-30. 


* * * 





GOVERNOR LOCK—King-Seeley Corp., 
315 S. First St., Ann Arbor, Mich., has 
announced the governor accessory pack- 
age 28774, a lock barrell device which 
fits any seal type Handy Vari-Speed gover- 
nor and converts it to a lock type unit. 





WHEEL ALIGNER—John Bean Co., Lan- 
sing, has designed this heavy duty wheel 
aligner for pit installation, and adaptable 
for the Visualiner and Visualette aligning 
heads. The Model 350 provides the foun- 
dation for a complete wheel aligning and 
front-end correction service, the company 
said. 

The above product will be shown 

at the NADA Show, Janvary 26-30. 

* * * 





REDESIGNED GUN—This model of the 
Y%-inch Holgun drill has been announced 
by Black & Decker Mfg., Towson 4, Md. 
Redesigned with a new handle shaped for 
plenty of finger room, it is rated for 
heavy-duty, continuous production service. 
Among its features are full-sized ball 
bearings, heat-treated gears, splined gear 
shafts and smooth-contour aluminum hous- 
ing, the firm states. Available for standard 
speed or low speed. The standard speed 
unit has a no-load speed of 1700 rpm. 
(optional 2500, 3500 or 5000 rpm.) While 
the low speed unit has a no-load rating 
of 600 rpm. (1000 rpm. optional), it adds. 
Weighs 3% pounds. 

The above product will be shown 

at the NADA Show, January 26-30. 
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MORICKE 


STANDARD ACCOUNTING SYSTEMS 


ond AURILIARY 


CATALOG NO. 52 


Ah 


SUPPLIES 6 


AUTOMOBILE DEALERS 


FARM EQUIPMENT DEALERS 


NORICK BROTHERS 


Ahk 

FOR DEALER RECORDS—Norick Brothers, 
Oklahoma City, has announced publication 
of a 256-page catalog, claimed by the 
company to show almost every printed 
form and record used by auto dealers. 
The company said that the catalog gives 
descriptions and shows illustrations of all 
the standard accounting system 
used by dealers handling various makes 
of cars. 

The above product will be shown 
ot the NADA Show, January 26-30. 
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FOR RAMBLERS — Premier Products Co., 
511 N. Euclid Ave., Ontario, Calif., has 
announced manufacture of this Sports- 
man's Tire Carrier for Nash Rambler Coun- 
try Club sedans and convertibles. The 
company said that it was sold by Nash 
dealers only, and that Nash Missouri 
Corp., 2323 S. Kingshighway Bivd., St. 
Lovis, is the exclusive distributor in the 
middle west and east. 


* * x 





HUNTER TUNE-IN WHEEL BALANCER—Hunter Engineering, 8844 Ladue Rd., St. 














lovis 24, has announced the Hunter tune-in balancer, said to balance auto wheels 
without removing them from the car. A portable spinner rotates the wheel during 
balancing operations. The balancing is achieved through the use of “tuning knobs," 
which shift the weight until the wheel runs true. 


* The above product will be shown at the NADA Show, January 26-30. 


* * * * * * 





U. S. LIFT OFFERS INSTANT SPOTTING—‘No crawling under the car is necessary" 
when this two-post lift from U. S. Air Compressor Co., Cleveland 5, is used, the firm 
states. A safety saddle holds the car ‘secure in any position” because “spring mounted 
pins on the safety saddle prevent car slipping forward, backward, or sideways on 
lift," the manufacturer points out. 


%& The above product will be shown af the NADA Show, January 26-30. 
(Continued on Page 27, Col. 1) 
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Balloon Tire Mould Co., Inc., 527 
Ceres Ave., Los Angeles 13, has an- 
nounced it is offering catalog 16, 
listing more than 500 tire shop 
equipment and supply items. 

* * * 


* ~ 


= & 
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Seeley, manager of the automotive 
division. 

Seeley said that “the market for 
spot repair materials begins imme- 
diately upon the introduction of 


new models.” 
= * * 


Remington Rand Booklet 


Explains ‘Use-Purchase’ Plan 

“Everything to Gain... Nothing 
to Lose” is the title of a new six- 
page illustrated folder describing 
Remington Rand’s “Use-Purchase 
Plan” for punched-card accounting 
machines. 

The folder describes how com- 
panies can gain plus-benefits from 
use-purchase of Remington Rand 
tabulating equipment through equi- 
ty in the equipment, savings be- 
tween monthly payments’ and 
monthly rentals, and price stabili- 
zation assuring fixed payments 
over a long period of months. Bul- 
letin TM 757.1 covering’ the 
“Use- 


writing Remington Rand Inc., 315 


Fourth Ave., New York 10. 


a + * 
Cooling System Cleaner 
Water Treatment Co. of America, 
1159 Hodgkiss St., Pittsburgh 12, 
has announced publication of a 
4-page bulletin describing the 


cleansing action of Baerite Organ- 
ics for automotive cooling systems. 
The company said the product is an 
all-organix water conditioner. 

* 


+ * 





SUN-STATE CARVISOR — Is guaranteed 
to resist sun and headlight glare, also 
offers ‘‘no-glare’’ insurance against the 
blinding effects of the sun's rays on ice 
and snow, according to Sun-State Carvisor, 
5533 S. Western Ave., Los Angeles, 62. 


Lincoln Associates Offers 
Battery Cutoff Switch 


Battery trouble, danger of fire 


and theft of an automobile are said 





OIL FILTER KIT FOR CHEVROLETS—Purolator Products, Inc., Rahway, N. J., is offer- 


ing this complete kit for 1949-51 Chevrolets except for COE trucks. 
Chevrolet Kit 428WB, is claimed to reduce engine wear by 80 percent, and increase 
the effective life of the engine substantially. Purolator said that the kit features the 
Micronic resin-treated cellulose element. 


The kit, called 





Lincoln Associates, 1506 Rose Ave.,| glove compartment, dashboard or 


Mamaroneck, N. Y. 

The product is a battery current 
cutoff switch called Auto-Gard 
which when opened “kills” all elec- 
trical controls in the auto, the com- 


any other place. 


U. S. Rubber Offers Mat 


A rubber matting with a geo- 
metrical design which is decorative, 














punched - card equipment 
Plan” will be sent on request by 


Now with every 6-case order for WHIZ products 


FOR POWER TAKE-OFFS — Announce- 


— you get an extra case , of extra pal 


dollar profit for every 


to be prevented through a new 
safety device being marketed by 








pany says. It can be installed in the (Continued on Page 30, Col. 3) 















Spicer p.t.o joint line is made by Spicer ~ 
Manufacturing division, Dana Corp., To- 
ledo. Available in an attractive coopera- =~, 
tive deal to jobbers is a metal floor dis- 

play cabinet, stocked with an assortment Ou can ma p 4 
of new Brown-Lipe power takeoffs and 
Spicer p.t.o. joints. Two complete joint and 
shaft assemblies are carried in a rack on 
one side of the cabinet; a reference cata- 
log and sales literature are carried on the 
other side. This metal cabinet is finished 


in three colors. 
* om * 


Magnus Chemical Offers 


Non-Alkaline Cleaner 


Magnus Chemical, Garwood, 
N. J., has announced a steam 
cleaning compound designed to 
improve cleaning where steam or 
vapor is used. Magnus 72, is 
unique in that it contains no 
alkaline salts, the firm states. 

Being a liquid concentrate, time 
and labor for premixing and dis- 
solving powdered or granular 
cleaners is saved. It is also non- 
corrosive, the company adds. 










1. You buy only six cases—of whatever WHIZ prod- 
ucts you prefer at regular dealer prices, You 
choose any product, any sizes up to gallons 
inclusive. No limit to amount. Half deals also 
acceptable. 






dollar invested! 












2. You receive free of extra charge your choice of 
a full 24-can case of LUSTERIZE Cleaner or 
Speedry Car Wash. Retail value of the free 
merchandise is $18.00 —equivalent to a discount 
of 10% or more on your 6-case purchase. 













HERE ARE THE 
DETAILS OF THE NEW 















You can buy your complete chemical require- 
ments almost at jobber’s cost! 





* * * 


















15.60 


. Instant Sealer.... 





Your Selling 
Cost Price 
YOU BUY: 1 cs. Pts. Motor Rythm.. $12.24 $20.40 
1 es. Ps. Zorbit.... 020 10.80 18.00 
1 cs. Kleen Flush..... é 9.00 15.00 
1 cs. Metal Seal...... 12.00 24.00 
1 cs. Pts. Rustop...... 14.40 24.00 
1 



















FOR KIDDIES — Progressive Enterprises, YOU GET: 
5533 S. Western Ave., Los Angeles 62, has FREE of ext 1 cs. LUSTERIZE Cleaner. afc $8.90 
introduced this “Play-in-it Car Crib” for ptenlieng = $67.80 $135.00 









children. The device is padded on the 
sides and bottom, it will unfold from an 
easily carried package into the car play 
pen, the company said. 







You Make As Much As $67.20 Profit On A $67.80 Investment! 


* * &* 









CALL YOUR 
WHIZ JOBBER 
TODAY 


or write direct! 


R. M. HOLLINGSHEAD CORPORATION 
LEADER IN MAINTENANCE CHEMICALS 
Camden 2, New Jersey 


A aes Canadian Offices: Toronto 
Warehouses: Chicago, Dallas, San Francisco 


Martin-Senour Announces 
‘52 Chrysler Paint Finishes | 


Factory - packaged automotive | 
finishes to match all colors on 1952 | 
Dodge, Chrysler and DeSoto auto- 
mobiles have been announced by 
Martin-Senour Paint Co., 2520 S. 
Quarry St., Chicago, by Don A. 
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. + / 7 pare this down to plain statements of fact and let 
C Yi i GH), them speak for themselves: 


That's the news that comes from Flint to every Buick dealer. It sure 
is true for ‘52 that better automobiles are being built —and 
Buick is building them. Read the facts and you'll see why 

the Buick franchise is such a winner year after year. 
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The dynamic darling pictured here is the 1952 ROADMASTER. 
It has the mightiest engine in Buick history. 

It has the biggest brakes of any postwar Buick. 

It is the quietest car that Buick ever built. 


It has the richest fabrics and smartest tailoring that ever 
graced a Buick’s interior. 


It has the greatest trunk space since spare tires moved off 
the front fenders. 


It has the most superb ride in Buick history. 


BUICK DIVISK 



































It has the finest carburetor that Buick research has ever 
devised. 


And with all its new power, it delivers more miles per gallon. 
But that is not all. 


For those who wish it, there is a brand-new version of power 
steering that works like a helping hand—gives you the same 
sure feel of control you have always known in straightaway 
driving—takes less than one-fifth the effort needed to turn 
the ordinary wheel standing at curbside. 


Sure, we're putting our best foot forward when we talk 
about ROADMASTER. 


But you'll find a host of notable features in SUPERS and 





Bg fe we 


SPECIALS too—plenty to make them, as always, the standout 
buys in their fields—for ride, for comfort, for style, for room, 
and for power. 


Look them over and you'll know why every Buick dealer 
from coast to coast is going around with a smile on his face. 


om cad models re# ject ‘orgy & tout aotue 


ION OF GENERAL MOTORS 
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INFLATED BUMPERS—Headed by Jeff Corydon, Chicago inventor, Hush Bumpers has 
been formed to introduce what are said to be the first inflated bumper guards, 
Bump-Air Guards. Corydon has prepared manufacturing facilities at 1901 N. Hermitage 
Ave., Chicago, with temporary headquarters offices at 2332 Logan Blvd. ‘For years, 
motorists and truck drivers have enjoyed the benefits of inflated tires and of shock 
absorbers, but up to now, nothing has been done to take the bump out of bumpers,” 
said Corydon. “The logical answer is inflated guards instead of those made of metal. 
“Since this type bumper guard provides flexibility that absorbs chassis and passenger 
shock, as well as eliminating dented and scratched chrome bumpers, we are confident 





New Products 


(Continued from Page 27) 











non-slip and has foot cleaning prop- 
erties has been developed by U. S. 
Rubber. The matting has a unique 
three-dimensional pattern which 
combines attractiveness with prac- 
ticality. Can be used as a protec- 
tive matting in autos. It is avail- 
able in the standard size mat of 
24 inches by 30 inches or by the 
yard in 30-inch widths. Comes in 
four colors, black, maroon, red and 


green. 
” * * 


Boyle-Midway Offers 

Auto Cleaner, Polisher 
Boyle-Midway, Inc., 22 E. 40th 

St., New York, has announced an 

extensive merchandising and adver- 

tising campaign to support the sale 


of its Autobrite, said to be a sili- 
cone base polish that cleans, pol- 





SPEED DRILL BITS — Century Drill and 
Tool Works, Chicago, Ill., has announced 
two new quality improvements for high 
speed drill bits. One, “Magic Black,” is a 
treatment applied by the company, said 


that manufacturers will rapidly replace scarce heavyweight metal bumper guards with 
air cushions for shock absorption.” 





ishes and protects with one opera- 
tion. 

The company said that the finish 
is extra-tough, and supplies a last- 
ing protection for all driving and 


to make drill bits last two to three times 
longer than ordinary bits. The other, 
“Quick Cut," are double-edged ground 
points, sometimes known as “‘split-points,” 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS? Are you? 








weather conditions. the company said. 





Lhe Mysterious Case of the 


PAINSTAKING. PAINTER 


¥ 





How the TINTQMETER saved a young man’s life! 


His hands were lifeless with the clammy cold of death. 

No one in the paint shop could tell precisely what had hap- 
pened. One of the men said that a shadowy figure had been 
seen lurking in the alley during most of that gloomy after- 
noon. Another had told of hearing a muffled scream, then a 
choking sound before hearing the thud of his body as it hit 
the concrete. 

They called him Paul. Everyone knew he was... well... 
just different. You see, Paul 
wanted to paint every car 
perfectly .. . right down to 
the last detail. That’s why 
they called him the “pains- 
taking painter.” 

they gathered ’round 
his lifeless form to pay him 
their last respects in the best 
way they knew how. 

Suddenly, like a spectre, 
he arose! His lips began to 
move! Listen if you 
dare . . . to the words of a 
man who came back from 
the dead! 

“The boss always said I 
took my job too seriously. 




















Write today for 
your copy of the 
helpful R-M Re- 
finishers’ Manual, 


Maybe so. But strange things were beginning to happen to me. 
I couldn’t spray a color match to save my neck. I was beginning 
to see many colors before my eyes! Today, when I hit the con- 
crete, bright flashing lights appeared before me; words took 
form and began to make sense. Apparently some mysterious 
friend was trying to reach me. As I slowly came back to life, 
I heard a full, rich voice saying .. . 

“Paul, young fellow, if you want a perfect color match every 
time, start using the R-M Tintometer, with R-M Lacquers and 
Enamels. Exacting color formulas are a part of the R-M system; 
they tell you what color to add to compensate for any weather- 
ing or drifting which may have occurred on a car! You can 
match any color on any car in a matter of minutes! Ask your 
R-M jobber today!” 


Ask your Jobber to show you the latest 
R-M Refinishers’ slide film, "Pat, the Pixie Painter.” 








1244 N. LEMON ST., ANAHEIM, CALIF. 


Manufacturers of passenger and commercial 
car lacquers © enamels © primers ¢ 
surfacers @ tinting colors « thinners 
© removers © rubbing compounds, etc, 


Alemite Offers Catalog 
On Material Handling 


A new catalog, “Open the Door 
to Production,” has been released 
by the sales department of the 
Alemite division of Stewart-Warner 
Corp., and is offered to manufac- 
turers who are concerned with 
methods of material handling. 

The catalog features 22 new mod- 
els of Alemite Versetal Tornado 
material pumps, and includes a 


selection chart showing the type 
and size pump needed for different 
operations. 





Co., 


VENTSHADES — Auto Ventshade 
Chamblee, Ga., has announced develop- 
ment of full length ventshades for hardtop 
models. The company said that the product 
serves as a rain deflector over the vent- 
wing windows, and allows open-window 


ventilation during rain or snow. Vent- 


shades are available for all hardtops 
made by General Motors, Ford and 
Chrysler. 





SHROUDED SPARK PLUG — Hastings 
Mfg., Hastings, Mich., has announced a 
spark plug of entirely different design, 
the Hastings aero-type shrouded spark 
plug, engineered for replacement service 
in high-compression engines. Hastings en- 
gineers have produced a shrouded design 
that takes the electrodes out of the com- 
bustion heat. Electrodes are completely 
protected, cannot be burned away rapidly. 
In addition, the plug has two ground 
electrodes. This gives the electrodes longer 
life, less gap growth, doubly-sure spark, 
Hastings says. Other features, according 
to Hastings, are a copper non-loosening 
gasket that won't shrink in service and 
an H. T. aluminum oxide insulator that 
dissipates heat faster and runs cooler. 
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GATKE'S CARTON—Moment-of-sale help 
for service shops is a feature of a brake 
lining carton announced by Gatke Corp., 
228 N. LaSalle St., Chicago 1. How 
Gatke’s patented grooved brake lining 
cleans, cools, and dries is illustrated on 
one side of the carton. Some of the Gatke 
developments for the auto service industry 
are listed on another panel. The carton 
ties in with Gatke’s 1952 merchandising 
program. 

e& 2: 


NCR Adding Machines 
Adding machines are being sold 
by National Cash Register Co., 
Dayton 9, O., for the first time on 





(Continued on Page 31, Col, 1) 
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, nationwide basis, it is announced 
1y Stanley C. Allyn, president. Pre- 
iously NCR branches had been 
iuthorized to sell and service add- 
ng machines in only about 55 per- 
ent of the states, Allyn said. 
+ + 


* 





TORCH BURNS GAS, OXYGEN—A re- 
cently-developed cutting torch burns gaso- 
line and oxygen and is said to have many 
advantages over the oxyacetylene type of 
torch. It is claimed to bring an overall 
saving of 25 to 30 percent to such op- 
erations as cutting, brazing, scarfing and 
similar work. According to J. A. Browning, 
an instructor at Dartmouth college, Han- 
over, N. H., who developed it, the torch 
can do as much work on 70 cents worth 
of gasoline as the oxyacetylene torch can 
perform on a_  100-cubic-foot tank of 
acetylene. Tests are said to show the 
torch makes a faster and cleaner cut un- 
der similar conditions than does an acety- 
lene torch. Will be manufactured by 
Browning Torch Corp., and distributed by 
Steel News Industries, R. D. No. 2, Can- 
onsburg, Pa. 





WORK BENCH —A new line of work 
benches and tables for production, assem- 
bly and factory office use are now avail- 
able at savings of up to 50 percent on 
current market prices, the manufacturer 
has announced. The benches are said to 
incorporate unique features as: heavy 
rolled steel frame construction; legs “‘ten- 
sion bolted” to frame; adjustable feet; 
warp-proof tops, lacquered and waxed; 
steel drawers; durable ‘furniture finished” 
steel parts. Full details, prices and speci- 
fications are available from Sturdi-Bilt 
Steel Products, 624 S. Michigan Ave.,| 
Chicago 5. 





CHARGER FOR TRUCKS—Fox Products, 
Philadelphia, has announced a multi-pur- 
pose, 6-12 volt portable charger for trucks 
and buses. Stands 15 inches high and 
weighs 3834 pounds. It fast-charges either 
a six or a 12-volt battery with a maxi- 
mum of 90 amperes, the firm states. It 
slow-charges up to six 6-volt batteries, 
with a full range of rates on both types 
of charging. Is designed also to be used 
as a starting booster for vehicles with 
dead batteries or having cold-weather 
starting trouble, the company adds. 





Guide to Hot-Spray 
To meet interest in Hot-Spray | 
refinishing of automobiles, James | 


ym Page 30) 


A. Bede, president of Bede Prod- 
ucts, Inc., 4311 Ridge Rd., Cleveland 
9, O., has just published an eight- 
page booklet explaining the process. 


Detrex Announces Coating 


For Degreaser Line 

Detrex Corp., Detroit 32, has an- 
nounced the development of Detrex 
FF-1, said to be a corrosion-re- 
sistant material for coating the 
inside of the VS-800 degreasers. 

The company said that the ma- 
terial is a non-porous, phenolic type 
coating which is strongly resistant 
to any chemical breakdown that 
might be caused by water-solvent 
mixtures and relatively strong solu- 
tions of acids and alkalies. 

* * > 


Catalog on Fans 


Standard Electric Mfg. Co., West 
Berlin, N. J., is distributing an 
illustrated catalog listing its line 
of fans and blowers. Featured are 
ventilating fans, air circulators, belt 





driven exhaust fans, floor and win- 
dow fans and many others for of- 
fice, home and industry. 


. * * 





FOR TRACTION —Jetron Co., 757 N. 
Broadway, Milwaukee, has developed a 
device to aid motorists who become stuck 
in ice, snow, mud or slush, it is claimed. 
The device is two traction plates which 
may be quickly placed under a wheel not 
getting traction enovgh to move the ve- 
hicle. The plates are marketed under the 
name, “Traction Action.” 

a ee 


MoPar Offers New Lighter 
And Arm Rest Covers 


Arm rest covers and a lighter 
that automatically “breathes” a 





light on a cigaret are the latest 
additions to the MoPar line of ac- 
cessories for Chrysler Corp. prod- 
ucts. 

The arm rest covers are zippered 
for easy installation and are avail- 
able in five colors and four styles 
to fit most Chrysler Corp. models 
from 1931 to date. The new lighter 
utilizes vacuum from the manifold 
or windshield wiper to “draw” on 
the cigaret and get it going. 


* * * 


Sealed Power Announces 
Chrome Piston Ring Line 


Sealed Power Corp., Muskegon, 
Mich., has announced a new line 
of chrome piston rings, known as 
KromeX, which will be available 
to the public about March 1. 

According to the company, the 
sets will feature a chrome alloy top 
ring with chrome on the face, plus 
a steel oil ring with chrome on the 
face of the steel rails. In addition, 
the chrome rings will be lapped to 
a light tight finish at the factory, 
the company said. 








ENEMY OF LEAKS—Seal-All, a new dis- 
covery that is said to permanently seal 
leaks in gasoline tanks (without draining 
contents), radiator hoses, flexible tubing, 
and windshields, has been announced by 
Allen Products, 20450 Sherwood Ave., De- 
troit 34. The manufacturer states, that in 
addition to sealing all types of leaks, 
Seal-All makes quick, permanent repairs 
to cracked distributor caps and battery 
cases; insulates electric wiring, and water- 
proofs spark plugs and ignition systems. 

(Continued on Page 32, Col. 1) 





You can 


have a complete 
wheel balancing department 
for $327.50 with a 





























Hunter Avenue and Ladue Road 


St. Lovis 24, Missouri 


wHil 
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Yes, it’s true. You can get into the highly profitable 
wheel balancing business for only $327.50—the price 
of a Hunter on-the-car wheel balancer, complete. 


eT, ss SAVES VALUABLE FLOOR SPACE 


VERY EASY TO OPERATE 
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; 
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The Hunter balancer is portable—use 
it anywhere—no floor space tied up 
permanently. Take it to the car and 
balance wheels while other work is 
being done. 


4-wheel balancing. 


To HUNTER Lagincering C. 


Hunter Avenue and Ladue Road, St. Louis 24, Mo. 


With a minimum of instruction, anyone in 
your shop can become a wheel balancing 
expert. Today, when labor is short, it's 
a real boon to shop operators— because 
it eliminates the need for a wheel balanc- 
ing “specialist.” 


A REAL PROFIT MAKER 
The Hunter balancer is an outstanding 
profit maker because of its amazing speed. 
It is so fast that it balances all 4 wheels in 
the time usually taken to remove, balance, 
and replace one wheel. Especially with the 
Hunter, wheel balancing is a profitable 
business. The profits from the sale of wheel 
weights alone—at one balance job per day 
for 250 days—will pay for your Hunter 
balancer. HUNTER OWNERS CLAIM THAT 
THEIR BALANCERS HAVE PAID FOR 
THEMSELVES IN AS LITTLE AS 9 DAYS. 


Visit the Hunter Booths 
Nos, 141-2-3 

at the N.A.D.A. Show 
January 26 to 29 


Mail the Coupon or Call Your Jobber TODAY. 


LET US SHOW YOU HOW YOU CAN CASH IN! 


AN-152 


Send me more information about the profit-making possibilities of Hunter 
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(Continued from Page 31) 
Martin Publishing Co., 690 
Market St., San Francisco 4, has 


announced the fourth edition of the 
packaged program of aptitude tests 
for office clerks. The program in- 
cludes complete instructions for 
giving the tests and interpreting 
the scores, the company said. 

According to the firm, the tests 
are used extensively to screen per- 
sonnel for jobs, and as a guide in 
determining duties for already em- 
ployed personnel which are in line 
with their capabilities. 


* * * 


Remington Rand Folder 


Remington Rand Inc., 315 Fourth 
Ave., New York 10, has announced 
an illustrated folder for secretaries, 
stenographers and typists titled, 
“Beauty and the Best.” The folder 
describes the Electri-conomy type- 
writer, and points out the features 
of the all-electric unit. 








PUNCTURE PROOFING—Tire-Seal Corp., 
756 Clinton Ave., Newark, N. J., has an- 
nounced the development of ‘'Tire-Seal,” 
said to provide puncture proofing to any 
tire. According to the company, the ma- 
terial is applied through the valve with 
a specially designed gun, and coats the 
tube with a compound that seals punctures 
and porous holes in the tube. 


| Plymouth Fender Sections 


| Offered by Schofield 

| Schofield Mfg. Co., 1140 E. 22nd 
St., Cleveland 17, has announced 
production of lower front fender 
sections for 1949 and 1950 Plym- 
ouths, said to eliminate the neces- 
sity of buying and installing the 
complete fender when replacement 
is needed. 

The company said that the origi- 
nal fender is comprised of three 
sections welded together, which are 
sold only as a complete unit. The 
Schofield sections, according to the 
Cleveland firm, are flanged so that 
they can be welded into place with- 
out further work. 

x * 


Flexrock Co. Develops 


Floor Patching Substance 

A patching and resurfacing prod- 
uct claimed to be suitable for con- 
crete, stone or brick floors has been 
developed by Flexrock Co., 3699 
Cuthbert St., Philadelphia 4. 

The company says the material, 
called Trowel-In, requires no heat 
or addition of other ingredients, 
such as sand, cement or stone. It 
helps set floor drains and plates, 
gives protection from water, mois- 
ture and vibration and does not 
crack, according to the maker. 











S-W DESIGNS COLOR MIXER FOR SMALL SHOPS—The Color Key Junior, designed 
by the Sherwin-Williams Automotive division in Cleveland especially for smaller shops, 
is shown in use at left above. The operator is watching a light beam at the tip of a 
lucite depth rod which gives split-second warning on color mixtures, the company 
states. At the right is a companion unit, the Color Meter Junior, which agitates the 
material prior to mixing. Shown also is a color meter manual, containing correct paint 


formulations for factory standard colors. 





In Philadelphia nearly everybody reads The Bulletin 


Evening and Sunday 











ADVERTISING Orrices: Philadelphia, Filbert and Juniper Streets * New York, 285 Madison Avenue 
National Advertising Representatives: Sawyer-Ferguson-Walker Company 


¢ Chicago ¢* Detroit * Atlanta °« 


Los Angeles 


San Francisco 





DOME LIGHTS—Three new models of 
dome lights designed for trucks and cars 
are available from R. E. Dietz Co., Syra- 
cuse, N. Y. Models 38 and 39 have 4-inch 
diameter glass holophane lenses, overall 
depth of 2'-inches. Model 39 is 
equipped with a wire guard which makes 
it preferred for “hard knock" locations. 
Flat moonstone lenses are featured on 
Model 38-M lights which are only 1'%- 
inch deep. The maker states that the 
lenses are light engineered to give fullest 
| Power and correct scientific diffusion from 
|their 15-candle power bulbs. They are fin- 
lished in gray enamel, include toggle 
switches which can be mounted separately 
jor on the lights. 








SLEEVE PULLER—National Machine and 
Tool Co., Jackson, Mich., has announced a 
patented hydraulic puller that is said to 
enable one man to pull or replace a set 
of cylinder sleeves in 15 minutes. With the 
puller, the company said that the operator 
works entirely from the top of the block 
and can exert a smooth, even pressure 
without heavy labor. 

(Continued on Page 33, Col. 1) 
































New Products 








(Continued from Page 32) 


ERIE KARGARDS — Erie Manufacturing 
division of Pressed Steel Car Co., Inc., 
Chicago, has announced that Dodge deal- 
ers need only stock one Kargard model 
for both ‘51 and ‘52 cars. The company 
said that chrome plating continues to be 


equal to or better than the new-car 


specifications. 





TIRE WIRE—Sivon Mfg. Co., Painesville, 
O., has ed the develop t of 
“Smaco,” safety-grip tire wire. According 
to the company, the tire wires can be 
bought to fit all size tires, and no special 
molds or equipment is needed for applica- 
tion. The company claims that the product 
will provide a 108 percent increase in 
traction, and 30 percent more tread life. 








POINT-OF-SALE SELLING — Automotive 
Sales Aids, 20936 Grand River, Detroit 19, 
has developed a method of handling serv- 
ice customers so that greeter instantly 
knows name of incoming customer and has 
a record of past calls to refer to. Program 
also includes regular maintenance calls 
from owner. Plan has proven that it will 
increase items per repair order materially, 
reduce number of “one item" R.O.'s, in- 
crease gross service revenue and depart- 
ment gross profit, the firm states. Shown is 
record file table holding customer service 
records in a convenient easily accessible 








spot near the service entrance. 


STAND-UP MODEL — Market Forge Co., 
Everett, Mass., has introduced this stand- 
up model Load-Mobile Tractor which is 
said to cut down on material handling 
costs. The company said that the machine 
uses the same pedal for the forward and 
reverse operations, and can haul up to 
10,000 pounds at approximately three 
miles per hour. 





DOUBLE-FACED SIGNAL—R. E. Dietz 
Co., Syracuse, N. Y., has introduced a new 
series of Class A directional turn signals 
for the heavy-duty field. According to the 
maker, the lights are equipped with Dietz 
plastic lenses. The del ilabl 





ore a 
in single face, double face or flush mount- 
ing assemblies, the company said. 
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RAYFLEX LINE—Rayflex Fabrics, Inc., 20 
W. 37th St., New York 18, has announced 
it has developed an improved stretchable 
said to eliminate the 
in seat covers. It is claimed that 


fabric “elastic 
look" 
manufacturers using the new fabric can 
universal covers that 
look."" The fabric is 
of 


produce have a 


“custom made of 


specially woven fabric finer than 


ordinary construction and has a smooth, 
pliant finish, the company states. It is 
green and 


available in blue, 


grey. 


maroon, 
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INDUSTRIAL SANDER— Compact and 
light (only seven and one-half pounds), 
yet with ample power and capacity for 
continuous the Millers 
Falls No. 870 seven-inch standard indus- 
trial sander is designed for fast sanding, 
wire brushing, grinding and polishing on 
metal, wood, tile, plastic, glass, concrete 
and other surfaces, according to Millers 
Falls Co., Greenfield, Mass. In addition to 
use with and 
brushes, 
inated phenolic grinding wheels and discs. 
Designed for auto body and paint shops, 
its versatility and ease of operation make 
it a time and money saver on a wide 
variety of work, the firm adds. 
(Continued on Page 34, Col, 2) 


production use, 


standard wheels, discs 


it performs with the new lam- 





‘ORCHIDS 


Hoods and other 

sheet metal ‘parts 
protected by Cad- 
wrap with Cadclips 
are welcomed by the 
truck and freight peo- 
ple. 
parts 
better 


They know such 


handle easier, nest 


and cut down 


damaged-in-transit claims. 


YOU MUST KNOW Cadwrap 


You may not have known 
its name until now, but 
most dealers now receive 
sheet metal parts from 
their factories wrapped in 
Cadwrap - Firs: devel- 
oped to protect fenders, 
it is now used on all such 
items as doors, decks, 
hoods, fenders, etc. 


WHAT ARE Cadclips? 


A patented metal device 
which slips over the dou- 
bled edge of Cadwrap 
and is easily clipped in 
place. They eliminate the 
unhandy wire or cords 
formerly used, making 
the parts easy to handle 
and, perhaps, most im- 
portant, cut down storage 
space because they nest 
so well. 


~ to the factory men........ 


To HELP {OUR prorits 



















Patent pending 





THEY SPECIFY 


SW Ga, 
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The men at your factory are always on the lookout for ways to help their dealers 
show better profits, especially in your service and repair departments. That is 
why most manufacturers of cars and trucks now ship sheet metal parts wrapped in 
Cadwrap . And your own experience will prove that doors, fenders, decks, 
hoods, etc., shipped in this unique, patented, cushion-type protection arrive 
minus the dings, dents and scratches that formerly took so much in time 
and money fo fix up. 
Perhaps today, you may see one of your mechanics unwrapping a 

fender, or hood or deck that has arrived in good condition because 

of Cadwrap . As he removes that heavy, tough, creped paper 

with the excelsior cushioning and finds none of the damage usually 
anticipated in former times, why no’ 





“pin an orchid” on the 


factory men who find so many ways of helping you—their 
dealer—cut costs and make money. 


WHAT IS Cadwrap? It is a patented wrapping consisting of tough, extra-heavy, creped 
paper laminated to excelsior cushioning pads. Because it conforms 


to the shape of the part, it is easily handled and fastened in place. 





Cadwrap ano Cadclips art MANUFACTURED BY CADILLAC PRODUCTS, INC. 





2300 GAINSBORO AVENUE 


FERNDALE 20, MICH. 
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there iso HERMAN BODY 


designed for your Customers’ Specific Needs! 





HERMAN REFRIGERATED RETAIL MILK DELIVERY BODIES 


© COLDAIRE 


Maintains a product temperature of 40 


No engineering to do with the customer. 


© HIGHTLOADER 


Maintains 


MORROW. Available as 
customer. WRITE, 


a package. 


HERMAN BODY COMPANY 


Drive-On-The-Road Refrigeration 
. SELF REFRIGERATED. 


Available as 


a continuous product temperature 
Especially designed for dairies who want to LOAD TODAY FOR 
No engineering to do with the 


WIRE, OR PHONE COLLECT 


a package. 


Plug-In Refrigeration for 
OVERNIGHT LOADING. 


of 40° a day. 
TO- 


24 hours 





ST. LOUIS 10, MO. 








Section. 


The back pages 
Others are 


of every issue of AUTOMOTIVE NEWS contain the WANT AD 
profiting from AUTOMOTIVE NEWS WANT ADS? Are you? 








New Products 











EMERGENCY FUELER — Gas-O-Lator 


is 
also an engine trouble shooter, states 
Viking Tool & Machine, Bellville 9, N. J. 
Installed in a minute on a carburetor, it 
will indicate the cause of the disturbance 
if the engine does not start due to trouble 
in the ignition system, or some mechanical 
part other than the fuel system, Viking 
points out. It fits on the air-intake, by- 
passes gas tank, fuel pump and all lines. 
Injects the proper fuel-air mixture right 
into the engine to overcome carburetor 
ills, Viking adds. 





(Continued from Page 33) 


FLOOR CLEANER — West 


Disinfecting 
Co., long Island City, N. Y., has an- 
nounced the production of Pine Lustre- 
clean, said to be a liquid formula which 
cleans, deodorizes and lightly waxes all 
in one operation. The company said that 
the material may be used on wood, com- 
position tile, asphalt tile, mastic, linoleum, 
cork, terrazzo or painted or varnished 
walls. 
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makes if easier 


for you 


--- fo increase parts and labor sales 
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From twelfth place to first place in sales and service 
among sixty-one dealers in his region! That's the 


installed a SUN 


report of a car dealer who recently 


Scientific Diagnosis 


Department. This dealer showed 58% 
increase in parts and labor sales. Similar reports 
are received daily from car dealers and independent 
repair Shop owners all over the nation. 


One out of every three cars coming into your shop 


needs work which can best be 
Diagnosis. This is the proven 
and labor sales. 


detected by Scientific 
way to increase parts 


Tell us the number of cars you service per month. 
We'll tell you how shops your size are increasing 
their business with SUN Diagnosis Equipment. Write 
TODAY—there is no obligation. 


ECTRIC CORPORATION 


6327 AVONDALE AVENUE 
CHICAGO 31, ILLINOIS 





PAINT AND DRY—American Brake Shoe 
Co., 230 Park Ave., New York 17, has an 
nounced a process where an auto can be 
painted and dried in the same booth in a 
completely dust-free operation. A_nine- 
foot extension housing, separated from the 
painting compartment of the booth by 
folding doors, houses an Auto-Bake infro- 
red oven while the car is being sprayed. 
After the painting is done, and the fumes 
removed, the operator moves the Auto- 
Bake out of the extension. 

. = @ 








DYNA-LU HANDLE — Jim Blevins Buick, 
Carrollton, Mo., sole distributor in the 
U. S., points out that Buick Dyna-Lu 
handle takes the place of the small handle 
on the Dynaflow selector rod. 

se 6 





DEALER SIGN—This sign with California 
redwood letters is made by Blenke Mfg., 
Knox, Ind. Letters are mounted on a four- 
by-four-inch or five-by-seven-inch 22-gauge 
metal base panel. 

a 


PROTECTO ROD—It's designed for scale 
and rust elimination in radiators. Acti- 


vated by hot water, in the motor a gal- 
vanic electric field is set up, which renders 
inert the scale forming salts, preventing 
the bonding of scale to the radiator and 
motor block, according to McRay Products, 
4907 Melrose, Los Angeles 29. 

as 2 «és 





PROTECTS CABS—Whitehill-Eaves, 6007 
Euclid Ave., Cleveland offers this cab mud 
guard made of reinforced flexible rubber. 
The manufacturer states that the guard is 
flexible to give under deflection of the 
trailer on curves or over uneven roads. 





SRS 


POWER TAKE-OFF—Morris A. Elliott Co., 
3544 Old York Rd., Baltimore 13, has an- 
nounced a lower priced power take-off 
that attaches to the front of a Jeep and 
delivers up to 30 horsepower at a belt 
speed of 3,100 feet per minute. The com- 
pany adds that it can be attached by one 
person and requires no special mechanical 
knowledge or tools. 
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Auto Personnel 








S. Ernest Kulp, a director of the 
Masland Duraleather Co., was elect- 
ed president of the Plastic Coat- 
ings and Film Assn. at the associa- 
tion’s annual meeting. He succeeds 
J. W. F. Young, secretary of the 
Federal Leather Co. 


* * od 


Burnett Joins Detroit Steel 

David S. Burnett has joined De- 
troit Steel Products Co. as assis- 
tant sales manager of the com- 
pany’s spring division, it is an- 
nounced by H. D. Palmer, presi- 
dent. 

_ * « 


Walker, Wiewel Named 


To NPA Executive Posts 

Wesley S. Walker, of Linde Air 
Products Co., New York, has been 
named director of NPA’s General 
Industrial Equipment division, NPA 
has announced. 

NPA also announced the appoint- 
ment of Walter H. Wiewel, vice- 
president of Crucible Steel Co., 
Pittsburgh, as assistant adminis- 
trator in charge of NPA’s Metals 
and Minerals bureau. 

* * * 


Cleveland Bronze Ups 
Four on Sales Staff 


Promotions of four men in Cleve- 
land Graphite Bronze Co.’s sales 
division are announced by L. W. 
Christenson, sales vice-president. 

Charles A. Williams, who has 
been assistant to Christenson, be- 
comes sales manager of the origi- 
nal equipment division. Williams 





C. A. Williams W. D. Cowgill 
has been with the company’s sales 
division since 1942. 

Robert E. Mooney, who has been 
district sales manager at the De- 
troit office since 1948, returns to 
Cleveland to be district sales man- 
ager for the Ohio territory. He is 
succeeded as Detroit sales manager 
by Wilmer D. Cowgill, who has 
been Detroit sales representative 
since 1939. 

Both Mooney and Cowgill are vet- 
erans with the company, Mooney 
having 30 years of service and 
Cowgill, 20. 

Starr W. Pern, a member of the 
engineering division field service 
staff, moves to Detroit to become 
sales representative there. He joined 
the company in 1941. 

+ + * 


Universal CIT Names 


Smith to Head Division 

Universal C.LT. Credit Corp. has 
announced appointment of Charles 
A. Smith as assistant vice-presi- 
dent, and as head of the company’s 
newly opened division office at 1310 
Lady St., Columbia, S. C. 

With his staff, Smith will super- 
vise the company operations 


through its branch offices at 
Charleston, Columbia, Florence, 
Orangeburg and _ Spartansburg, 
S. C. 


* * * 
Willard Battery Appoints 


Negus Merchandising Head 


Appointment of Howard C. Negus 
as merchandising manager of Wil- 
lard a Battery Co. has been 

, announced by F. 
R. Somers, vice- 
president of sales. 

Formerly Cleve- 
land district sales 
manager, Negus 
will be responsi- 
ble for Willard’s 
advertising, sales 
promotion and 
sales planning 
: programs. 

Negus joined 
Howard ©. Negus Willard in Port- 
land and was appointed branch 
store manager there in 1926. He 
returned to Cleveland in 1930 and 
served as sales promotion man- 
ager, assistant sales manager, ad- 
vertising manager and special fac- 
tory representative prior to his 











appointment as Cleveland district 
sales manager in 1944. 


oe + * 
Bostrom Promotes Simons 
To Chief Engineer 

Bostrom Mfg. Co., Milwaukee, 
has announced 
the appointment 
of Allison K. Sim- 
ons as chief engi- 
neer. 

Simons came to 
Bostrom after 
serving six years 
with Bell Aircraft 
Corp., Buffalo. 
He is a member 
of the Society of 
Automotive Engi- 

A. K. Simons neers and a grad- 
uate of the University of Buffalo. 


Budd Names Ehresman 
To Head Purchasing 


William A. Ehresman, an em- 
ploye of Budd Co. for 28 years, 
has been named the company’s 
director of purchases, according 








New Building for Roy Stauffer— 


Roy Stauffer, Inc. (Chevrolet), West Pittston, Pa., has erected this new building and 
showroom following damage in a mine cave-in a year ago. The showroom is large 


enough to display both new and used cars. 





to Edward G. Budd jr., president. 

Ehresman succeeds Francis S. 
White, who retired Dec. 31 and 
who had headed Budd’s purchas- 
ing for 18 years. Ehresman joined 
Budd in 1923. 


* * * 


Wright Succeeds Richmond 

Hugh L. Wright, formerly per- 
sonnel manager of Pabco’s Raritan 
(N. J.) plant, has been named to 
succeed Paul Richmond in a simi- 
lar post at National Bearing Co., 
Inc., Redwood City. 

* * * 

Bendix Promotes Sutton 


To Eclipse Division 


Appointment of Robert W. Sut- 
ton as assistant chief engineer of 





the automotive carburetor engi- 
neering department of the Eclipse 
Machine division of Bendix Avia- 
tion Corp., is announced by R. C. 
Allan, Eclipse sales director. 

Sutton, who joined Bendix in 
1935, formerly was test engineer 
on light aircraft carburetor de- 
velopment at the Bendix Prod- 
ucts division, South Bend. He 
holds a commercial pilot’s license 
and is a member of the Society 
of Automotive Engineers. 

* * aa 


Hasenpflug Named Officer 


At Artisan Meal Works 


Arthur W. Hasenpflug, formerly 
works manager, and for the last 
year general manager of Artisan 
Metal Works Co., Cleveland, has 





been appointed vice-president, ac- 
cording to W. A. C. Miller ITI, Ar- 
tisan president. 

Hasenpflug’s experience includes 
14 years as production manager of 
Osborn Mfg. Co. and 3% years as 
works manager of the Davies Can 
division of the Van Dorn Iron 
Works in Cleveland. 


Ingersoll O ficials "Named 


For Defense Positions 


Robert S. Ingersoll, president, 
Ingersoll Products division, Borg- 
Warner Corp., has announced 
changes in responsibilities at the 
company’s Chicago works. 

James H. Ingersoll, vice-presi- 
dent, is now in charge of all 
contract and defense sales. Re- 
porting to him will be A. J, Rob- 
ertson, new manager of defense 
sales, and L. R. Miller, new man- 
ager of contract. sales. 


Adienins in NPA Post 


Bearings Co. of America, Lan- 
caster, Pa., has granted a leave of 
absence to Charles D. Addams, 
vice-president of production, who 
has been appointed chief of the 
bearings division of NPA. Addams 
will have charge of allocation of 
scarce materials used in the manu- 
facture of anti-friction bearings. 





the answer to 


of your engine bearing 


For complete engine bearing service, the 
Federal-Mogul package is your guide 
to quality, accuracy and dependability! 





FEDERAL-MOGUL SERVICE 


(Division of Federal-Mogul Corporation) 


DETROIT 13, MICHIGAN 


yr wy VR 





Engine Bearings (Main, 
Connecting Rod and Cam- 
shaft) @ Bushings @ Con- 
necting Rod Service— 
Reconditioned Connecting 
Rods, Rebabbitted Con- 
necting Rods ¢ Connecting 
Rod Bolts and Nuts ¢ 
V-Seam Piston Pin Bushings 
@ Shims and Shim Stock. 


ecm 


wend [ 
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Engineering-Research 
Expanding Facilities 
DETROIT.—Increased demand for 
engineering services is foreseen by | 
Engineering-Research & Mfg. Co., 
Park Avenue Building, which is ex- 
panding its facilities and doubling | cy 


manpower. 


Peninsular 


Distributing Co., 


|; neer,; 


Granvil E. 
ayton 
| Plymouth), 


manager, and 
sales manager. 


| sion of Dale C. 


Bates, 
Motors, Inc. 
University City, 
The firm is now a division of | has sold the property at 7608 For- 
the|sythe Blvd. and bought a 
entire stock having been purchased | building in the same area at a re- 
by Clyde A. Buck, Ray M. Whyte, | ported price of $122,728. The build- 
Chevrolet dealer, and J. H. Ryall. | ing, 
Management of the 


Smith, chief engi-| 
Robert J. Fannon, 
William A. Gant, 


Moves to Bigger Unit 
president of 
(Chrysler- 


a two-story Colonial 
engineering | fronts 100 feet on Forsythe with a 


firm continues under the supervi-|depth of 150 feet. 





THE EXTRA-COMFORT SEAT CUSHIONING 
IN THE NATION'S LEADING CARS 


GEORGE P. HOOPER 


ALE 7i4 f HER 


DETR 








| Dealer 








Doings 





| 


| Ownership of Capitol Motors 
| (Cadillac - Oldsmobile), at 130 S. 
Cameron St., Harrisburg, Pa., has 
been transferred from J. H. 


Lemons, retiring, to C. A. Blake, | 


former assistant sales manager of 
the central region of Oldsmobile. 


Blake Cadillac-Oldsmobile Co. 


x * * 


Dallas Nash Opens 
Dallas Nash, Inc., Dallas, for- 
mally opened at 2200 Ross St. The 
building contains 35,000 square 
| feet of floor space. J. H. Lowe is 
| president. 
| + + * 
Bondurant Gets Post 
Clarence Bondurant, Martinsville 





(Va.) dealer, has been elected 
president of the Exchange club of 
Martinsville. 

+ * * 


L-M Show Chairman 

| M. Jd. McCarthy, president of M. 
J. McCarthy Motor Sales, Inc., 6515 
S. Western Ave., Chicago, has been 
named chairman of the Lincoln- 





The dealership will be operated as | 


Mercury exhibit for the Chicago 
auto show. The appointment was 


made by the Lincoln-Mercury deal- | 


ers of Chicago. 
* ¢ @ 


Mixed Success 


Burglars made an unsuccessful 
|attempt to rob the safe of Jones 
|Chevrolet Co., Hazlehurst, Miss., 
but a “large sum of money” was 
|taken from the safe of Smith 
| Motor Co. there. 


* * * 


Grossman Elected 


The Twin City Chevrolet Dealers 
Assn. has named Harold Grossman, 
of Minneapolis, as president, suc- 
ceeding John Finch, of St. Paul. 
Bill Olson, of St. Paul, has been 
appointed chairman of the adver- 
tising committee. 

* * * 


Kohler Chevrolet Deal 
Sold to Okla. City Man 


After almost 25 years as a Chev- 
rolet dealer in Bristow, Okla., J. L. 
Kohler revealed he has sold his 











PROFIT WITH APPEARANCE SERVICES 


Car owners take great pride in the appearance of their auto- 
mobiles. Many progressive shops capitalize on this by fea- 
turing a planned “appearance service” program for car 
owners. DeVilbiss products—Spray Equipment, Air Compres- 
sors, Exhaust Systems and Hose—play a vital role in these 
programs, turning out profitable, factory-quality paint jobs. 











How to please three people 
with one paint job 


Here’s what happens when a 
vehicle (like the truck above) 
receives a factory-quality paint job 
in a DeVilbiss Paint Shop: 


1. The customer is pleased. His 
vehicle looks like new, makes 
a better impression on the 
public, has increased in value. 


2. The shop owner is happy. It’s 
another profitable paint job, 
another satisfied customer. 
He finds that his DeVilbiss 





Hose and Connections 


Air Compressors 









equipment refinishes vehicles 
better, faster, at lower cost. 


3. The paint shop operator is 
satisfied. He likes working in 
a DeVilbiss Paint Booth. 
There’s plenty of room, good 
lighting (because of scien- 
tifically planned illumination) 
and clean, fresh air (thanks 
to the efficient DeVilbiss Ex- 
haust System). He also takes 
pride in the professional re- 
finishes he turns out. 


Spray Guns Spray Booths 


You'll profit many ways with a 
DeVilbiss Paint Shop in your busi- 
ness. Your nearest DeVilbiss jobber 
or Branch Office will gladly give 
you full details on the wide range of 
DeVilbiss Spray Equipment, Air 
Compressors, Exhaust Systems and 
Hose. Just call or write. 


THE DEVILBISS COMPANY, Toledo, Ohio 


Windsor, Ontario @ London, England 
Santa Clara, Calif. 
Branch Offices in Principal Cities 





FOR BETTER SERVICE, BUY 
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“What kind of service did you 
expect for 21.9 cents a gallon?” 
business to J. J. McKelvey, of Okla- 
homa City. 

McKelvey said he would operate 
the firm as McKelvey Chevrolet 
Co. Kohler, whose firm sold 9,772 
new and used cars during its near- 
ly 25 years, said he would take a 
“lot of vacation” before making up 
his mind on future activities. 

+ * * 


$50,000 Fire Hits Firm 
Sparks from a welding torch were 
the cause of a fire which destroyed 
the Brown Motor Co., Springfield, 
Ore. Estimated loss was $50,000, 
according to Floyd Brown, owner. 
* +. * 


Uncle Sam’s Largesse 


“Only the American dollar is 
holding up European economy,” re- 
marked Glen Thomas, Long Beach 
(Calif.) Dodge dealer, after return- 
ing with his wife from a visit in 
Europe. 

= . * 


Ames Observes 30th Year 


In Cortland, N. Y. 


Robert J. Ames, president of 
Ames Chevrolet, Inc., 151 Main St., 
Cortland, N. Y., recently observed 
his 30th anniversary as an automo- 
bile dealer. 

Starting in 1921 with Ford, Ames 
handled Star, Durant and Stude- 
baker before becoming a Chevrolet 
dealer in 1934. His wife is vice- 
president and office manager of 
the firm, while his son, Robert J. 
jr., is assistant to General Manager 
Vern Darling. Martha McCarthy is 
secretary-treasurer. 

= & a 


Sutton Awards Bonuses 
Fifty employes of Sutton Motor 
Co., Beaumont, Tex., were pre- 
sented with merit awards and given 
Christmas bonuses totaling $10,000 
at a Christmas party. 
. om 


Six Boston Area Dealers, 


Aides Give to Blood Bank 


Six Chevrolet dealers of greater 
Boston and their employes have 
donated more than 50 pints of 
blood at the Red Cross blood 
center. 

Among the dealers participat- 
ing with their employes were: 
Edwin I. Ofgant, Roxbury and 
Cambridge dealerships; William 
J. Kane, Dorchester; C. B. Clay, 
West Roxbury; K. B. Coe, Ever- 
ett, and Harold J. Moye, Newton. 

2 = 7 


Born Gets Hudson Deal 


Clarence Born, Sheboygan, Wis., 
has bought the former Gonca- 
Sterns Motors (Hudson), Milwau- 
kee, for a reported price of $200,000. 
The new dealership will be known 
as Born’s Motor Sales, Inc. 

a * Se 


Holt Heads Chamber 
L F. Holt, Pulaski (Va.) auto- 
mobile dealer, has been elected 
president of the Pulaski cham- 


ber of commerce. 
* = . 


Heads Dealer Group 
Charles W. Appich, president of 
Emrick Chevrolet Sales Corp., 
Richmond, Va., has been named 
vice-president of the Virginia 
Chevrolet Dealers Assn. for 1952. 
+ a7 . 


Kansas K-F Deal Sold 
Pankratz & Sharp Implement 
Co. (Kaiser-Frazer-GMC), Hering- 
ton, Kans., has been sold to Roy 
Lockard and Clyde Meyers. 
. . 


Safecrackers Play Safe 

Burglars smashed open a safe 
at Joe C. Goering Chevrolet Co. 
in Moundridge, Kans., took more 
than $350 but ignored about $5,000 
in government bonds which were 
in the safe. 

+ * 


a 
Newell Named by Willys 
Joe Newell, old-time automobile 
dealer in southern California, has 
been appointed Willys Dealer in 
Hollywood. 
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Auto Market Page 


92; Willys, 60, and miscellaneous, | week ended Jan. 5, against 250 in 
eee 2. |the previous week and 353 in the 





December sales in San Antonio| same 1951 interval. 


consisted of 736 new cars, 78 com- = «© 
mercial vehicles and 85 trucks. 
ouis Sales So witha Miami 


Miami dealers report they are 


By Sam X. Hurst tions with sales of 2,198 cars, 388!Lincoln, 47; Willys, 42; Austin, 5; | Akron Oden eekece akanae’ ae 

Staff Correspondent | commercial and 256 trucks. Crosley, 4; Hillman, 3; Talbot, 3,| The market for new cars picked | dealers have been coducia * hele 

The clean-up of 1951 models in| Following Chevrolet and Ford in 4nd miscellaneous, 20. ee Se a ae oe stocks of tradeins and the a. pre 
|new-car sales for the year were: Combined new-truck and com- | (Akron) in the week ended Jan. 5| 


St. Louis is on in earnest. With the} 
exception of one or two lines, buy- | 
ers are able to write their own 
ticket. Fortunately, stocks are not 
heavy, except in a few cases, and 
it is the hope of dealers that the 
trend will reverse itself when all 
the 1952 models make their appear- 
ances. 

The conditions prevailing in the 
market are unusual in that stocks 
are low. This situation generally 
indicates a seller’s market, how- 
ever, dealers almost without ex- 
ception report small sales, long 
trades and discounts that have 
reduced profits to a minimum 
and many dealers said they are 
operating in the red. 

Various reasons are advanced for 
the unusual condition but the most 
accepted is a combination of sev- 
eral things, notably advance buying 
last year and the promise of new 

models in all lines before many 
weeks pass. 

A few dealers have closed their 
doors for various reasons but unless 
there is a decided change in the 
near future there will be a more 
liberal use of red ink and, dealers 
believe, there will be many more 
dealers passing from the picture. 

There is widespread complaint in 
the trade here over the multiplicity 





of government regulations covering 
practically every phase of the deal- 
ers’ operations. The principal tar- 
gets of dealer criticism are Regula- | 
tion W and price ceilings on new | 
and used cars. | 
At this time there is little need | 

| 


for ceilings, most dealers con- 
tend. Most of these regulations 
require records and detailed pro- 
cedure that is useless so far as 
the buyer is concerned and, from | 
the dealers’ standpoint, are the | 
source of much confusion and 
useless expense, 

One dealer interviewed com- 
plained bitterly over regulations 
that make it impossible for him to 
make changes in the method of 
compensation to his sales personnel 
without government approval. Ap- 
plication for approval cannot be 
made because the forms are not 
available and the Board presumed 
to pass upon such applications is 
not yet in existence. 

+ * * 


Pittsburgh 

Business in the Pittsburgh dis-| 
trict in the week ended Jan. 5 de-| 
clined from the near-record level 
of the final week of 1951, the Uni- 
versity of Pittsburgh reports. 

The decline resulted chiefly from 
a drop in industrial production, the 
school said, adding that its index 
of business activity for the week | 
was 196.6, against 209.5 in the pre-| 
vious week and 212.9 in the like | 
1951 period. - 





Birmingham, Ala. 

Sales of new cars in Birmingham, 
Ala., in December showed a slight 
increase over November winding up 
19 units better. 

Sales by makes in December 
were: Allstate, 1; Buick, 59; Cadil- 
lac, 15; Chevrolet, 203; Chrysler, 26; 
Croslev, 2; DeSoto, 10; Dodge, 40; 
Ford, 175; Henry J, 21; Hudson, 10; 
Kaiser, 10; Lincoln, 1; Mercury, 40; 
Nash, 16; Oldsmobile, 49; Packard, 
14; Plymouth, 71; Pontiac, 48; 
Studebaker, 20; Willys, 9, and mis- 
cellaneous, 7. 

Total for December was 847 units 
against 828 for November.—(Stuart 
Riddle.) 


* * * 


San Antonio 

Winding up on a low note in 
December when only 899 new ve- | 
hicles were titled, new motor ve- 
hicle sales in Bexar county (San 
Antonio) totaled 14,493 units for | 
1951. 

The total, composed of 11,838 
cars, 1,462 commercial vehicles | 
and 1,193 trucks, trailed the rec- | 
ord 1950 figure of 18,328, but was | 
above the 1949 total of 12,877. 
Chevrolet finished first in all | 
categories in the county last year | 
with pace-setting totals of 2,684 
cars, 620 commercial vehicles and 
3826 trucks. 

Ford was second in all classifica- 





| Plymouth, 1,082; Buick, 920; Pon-| mercial vehicle sales in 1951 were: | When 208 units were titled, against | lots are finding business consider- 
tiac, 730; Dodge, 702; Mercury, 677; Chevrolet, 945; Diamond T, 12; |178 in the previous week and 221| ably improved. 

Oldsmobile, 605; Studebaker, 437;| Diveo, 3; Dodge, 296; Ford, 644; |in the comparable 1951 week. | The new-car market has been 
Chrysler, 371; Cadillac, 349; DeSoto,|) GMC, 215; International, 263; | The used-car market exhibited | spotty. It was definitely off during 
233; Nash, 233; Hudson, 202; Pack-| Mack, 42; Plymouth, 1; Pontiac, |a more pronounced revival with | the first two weeks of December. 
ard, 189; Kaiser, 57; _Henry J, 51;| 3; Reo, 17; Studebaker, 60; White, | 375 transactions recorded in the! —(George S., Connell.) 





WASHMOBILE 





OSCAR SALENGER, 
President 

U. S. Washmobile 

Corporation 


















“Thanks to more than 2000 members 
of the N.A.D.A. who have bought our 
equipment, 1951 goes into the record 
as Washmobile’s biggest sales year!” 


Lace fa bnge— 


WASHMOBILE salutes the Auto- 
mobile Dealers of America on the 
occasion of the 1952 annual con- 
vention of the N.A.D.A. 


And we thank the many pro- 
gressive dealers of the N.A.D.A. 
who have discovered the merits of 
WASHMOBILE and installed it 
as an indispensable part of their 
shop equipment. 





Pape } 


a 
fail to visit our exhibit at the con- os 
vention and learn what WASH- : 


MOBILE can do for you. ~ 
Find out how to turn your wash MODEL S1A—Especially designed for trucks and busses 









ae 





If you are not one of these, don’t 






bay losses into wash bay profits 


the WASHMOBILE way. Also built to your specifications. 























Washmobile Corp. of N. J. Washmobile Corp. of Chicag Washmobile Div. of Ace Dist., Inc. Federal Washmobile Corp. Washmobile Div. of Acme Equip., Ine. 
276 Halsey St. 2350 West 58th St. 1030 Tenny Ave. = Lafayette St. Central Trust Building 
Newark 2, N. J. Chicago 36, Ill. Dearborn, Mich. New York 12, N. Y. Altoona, Pa. 

Washmobile Udall Co. iy States Washmobile Co. Schoeller Sales Co. Western Washmobile Co. Washmobile Co. of Eastern Texas 
2161 Shattuck Ave. 00 South {2th St. 1163 Edmund Ave. 280! Van Buren St. 3916 Fannin Street 
Berkeley 4, Calif. - Mh = i. St. Paul 4, Minn. Amarillo, Texas Houston |, Texas 

Washmobile of Colorado Kentucky Washmobile Co. Siggins Company Ken Garff Company Merkle Sales Co., Manufacturer's Rep. 
P. 0. Box 1383 1817 S. Third St. 704 Broadway State at Fifth St. 4969 North Newhall St. 
Denver |, Colo. Louisville, Ky. Kansas City 6, Mo. Sait Lake City, Utah Milwaukee t!, Wis. 

Washmobile Corp. of Florida Washmobile Sates Corp. Comthere Washmobile Corp. : Washmobile Service Weshmebiie- Meteo © Ge. 
1034 N.W. 23rd St. 2300 Washington St. 2412 2nd Avenue, North . O. Box 894 1704 17th St. N. 
Miami 37, Florida Newton Lower Falls 62, Mass. Birmingham, Ala. Santa Barbara, Calif. Washington, D. Pd 
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Power Steering, Dual Exhaust Pipes Offered . . 





190-Horsepower Ca 


Ge gre tees salutes its golden an- 
4 niversary this week with pub- 
lic unveiling of 190-horsepower 
ears which offer power steering 
and an improved Hydra-Matic 
transmission. Dealer displays will 
get under way in most areas Jan. 
22 and 23. 

Addition of 30 horsepower to the 
Cadillac V-8 engine gives that Gen- 
eral Motors division the highest 
engine ratings in the U. S. The 
190-horsepower engine is supple- 
mented by a four-barrel carbure- 
tor, stronger brakes and improved 
riding qualities. 

Style-wise, the new Cadillac in- 
troduces dual exhaust pipes whose 
ends penetrate each corner of the 

rear bumper. New colors herald 
the division’s Golden Anniversary 
models, which are available in 
seven body types. 

In spite of the power increase of 
18% percent, greater Cadillac econ- 


omy is claimed by General Manager 
Don E. Ahrens. 
* * + 

NCREASE in horsepower has 
| been gained through design that 
permits a more effective use of the 
fuel-air mixture, Ahrens says. The 
single carburetor with four barrels 
|}provides more accurate fuel-air 
| mixture and almost doubles the in- 
take capacity. 

In average driving only two of 
|the four barrels are in use. When 
extra performance or acceleration 
are desired, four barrels supply the 
|engine. Greater energy output re- 
|sults from this system at all 
| speeds, it is stated. 

Further “opening up” of engine 
performance includes complete 





redesigning of the induction and 
exhaust system. Smoother, fuller 
passage of air and fuel into the 
cylinders is claimed, with direct 
free passage for the discharge 
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Series 60 Special Four-Door Sedan— 





Fabrics of this 1952 Cadillac offering are light cord with an alternate choice of 
light-tone, plain broadcloth. There are four two-tone color combinations, while lower 
seat facings and seat sides are in dark leather. 





lf you work with any of these °° 


PNEUMATIC TOOL CO. 
™ hye and Sells 
STANDS AND DOLLIES 


Now 


CLAYBORNE ENGINE 








THE MOST POPULAR STAND IN THE INDUSTRY: 
No. 200—A Universal Stand, end roll-over, 


ideal for all types of engines weighing up 
600 Ib. Rotates engine full 360°, locks 


four convenient positions to handle engines 


securely for every overhaul operation. 


THE CLEVELAND PNEUMATIC TOOL CO. 


Automotive Division 
3761 E. 77th Street 


Name 
Street nceaeus 
Zone 


Cleveland 5, Ohio 
Please send me a copy of the new AEROL catalog. 


State 





Cleveland Pneumatic Tool now 


particular work. 


than “homemade” equipment. 


AEROL products you need, how it 


Equipment. 


to 
in 


In addition to its popular AEROL LIFTS, 


the complete performance-proved line of 
Clayborne Engine Stands, Dollies and Lift 
Kits—one of which is exactly right for your 


In your own shop you'll prove an AEROL 
product is less expensive to own and operate 
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dillac Bows | 


of exhaust. Freeing of restric- 
tions has been accomplished by 
enlarging the intake manifold, 
exhaust valves, exhaust ports and 
exhaust manifold. 
| The new dual 


exhaust extends 


this free flow through the system | 


by providing separate paths for 
exhaust gases from the two cylin- 
|der banks. Each cylinder bank is 
exhausted separately through inde- 
| pendent pipes and mufflers. 

| * * + 


POWER-ASSISTED steering is 
| optional on 1952 Cadillacs. This 
| hydraulic system automatically aids 
{in minimizing steering effort and 
|is designed to “stand by” when not 
| needed. Difficulty of the steering 
| maneuver automatically determines 
the amount of power assist. 

Positive, smooth action is 
achieved by applying hydraulic 
pressure to the standard, ball bear- 
ing system, Cadillac explains. Oil 
pressure operates through a preci- 
sion valve and power piston. Oil 
is constantly supplied by a pump 
that operates while the engine is 
running. 

The turn of the steering wheel 
operates the valve which is held 
in “closed” or “center” position 
by springs. Compression of the 
springs — determined by the 
amount of turning effort applied 
to the steering wheel—regulates 
the hydraulic assist pressure. 
Power aid is in direct proportion 
to the steering effort. 

In normal highway operation, 
steering wheel turning effort is 
very low and the valve remains 
closed. Hydraulic pressure is auto- 
matically relieved in the instant 
that the steering wheel turning ef- 
fort is reduced. 

Cadillac power steering does not 








Engines 
Transmissions 
Differentials 
Crankcases 
Gas Tanks 
Drive Lines 
Axles 

Springs 


Universal Joints 


You'll 
want 
this 


You need easier, safer, speedier, and more 
profitable overhaul jobs—and you'll get 
them when you use AEROL equipment. 


produces 


The new 1952 catalog of AEROL automotive 
products is hot off the press. Send for your 
copy today. You'll find out which of these 


can help 


lick your shop costs, and why CPT is First 
in Automotive Handling and Positioning 
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Coupe De Ville— 


Imperial Sedan in Series 75— 


clock on the rear of the front seat. 


* * * 


alter the driver’s normal steering 
habits, it is said. While “parking” 
efforts is reduced the customary 
driving “road feel” is retained. 
Automatic recovery after turning is 
also retained. 

Both features are designed to pro- 
vide easier handling and safety. 
Should the power unit become in- 
operative for any reason, the car 
can be steered exactly the same as 
with standard manual steering, ac- 


addition to “normal” and 
“low,” places at the driver’s instant 
command the improved MHydra- 
Matic transmission’s automatic de- 
sign for any driving requirements, 
Cadillac says. 

On hilly, winding roads the three- 
gear ratio range allows a steady 
| pull in third—and offers accelera- 
tion when needed. For downgrade 
|driving the “performance range” 
| automatically holds third gear—al- 
| lowing a coasting speed on the av- 
|erage descent of approximately 25 
miles per hour without applying 
the brakes. 

Selection of normal range for 
average highway and city driv- 
ing conditions provides automatic 
four-gear ratio operation. A new 
low-speed downshift — effective 
most at 20 to 25 miles per hour 
—gives acceleration when it is 
desirable to move ahead of city 

| traffic or to pass safely on the 
highway where maneuvering dis- 
tance is restricted. 

Two axle ratio’s are available for 
| 1952, the new cruising gear working 
|off a 3.07 axle ratio. 

New ribbed-back brake drums 
are stronger, holding more accurate 
contour to assure even lining con- 
tact. Ribs allow more effective 
cooling, Cadillac states. 

Front wheel drums have been 
increased to 12-inch diameter. 
Greater brake life is claimed by a 





50 percent increase in wearing 
thickness of the linings. 
« * * 
NDEPENDENTLY mounted 


front springs that tend to ab- 
sorb road shock and splay-mounted 
rear springs, which cushion road 
|shock and also cushion the rear 
fever driving force, form a _ basic 
| Springing pattern. To this is added 
| the cushioning effect of redesigned 
| shock absorbers. 

The shock absorbers are built to 
| control all objectionable road inter- 
ference with the rear units mounted 
)at an angle to absorb side move- 
;}ment. Through a special valving, 
'shock absorbers provide for more 
{rigid control on rough roads and 
| still permit a lighter cushioned ef- 
fect for smooth pavements. 

1 rubber body mounting 
pads complete the insulation of 
the passenger from road disturb- 
ance. To achieve uniform distri- 
bution of the body load on the 
mountings, a tubular spacer is 
applied on each body mount to 











Hardtop and Limousine Shown 





Combinations of Swiss dot nylon cord and metallic leather enhance the interiors of 
this 1952 Cadillac model. Greater fuel economy is claimed by Cadillac as a result of 
an improved Hydra-Matic coupled with the new 190-horsepower V-8 engine. 





The most ornate of the 1952 Cadillacs, the above model offers cushioned armrests 
with package compartments, robe cord, an under-the-seat rear heater and an electric 


* 


give exact compression of the 
rubber at each contact point. 

Grille appearance of the 1952 
Cadillac is enhanced by a new 
winged emblem modifying’ the 
broad chrome area below the head- 
lamps. The new “V” emblem and 
crest on hood and rear deck is 
broader. Crest and “V” are avail- 
able in gold for the 50th anniver- 
sary model. 

A new range of green colors has 
been created for the new Cadillacs. 
Five two-tone combinations and 15 
solid tones in other hues are avail- 
able. 


= o . 
EVEN Cadillac body styles are: 
in Series 62—hardtop coupe, 


four-door sedan, convertible and 
Coupe De Ville; in Series 60 Sne- 
cial—four-door sedan, and in Se- 
ries 75—eight-passenger sedan and 
imperial sedan. 

J. M. Roche, general sales man- 
ager of the division, declared: 


“The 190-horsenowered Golden 
Anniversary Cadillac gives a ner- 
formance sensation now experi- 
enced for the first time in motor- 
ing—and marks the pinnacle of 
stvling perfection. 

“We are proud to present, in this 
fiftieth vear. these models which 
reflect Cadillac’s uncomvpromising 
adherence to highest quality levels 
since 1902. The Golden Anniversary 
cars set the most advanced stand- 
ards in nower, performance, appear- 
ance, riding comfort and economy.” 


Pissott Elected 
ASME President 


ATLANTIC CITY.—Reginald J. 
S. Piggott, director of the engineer- 
ing division of Gulf Research and 
Development Co., Pittsburgh, a 
subsidiary of Gulf Oil Corp., has 
been elected president of the Amer- 
ican Societv of Mechanical Engi- 
neers for 1952, it was announced at 
the society’s 72nd annual meeting 
here. 

Regional vice-presidents elected 
bv the group were: Willis F. 
Thompson, Westcott & Manes, Inc., 
New Haven. Conn.: Ernest H. Han- 
hart, Baltimore: Ernest S. Theiss, 
Davev Compressor Co., Kent. O., 
and Samuel H. Graf (reelection), 
Engineering Experimental station, 
Oregon State college, Corvallis, 
Ore. Elected directors-at-large were 
Albert C. Pasini, Detroit Edison 
Co., Detroit, and Paul B. Eaton, 
Lafayette college, Easton, Pa. 








Ingold Expands 


One of the largest expansions on 
Van Ness Avenue’s Auto Row in 
San Francisco is Ernest Ingold Co., 
Chevrolet dealer. Devoted to lubri- 
cation, wholesale parts and car 
storage, a new section has added 
33,000 square feet to the firm’s 
plant. 
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90 Features Claimed 
For *52 Aero Willys 


eo oe The first conventional- 
type passenger car to be built 
xy Willys-Overland Motors, Inc., 
since early in 1942 went on display 
Friday (Jan. 18) at dealers’ show- 
rooms. 

Designated the Aero Willys, the 
new car is powered, according 
to Ward M. Canaday, Willys 
president, “with one of the world’s 
most efficient automotive en- 
gines and has 90 features that 
add up to an entirely new concept 
of motoring convenience, com- 
fort and economy.” 

First models of the new Willys 
offering being shown are the Aero 
Wing and Aero Ace two-door se- 
dans. They will be followed as soon 
as possible, the company said, by a 
deluxe sedan, the Aero Lark. List 
prices start at $1,587.50. 

+ + * 


“TYLING of the Aero Ace is 
7 “hardtop-type” with a _ wrap- 
around rear window even wider 
than the car’s two-piece curved 
windshield. 

On a wheelbase of 108 inches 
with an overall length of 180% 
inches, the new Willys is 60 inches 
high. Its engine is a 90 horse- 
power “Hurricane 6,” which the 
company says is the only auto 
engine built in America with 
F-head design. 

According to Willys engineers, 
the new Hurricane 6 is at present 
“unmatched by any full-size pas- | 
senger car engine in America for 
power in relation to size. With a 
compression ratio of 7.6 to 1, it pro- 
duces .56 horsepower per cubic inch 
of displacement, surpassing even 





America’s most costly automobiles.” 

Its gasoline economy is unsur- 
passed by any other full-size car, 
according to Willys engineers. 
Their tests indicate that up to 35 


|miles to the gallon can be obtained 


with overdrive at 30 miles an hour, | 
using regular gasoline. 
* * * 

poy savings are proportionate 

at higher speeds, and it is pos- 
sible to go over 500 miles on one} 
filling of the car’s 18-gallon gas 
tank when traveling at constant 
speeds even up to 50 miles an hour, 
they emphasized. The car cruises 
at 75 miles an hour, they said, using 
only 65 percent of engine power. 

Sixty-one inches of seating width, 
both front and rear, gives the 
Aero Willys an interior dimension 
wider than most cars, even those 
in a considerably higher price 
bracket, the company said. Head- 
room of 35% inches in front and 
3444 inches in the rear, combined 
with 43% inches legroom in front 
and 37'; inches legroom in the rear | 
allows space for six adults. | 

Exterior width of the car is 72 
inches with a front tread of 58 
inches and a rear tread of 57 
inches. Minimum road clearance 
is 79/16 inches. Dry shipping 
weight of the Aero Ace is 2,585 
pounds and of the Aero Wing, 
2,570 pounds. 

The body and frame are welded 





|together. All chassis units, includ- 


ing front suspension, steering, rear | 


|suspension, power plant and fuel | 


tank are mounted to attaching | 
points provided in the body struc- | 
ture. 
Front coil springs and semi-| 

- | 


Rear-End and Cutaway Photos 





24 Cubic Feet of Trunk Space— 


This rear view of the 1952 Willys Aero Wing shows the amount of space for luggage 


in the trunk. The trunk lid is self-locking 


and hinges are on the outside. Note the 


gasoline filler cap to the right of the license plate frame. The new Willys is 60 inches 


high, 72 inches wide and has an overall 
wheelbase. 





Willys Shows Welded Body and 


By welding, instead of bolting, the bod 


length of 180% inches on a 108-inch 


Frame— 


y and frame into one rigid unit, Willys 


officials said the company's new models are stronger yet needless weight has been | 


eliminated. This aeronautical-type of design 


was o factor in the company's decision to | 


call the new models the Aero Willys, according to President Ward M. Canaday. | 
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Back Seat Comfort in New Aero— 


By positioning the back seat ahead of the rear axle, riding comfort has been assured 
in 1952 Willys models, the company claims. Hip room in both the front and rear seats 
is 61 inches. Head room in the rear seat is 34%, inches and leg room, 371%, inches. 


* * 


elliptic rear springs are _ rubber- 
mounted. Full displacement shock 
absorbers are airplane-type, direct 
acting with two-stage _ restricted- 
orifice valves. 

Brakes are hydraulic and have 
self-energizing features that utilize | 
the forward motion to increase 


Linings are 


position, 


A 
NAW AE AIST) 


OF DRIVING 
EASE 


... on hills 





It’s easier to drive any car when it’s equipped 
with an AUTOSTOP. You stop the car 
with the brake. touch with your thumb the 
Magic Switch on the gearshift lever, and 
your car slays where it is until you step 
on. the gas! 


A wonderfull 


The AUTOSTOP has four major part 
usually mounted on the fire wall, an 
car where you braked it to a stop, and 


braking power, the company said. 


.214 inches thick. 

All four fenders of the car are 
visible from the normal driving 
the company 
adding that the car’s sloping hood 
permits the driver to see the road 
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as close as 10 feet in front of 
| the bumper. 
| The gas tank filler cap is located 
j |at the rear of the car to the right 
}of the license plate bracket and is 
illuminated by the license light. 

* * * 


G REATER comfort is claimed as 
JF a result of positioning the rear 
seat ahead of the rear axle. The 
car’s 23-inch center of gravity is 
|said to give it greater stability on 
| curves, 

| Interior features include a pullout 
|glove drawer. Instruments are 
|grouped and recessed on the dash 


directly in front of the driver. 
Warning lights flash when oil pres- 
{sure drops or generator is not 


charging. 

The car is claimed to be “excep- 
tionally easy to park.” Turning ra- 
|dius is 19 feet, right and left, and 
steering ratio is 23.7 to 1. 

* + + 


\"AHE semi-floating rear axle has 
hypoid gears and a 4.1 ratio 
standard without overdrive. An op- 
tional ratio of 3.85 is available while 
the overdrive ratio is 4.5. 

Maximum horsepower is 90 at 
4,400 revolutions per minute with 
standard head. 


Kk 
two inches wide and 


Wondering how new-car and truck produc- 
tion and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every 
week throughout the year. 


claimed, 





...in traffic... at lights... in parking 


No more need for that tiny touch on the accelerator 
— or “slipping” the clutch — to keep the car from 
rolling back. No more. s-t-r-e-t-c-h-i-n-g out for 
minutes at a time to hold the car from rolling 
either backward or forward. Let the AUTOSTOP 
take the strain! 


y simple accessory 


s: a cylinder added to the brake system, a relay 


“on” switch on the gearshift lever that holds the 


an “off” switch on the throttle rod that automat- 


. ? ° oe ee * , gments eis pels” 
ically releases the brakes. It’s easy to install and it’s foolproof. Your customers will 
thank you for suggesting this new accessory at only $24.95 plus your installation time. 


FREE SALES HELPS! 


Send for your free kit of AUTOSTOP selling 


’ 

' 

' 

. ' 

helps. Here’s what you get: ; 
' 

opae . ' 

1. Brilliant banner for showrooms and _ ser- : 
V ice flo« Ww. 7 : 

2. 3-color illustrated folders for mailing or 2 
as counter give-away piece. : 

e . ' 

3. Mailing cards with a return card setting ' 
up a time to install an AUTOSTOP. ' 

4. AUTOSTOP newspaper advertisements. - 
1 

5. Price-discount sheet. ' 
ci . 1 

6. Installation instructions. t 
' 
‘ 
1 


WICO HAS MEANT DEPENDABLE 


TIE sto 


—_——__ 


WICO ELECTRIC COMPANY 


44 Phelon Avenue, West Springfield, Massachusetts 


Please send me your kit, including free advertising mate- 
rials on the AUTOSTOP., 


NAME 


(please print) 
OO EERE Coe nr eae Rees Se ar aa RE 
STREET 


Curry STATE 


AUTOMOTIVE ACCESSORIES SINCE 
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In the Hudson Lineup 





Big Rear Windows— 


Hudsons for 1952 feature “hardtop” styling in all models. Pictured is a Hudson 
Hornet powered by high compression, in-line, H-145 engine, claimed to be the most 
powerful six-cylinder auto engine in production. Included in the 1952 line of Hudson 
cars is a new model, the Hornet's lower-priced running mate, the Hudson Wasp; the 
Commodore and the Pacemaker. 





Harmonizing Dashboard— 


The curved contour instrument panel of the 1952 Hudsons carries through the color 
synthesis of interiors. Controls are grouped on a raised chrome panel directly in front 
of the steering wheel. Indirect lighting of panel gives maximum visibility. The radio 
speaker is located on top of the panel for better rear seat reception. 





Stratton, Boomer Upped ton Motors, Inc., East Cleveland, 
O. Alex Boomer was promoted to 


John A. Stratton has been named sales manager for the Mercury 
assistant general manager of Strat- | dealership. 
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All Models Feature ‘Hardtop’ Styling. . . 





Hudson Dealers Show ’52 Cars 


i UDSON dealers throughout the | 
country lifted the curtains last 
Friday on four new lines of Hud- 
son cars for 1952—-the Hornet, the 
Wasp, the Commodore and Pace- 
maker. 

To a great degree, all models in 
the four lines feature “hard-top” 


styling. The Wasp, a new line des- | &@ 


ignation for Hudson, is described 
by factory officials as “a lower- 
priced running mate” to the Hor- 
net, highest-priced Hudson offer- 
ing. 

Hudson officials said that Hud- 
son’s “stepdown” design permitted 
the incorporation of new stream- 
lining and beauty in the 1952 mod- 
els. 

Hudson has been authorized by 
OPS to increase its car prices by 
4.89 percent. However, a Hudson 
spokesman said last week that it 
had not been decided as yet wheth- 
er to put any or all of the permitted 


increase into effect on the new 
models. 
* . . 
UDSON’S efforts to give a 


“hard-top” treatment to the styl- 
ing of all its cars has resulted in 
an unusual treatment of bright 
trim around window areas and 
posts, with the roof line extending 
to and blending with a new “wrap- 
around” rear window. 

Below the cars’ belt line, longer, 
highly ‘polished rub rails extend 
from front to rear. New ornamen- 
tation and redesigned body trim 
further accentuate the low lines of 
the Hudson. 

Still heading the Hudson lineup 










PNEUMATIC 
AUTO-LIFT 


“It has more uses 





cory 1 yours 


. weet: 
Saerice wanes “ue 
BYew* ae 


BAY- “TS SAFE 


Bay-Lift offers a double safety factor. Load is supported 
by air-tight cylinder and made doubly safe at any height 
by automatic safety rachet lock device. 


“ employee moving a car around the shop accidentally 
drove into the Bay-Lift. 


“He hit the Bay-Lift with such force that both the car 
and the Bay-Lift slid sideways approximately five feet — 
if it wasn’t for this exceptional safety factor, no doubt 
1 would have been seriously injured or killed... no 
other piece of equipment . . . could have withstood the 
same impact —” 


Bay-Lift requires no “tricky” attachments. Conserves space. 


For Information Write Dept. — N 
BAY MANUFACTURING COMPANY 


BOX 578 —TORRANCE, 


VERSEAS DIVISION 145 W 45TH STREET Le ead 


Excels in Economy 


and Safety 


Bay-Lift is an air operated Lift that 
can be moved easily as a jack for 
use in or out-of-doors by simply 
attaching to air hose. 


BAY-LIFT SAVES 


Bay-Lift is low in cost. Saves Time and Labor. Guaranteed 
nba 024 £0 atte Sg to give years of trouble-free performance, yet pays for 
eat itself in a few months. 


than we thought possible from any 


one tool. We have succeeded in cutting down the time 
necessary for the majority of jobs twenty-five percent or 
more. Needless to say, this means additional profit to us.” 


By using a number of Bay-Lifts — which cost less than 
an ordinary stationary hoist, a number of jobs may be 
worked on simultaneously. 
















CALIFORNIA 


YORK 








Trunk Space Larger— 


1952 feature additional 
depth of trunk space and convenient loca- 
tion of spare tire in upright position for 
easier removal. The trunk is carpeted with 
a woven fabric mat. Special construction 


Hudsons for 


of the rear deck lid gives increased 
strength. Hinges are counter-balanced and 
the trunk lid is key-opening and self- 
locking. 

* 6 ¢ 


in 1952 is the Hornet, a credit- 
able performer in 1951 stock car 
racing. The Hornet is powered 
by the company’s H-145 engine, 
rated the most powerful six- 
cylinder engine built today. 

The in-line L-head Hornet en- 
gine has a compression ratio of 7.2 
to 1, with aluminum head as stand- 
ard equipment. The valve life of the 
engine is said to be prolonged by 
a water distribution system that 
directs cooled water around valve 
seats, combustion chambers and 
the full length of cylinder bores. 

~*~ 7 od 
T= WASP, presumably the suc- 
cessor to Hudson’s Super line 
of cars, is powered by an engine 
designated as the H-127. 

With a 119-inch wheelbase, 
the Wasp is described as highly 
maneuverable. Like other Hud- 
sons, it boasts the company’s 
“Monobilt” body and frame con- 
struction. 

Front ends of the 1952 Hudson 
have been designed to give the cars 
a more hug-to-the-road appearance. 
The radiator ornament has been 
moved forward further than it was 
on 1951 models. 

The illuminated Hudson emblem 
has been set down in a three- 
louvered grille. Likewise, the rear 
bumper has been moved downward, 
where it is attached directly to the 
body and frame. Taillights are also 

set lower and blended into a con- 
tinuous horizontal trim line. 
* * * 

HE 1952 Hudsons are said to 

feature additional trunk space. 
Spare tire is located in an upright 
position. 

Hudson joins the growing list of 
car makers to offer tinted glass in 
windshields as optional equipment. 

For the first time, Hudson has 
adopted the key-starting ignition 
system. The _ ignition system, 
itself, is of the high-voltage type. 
It is waterproofed, and neoprene 
covered spark plug cables are 
used. 

Hudson says that all four engines 
used in its different lines of cars 
use special “super-hard” chrome al- 
loy cylinder blocks. All lines of cars 
also feature a four-wheel hydraulic 
brake system, plus a mechanical 
reserve braking system. 

* ~ * 


}yUDson will offer Hydra-Matic 
drive on all its cars for 1952. 
Previously, Hydra-Matic was not 
available on the company’s Pace- 
maker models. 

The interiors of Hudson’s 1952 
cars are designed of three-dimen- 
sional pattern nylon cord uphol- 
stery. These are offered in a va- 
riety of colors. Interior trim is 
of “Dura-Fab,” a material which 
Hudson says will not peel or 
crack and is easily wiped clean 
with a damp cloth. 

All instruments and controls are 
located on a raised chrome panel 
directly in front of the steering 


wheel, illuminated by indirect light- 
ing. 

The radio speaker has been locat- 
ed on the top of the panel for bet- 
ter rear seat reception. Rear seats 
of sedans and six-passenger coupes 





are appointed with massive foldin; 
arm rests. 

All series of Hudson cars ars 
available in seven solid colors, four 
special colors and 15 two-tone com- 
binations, with the exception of 
Pacemakers. Pacemaker Hudsons 
are offered in five solid colors and 


| six optional colors. 


Long Distance 
Man in Alaska Buys Car 


From Dealer in S. C. 
LANCASTER, S. C.—One of the 


}most unusual transactions in local 


history was made here when H 
Hyatt, manager of the Craig Motor 
Co. (Chrysler), sold a 1951 Chrysler 


by telephone to a customer in 


Alaska. 

The sale was made when Hyatt 
received a long-distance phone cal! 
from Lonnie Hall, a former resi- 
dent here, who ordered a new auto- 
mobile and said a check for pay- 
ment would be forthcoming. 

The car was delivered to a rela- 
tive near here who will drive it to 
Pennsylvania, where Hall plans to 
visit in June. 





McCarty Buys Deal 


Ralph W. McCarty, assistant 
manager of A. Ray Barker Motor 
Co., 301 W. San Antonio St., El 
Paso, Tex., since 1946, has pur- 
chased the business, it was an- 
nounced. The dealership will be 
operated as McCarty Motors, Inc., 
jointly by McCarty, his wife, Fran- 
ces McCarty, and a brother, Ralph 
N. McCarty, of Omaha. 








Advertisement 


Multiple Sales 
Opportunities in 
Farm Market 


How many city families own a 
truck or a tractor? 


According to United States Gov- 
ernment information, half of the 
“big city” families in America don’t 
even own a car. 


Well, how many rural families 
own cars? 


Census figures clearly indicate 
that as density of population de- 
creases, car ownership increases. 
Rural families own not only trucks 
and tractors, but more cars than 
their “big city” counterparts. For 
example, among the subscribers to 
Farm Journal, America’s largest 
rural magazine, every 100 families 
own 106 passenger cars, 44 trucks 
and 73 tractors. 


The reason for this multiple 
ownership is obvious. Few city fam- 
ilies are as dependent on cars for 
daily transportation and business 
errands as those who live in the 
country. Thus cars, as well as 
trucks and tractors, play a vital 
function in the business operation 
of Rural America. 


The quality of rural ownership 
is also a factor of interest to the 
ear dealer. In a two-year period, 
for instance, 600,000 Farm Journal 
families bought new cars. Some 
5,000 families bought Cadillacs. An 
equal number bought Lincolns and 
high-priced Chryslers. 


Realizing the importance of cars 
and motive equipment to rural 
families, Farm Journal inaugurated 
a series of informative maintenance 
articles back in the fall of 1949— 
“Keep ’Em Rolling” editorials ap- 
pearing regularly at seasonal 
intervals. “Keep ’Em Rolling” fea- 
tures are a welcome help to farm 
readers, who are vitally interested 
in better maintenance. They are 
equally welcomed by dealers, who 
have found it profitable to tie-in 
with the program, through their 
own promotional programs or with 
the help of their suppliers. 
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AUTOMOTIVE WASHINGTON 
_ Truman Seen Keeping 
- ‘Open-Purse’ Policy 


By William Ullman 


Washington Correspondent 


EMBERS OF CONGRESS—Republicans and Democrats | 
—said they found no promises of economy in President | 
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Truman’s state of the union message. It was mainly a vague | 
bid for more spending—defense and non-defense—and for | 
more taxes, many of them¢ és a eee 


said. 

Republican Sen. Capehart 
of Indiana summarized the 
address as “a proposal to spend 
more, tax more, waste more, social- 
ize more, give more away, control 
more and talk more.” 

Congress ex- 
pressed approval 
of Truman’s de- 
fense proposals 
and _ disapproval 
of many ot his 
nondefense _ pro- 
posals. 

“Tll be very 
glad,” said Sen. 
Hunt, “to go along 
j with whatever 

the defense 
William Ullman tablishment needs 
to give us an adequate defense. 

“But at this time,’ said the 
Wyoming Democrat, “I do not favor 
expanding, enlarging or increasing 
the cost of any nondefense govern- 
ment activity.” This, in general, 
summed up the attitude of both 
Democrats and Republicans. 

Congressmen found the President 
vague on the matter of taxes, but 
look for more enlightenment when 
they receive the budget message. 

Most observers saw in the Pres- 
ident’s statement that “as a part 
of our program to keep our coun- 
try strong, we are determined to 
preserve the financial strength of 
our government,” a hint that he 

intends to ask for another tax 
increase. 

“This,” he said, “means high 
taxes over the next few years” 
which, he added, must be equitably 
shared among the people. 

It has been the insistence of the 
administration that under existing 
tax structure taxes are not equita- 
bly shared. Some of the old pro- 
posals to change the tax structure 
are expected. 

Republican leaders in the House 
said they saw nothing in the Presi- 
dent’s message which “might satis- 
fy the hopes of the American peo- 
ple for a reduction in government 
spending and for relief from the 
fearful burden of taxation.” 

* * + 





Higher SS Payments 


A BILL to carry out President 
Truman’s recommendation to 
Congress that it “make urgently 
needed improvements in social se- 
curity” headed for the Senate last 
week. It will call for substantially 
widened coverage and a boost in 
average old-age and survivor bene- 
fits by $5 a month. 

The present average of $42 is 
held by social-security authorities 
to be entirely too low. The Presi- 
dent said the revision is needed 
to enable pensioners to come 
closer to meeting living costs. 
The legislation will call for rais- 
ing the wage base from the pres- 
ent $3,600 to $4,800, and extending 
coverage to a substantial number 


CAR 
DIAPERS 


protect your 
expensive rugs and 
show room floors 


Tie tightly under chassis. Catches oil 
and grease drip. Does not show. Made 
from heavy 8-oz. treated duck. Size 


144-in. long x 36-in. wide $7.95 


F.O.B. St. Louis. Each 


ORDER DIRECT FROM 


COMFORT 


Specialty Company 








es- | 








200 So. 7th St. Louis 2, Mo. 











of citizens not now covered. An A 
‘identical bill will be introduced in| ‘Bell Ringers'' Award Goes to Glenside Nash— 


the House also by a group of ad-| Nicandro Romano, owner of Glenside Nash, Glenside, Pa., receives a combination 
ministration supporters. ict . | desk clock, barometer and thermometer from E. M. Christie, Philadelphia zone man- 
The bill, following administration | ager, for winning first place with 250 percent of its quota in a sales contest. “We 
a will not page soi in second in competition with the entire zone of three states,"" Michael T. 
extension of coverage to new gr Sip , states. 
but will also call for provision of | pos eek 8c 
full coverage for the totally and| _ : 
permanently disabled. |but did provide that permanent | $3,600 to $4,800 would jump annual 
When the last revision of social | disability could be provided under a cae eee, to the insurance fund 
security was made two on Ago | the public assistance programs op-|° OM@-*ire. | 
Pk , | | 
arise ts tmmpeearyor teva crated by the welfare departments | Scrap Problem Acute | 
and permanent disability be insured. | °f the various states. ECAUSE of recent bad weather, | 
Congress refused to go this far, the scrap situation is said by' 











The boosting of the base from 


NPA Officials to be “precarious” for 
mills in Ohio, New York and “prob- 
ably” eastern Pennsylvania. They 
said that while the immediate scrap 
problem revolved around the 
weather, the problem has been ag- 
gravated by a shortage of opentop 
railroad cars for transporting scrap 

In the first place, the NPA of- 
ficials explained, the scrap had to 
compete with other vital mate- 
rials—like coal—for available car- 
riers. Secondly, the railroads like 
other defense-supporting indus- 
tries had been restricted in con- 
sumption of steel for the building 
of new freight cars. Thus there 
were just not enough cars to go 
around. 


Even were the weather no more 
than usually seasonable, there would 
be a scrap problem, although not so 
immediate and so acute, according 
to NPA. That’s because the speeded 
up rate of steel production has been 
requiring an ever-increasing collec- 
tion and movement of scrap—at a 
time when _ restricted consumer 
hard goods production is producing 
less scrap than ordinarily. 

For example, it was pointed out, 
decreased auto production due to 
metals controls, decreases’ the 
availability of scrap. 








Want to save time 
on Engine Repair Jobs? 








“KENT 


SPECIAL SERVICE TOO 


Once you’ve used Kent-Moore Special Se 


Moore Tools are service engineered for specific 





No danger of parts damage ty 
with this special pinion 
shaft removing tool. 


This single arbor fixture 
permits true alignment of 
rods up to 34” in dia. 


the manufacturers’ “flat-rate” 


the Kent-Moore Composite Tool Guide. It’s free... 





Water pump impellers are 
quickly, easily removed by 
this special puller tool. 


This servo-band adjusting 
tool saves disassembling 
Hydra-Matic transmissions. 


KENT-MOORE ORGANIZATION, INC. 


Engineers and Manufacturers of Special Service Tools and Equipment 
5-105 GENERAL MOTORS BUILDING e DETROIT 2, MICHIGAN 





} Ka Be Ee. wie” . See 


Tip to N.A.D.A. SHOW-Goers: 
Youll ind. it well worth while 
to eh pes 159-163 at the 
N.A.DA. Ehibition - January 
Grand, Contral oulice N.Y Gilg 








LS 


rvice Tools .. . for 


engine repair work, or any other automotive service operation for 
that matter ... you'll never want to be without them. Because Kent- 


jobs. They’re devel- 


oped in close cooperation with leading automobile manufacturers 
designed to perform essential repair operations for which no 
adequate standard tools exist. They save time . . . eliminate parts 
damage . . . assure greater safety. What’s more, they enable you to 
give your customers better, more efficient service . . . 
according to factory-recommended procedures and completed within 
standards. So if you’re not equipped 
to perform proper service profitably, better send today for your copy of 


service done 


yours for the asking. 


Y 


26-29 
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Dealers Intreduce Both Car and Truck Lines .. . 





‘52 Chevrolet Stresses Comfort 


l NDER-THE-HOOD §improve- 
ments were in the forefront as 
new Chevrolet car and truck mod- 
els went on dealership display Sat- 
urday. 

Re-engineered engine mountings, 
newly-designed shock absorbers and 
refinements in carburetion were 
the main additions to the 11 body 
types in the Chevrolet car line. 

Body colors with the 1952 Chev- 
rolets are described as “the most 
varied ever offered in the low- 
price automotive field.” A new 
radiator grille and brighter or- 
namentation have also been added. 

The Powerglide engine of 105 
horsepower this year ushers in an 

automatic choke and is again op- 
tional on Deluxe models. The stand- 
ard Chevrolet engine remains at 92 
horsepower. 

+ + + 

EW Chevrolet trucks emphasize 

powerplant refinements, includ- 

ing more efficient carburetion de- 
signed to provide smoother per- 
formance during the warm-up pe- 
riod. The truck line embraces 22 
series on 10 wheelbases. 

In the new three-point rubber 
engine mountings of the 1952 Chev- 
rolets, the two front mounts con- 
sist of brackets attached high at 
each side and near the center of 
the engine. Frame brackets with 
especially molded rubber pads serve 
as cushions between the brackets. 

A vertical bolt, passing through 
the brackets and the pads forms 
the attachment. To provide both 
compression and rebound con- 
trol, one pad is mounted between 
the two brackets. The second pad 
rests below this attachment. 
Downward loads thus compress 
the upper pad; upward loads com- 
press the lower pad. 

The rear mounting, located on 
the engine support cross member, 
has a more rigid attachment than 
before and provides fore and aft 
control. Formerly the mounting was 
attached to a bracket that extended 
forward from the cross member. 

In the new mounting, the rubber 
member, reinforced internally with 
steel, is compressed within a sheet 
metal case that is bolted directly 
to the cross member. 

* + * 

N 1952 shock absorbers the intake 

valve has been replaced by a re- 
lief valve so that the piston takes 
part of the compression load. Si- 
multaneously the compression valve 
has been relieved of part of its 
load, thus lowering fluid pressures. 

Result of the changes in the two 
valves is said to be more complete 
utilization of the piston travel for 
improved compression control. Com- 
pression control starts earlier, re- 
sisting movement before inertia 
has been built up. This quicker 
reaction maintains more complete 
control, damping wheel and body 
movements more effectively. 

In addition, because control 
starts when the piston velocity is 
low, the load is imposed gradu- 
ally. The result is a softer, better 
controlled ride, Chevrolet claims. 


Major engineering change occurs | 


in the piston, with the intake valve 
being replaced by a relief valve. 
The valve relief spring, formerly 
a flat spider, is now a coil spring 
fitting around the piston rod. A 


* +* * 





All-Metal Station Wagon— 


A wider assortment of colors is offered on all 1952 Chevrolet models. in Deluxe |On 10 wheelbases. The pickup is powered by the 92-horsepower engine, while larger 


sedans, two-tone upholstery is furnished in 


spacer keeps a definite pre-deter- 
mined load on the spring. 


| On the compression stroke, the 
fluid flows up through an outer 
circle of holes in the piston and 


past the valve plate after forcing 
|it away from the piston. In the new 
|design, valve holes in the piston 
| have a 30 percent greater area, pro- 
| viding a high rate of flow. 

Since the relief valve now takes 
ja greater load in compression, the 
compression valve at the bottom of 


the shock absorber has been re- 
lieved of a corresponding load by 
using a lighter coil spring than 
before. 

* o * 


MPROVED carburetion is now in- 





Automatic Choke— 


Chevrolet is augmenting Powerglide this 
year with an automatic choke said to work 
efficiently at all temperatures through use 
of engine vacuum. When the engine is 
cold, the thermostat tends to hold the 
choke closed, but this force decreases as 
the temperature rises inside the housing. 
The vacuum-operated control overrules the 
thermostat when more or less choking is 
needed for bursts of speed or for down- 
hill runs. 


* * 4 


the regular 216-cubic-inch engine. 
Additionally, Powerglides this year 
will carry an automatic choke. 

Benefits of the 
vances are listed by the division 
| as: 

1. Better sealing through a thick- 
|er air horn flange and strengthened 
|screw bosses on the float bowl to 
|}prevent distortion and _ possible 
|leakage. Internal as well as ex- 
|ternal leakage, is prevented, it is 
|stated, to eliminate excessive fuel 
|consumption and possible stalling 
|or uneven operation as a result of 
|over-rich mixtures. 

2. Better hot starting through 
| elimination of vapor lock in the 
main nozzle passages. Re-design 
includes a division of the cross- 
bar into side-by-side passages. 
Thus if fuel vapor is present, it 
tends to move through only one 
of the passages from the jets to 
the nozzle. 
| 3. More’ consistent hot idling, 
| made possible by a number of mod- 
| ifications in the carburetor, includ- 
ing relocation of the restriction in 





gray, blue or green. 


corporated in both the 235-cubic- | 
inch engine, which is standard in| 
Powerglide-equipped models, and in | 


carburetor ad- | 


the idle metering tube and one of 
the three air bleeds. Changes pro- 
vide better atomization of fuel and 
also a vent for the escape of vapors 
when the engine is stopped. 

4. Smoother acceleration through 
removal of the accelerator pump 
outlet from the air horn to the top 
of the float bowl, shortening the 
passage. 

5. Easier servicing, now reported 
possible because passage from the 
jaccelerator pump outlet valve to 
the 
entirely in the float bowl. The for- 


mer passage extended upward into) 
the wall of the air horn and then | 


accelerator 
Cleaning is 


to the 
nozzle. 


angled down 
pump outlet 


easier should dirt or other mate-| 


rial become lodged in the passage, 
Chevrolet says. 
* * * 
HE automatic choke which re- 
places the manual choke on all 
Powerglides is said to be of an im- 
proved design that promises easier 


starting through correct choke Set- | 


tings and the elimination of waste- 


pee over-choking. Among mechani- | 


| cal features is a vacuum connection 
|}that draws hot air from the mani- 
|fold heater to create a faster re- 
action to engine temperature than 
|is otherwise possible. 
| Choking is adjusted to operating 
| requirements, giving improved 
|economy when less choking is need- 
} 


automatic choke employs a coil 
spring thermostat rather than a 
| solenoid. 


| As another advantage, Chevro- 





let’s carburetor-mounted  auto- 
matic choke may be removed 
without disturbing the choke 


mechanism adjustment. 

Exterior colors for 1952 Chevro- 
lets include onyx black, birch and 
dusk gray, emerald and_ spring 
green, admiral and twilight blue, 
Sahara beige, regal maroon, honey 
dew, beach white, bittersweet and 
cherry red. 

The Bel-Air offers two-tone in- 
teriors of blue, green, brown, ma- 
roon and gray. Black and gray, or 
coral and white are other Bel-Air 
upholstery options. In _ exteriors 
such combinations as bittersweet 
|and beach white, Sahara beige and 
saddle brown, and birch gray and 
| twilight blue are among the choices. 
| Ten colors will be available on 
|convertibles, including honey dew, 
| saddle brown and cherry. Top fab- 
|ric options have been increased to 
| five—black, blue, gray, green and 
pers to complement the new body 
|colors. Two-tone passenger com- 
|partments make use of genuine 
|leather and leather fabric. 

* * a 
| New Chevrolet trucks offer rede- 

1 ‘signed cab door lock pillars and 
newly - positioned striker plates 
which permit use of new pushbut- 
ton door locks. An optional outside 
lock for the left door permits en- 
jtry to the cab from either side. 

Again for 1952, Chevrolet pow- 

ers its trucks with either the 92- 

horsepower Thriftmaster or the 

105-horsepower Loadmaster with 

Powerglide. 

Chassis changes in the new trucks 





Two Heavier-Duty Models in '52 Chevrolet Line 





nozzle is short and contained | 


}ed and greater safety when more! 
choking is needed. The Chevrolet | 
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Exterior and Interior Views 


| Styleline Two-Door Sedan— 


Bi 


tt Ra : \ \ 
|New Hues for Upholstery— 


izing with exterior shades of 1952 Deluxe 
above. 





| Bel-Air Dolled Up for 1952— 





Chevrolet for the coming year has redesigned ornamentation and radiator grille 
Eleven body types, including the Fleetline two-door sedan, are available in Special 
and Deluxe series. 







Nine different materials are utilized by Chevrolet to provide color patterns harmon- 
car models. The Styleline rear seat is shown 


| A redecorating job is reported by Chevrolet for its hardtop model. Such exterior 
| two-tone blends as bittersweet and beach white have been added for the coming 


| sales year. 
. 

cover refinements geared to im- 
proved carburetion. A summary of 
these advances reveal: 

Better sealing both 
and externally by a thicker air horn 
flange and_ strengthened screw 
bosses; elimination of possible vapor 
lock in main fuel nozzle by re-de- 
sign of the passage; more consis- 
tent hot idling by revisions in the 
idle system and accelerator pump, 
and smoother acceleration through 
removal of the accelerator pump 
outlet from the air horn to the top 
of the float bowl, providing a short- 
er fuel passage. 


* * 





Half-Ton Pickup Among '52 Chevrolet Trucks— 


The General Motors division has introduced a new truck line consisting of 22 series | 


| trucks offer the 105-horsepower motor. Carburetion is improved with both engines. 


+ 


Willys Reopens 


internany| Dig Aluminum 


| 


‘Forge at Erie 


ERIE, Pa.—The third largest 
j|aluminum forging plant in the na- 
tion has been put in operation here 
by Willys-Overland Motors, Inc., as 
| part of the defense production pro- 
| gram. 

Raymond R, Rausch, vice-presi- 
| dent of Willys, said the $14,000,000 
|plant has just completed five 
months of “intensive reactivation,” 
in preparation for production 
which it is hoped will break the 
bottleneck in vital aircraft parts. 

The aluminum forgings plant, 
which has been idle since World 
War II, was leased by the govern- 
ment to Willys last summer. 

When in full production, the 
plant’s battery of 27 dropforge ham- 
mers can turn out an estimated 
15,000,000 pounds of aluminum an- 
jnually, it is estimated. 

Coupled with the Willys-Overland 
Toledo dropforge division, it gives 
jthe company facilities for produc- 
jing more than 48,000,000 pounds of 
jaluminum and steel forgings an- 


| nually. 


The plant has a backlog of “sev- 





-{eral million dollars” of contracts 


|and has been granted special dis- 
pensation to receive a working in- 
ventory of 600,000 pounds of alumi- 
num, Rausch said. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
| MOTIVE NEWS WANT ADS! Are you? 
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ventions in Silene a 13-week | the book, “Presidents Who Have 





Affecting Factories and Dealers . . . 


Auto Advertising 


|ture researcher, have joined the 
|information division of the research 
A series of 12 institutional ads! laboratories at Detroit, Ethyl Corp. 
keyed to the theme, “In the U. S.|has announced. Sittig, who was for- | 
A., the Buyer Is Boss,” has been) merly with the engineering division 
released as Brand Names Founda-/of Chrysler Corp. in Detroit, is a 
tion’s 1952 campaign on behalf of|;native of Oak Park, III. 
ail manufacturers’ brands’ and | graduate of Purdue. 
brand advertising. The campaign Miss Brown was formerly a re- 
was created by Warwick & Legler,| ..arch associate at Albany Medical 
Rac sies and contributed to one college. She is a graduate of South-| 
foundation’s program as a pu the Uni Louisiana Institute and of | 





By George Deery 
Associate Editor 





ervice. It includes six ads ad- 
dressed to consumers, and six to the University of J exas. 
merchants. 

In discussing the new advertis- 
ing, John W. Hubbell, vice-presi- 
dent of Simmons Co. and chair- 
man of the foundation’s board, 
said that, as before, consumer 
and business magazines will be 
invited to pool space to bring 
these brand messages to the at- 
tention of millions of their read- 


Farm & Ranch Khinains G-E 
Farm & Ranch Publishing has 
appointed Griswold-Eshleman Co. 
as its ad agency, according to 
Forbes McKay, vice-president and 
ad director of Farm and Ranch- 
Southern Agriculturist. 
Robertson McDonald will be 
pos the account executive, making his 
This will be done with the guid-| °/fice *" Nashville. | 
ance of William H. Eaton, president 
of American Home Magazine Corp., Goodyear Show Goes On 
and Edward A. Schirmer, executive | 
vice-president of Crowell-Collier| renewed sponsorship of the Paul 





and ad 


Goodyear Tire and Rubber has} 





|Whiteman Goodyear Revue, tele- 
cast each Sunday evening over ABC 
|television network, 7 to 7:30 p. m., 
(est). 
| Emeceed by Whiteman and fea- 
ituring vocalists Maureen Cannon 
and baritone Earl Wrightson, the 
half-hour musical telecast has re- 
okie numerous citations and has 
been singled out by many critics 
as containing some of the most 
elaborate and eye-filling scenery 
& any program presented on video. 
The agency is Young & Rubicam. 


* 








 Satiecmti television and ra- 
dio coverage of the 1952 presi- 
dential election campaign will be 
| sponsored by Westinghouse Elec- 
| tric over CBS, it has been an- 
nounced by J. M. McKibbin, vice- 
president in charge of consumer 
products. 

The reports will cover the hun- 
dred largest population areas in 
the U. S. It will be the first time 
the Republican and Democratic 
conventions, as well as the gen- 
eral elections, have been televised 
on a national hookup. 

Complete package will include 
full coverage of both party con- 








Publishing, who are directors. 
* * * 


5 in New Spots at Cowles 

Five promotions at Cowles Maga- 
zines have been announced by 
Gardner Cowles, president and edi- 


nonpartisan “get - out - the - vote” 
and election returns 
the night of the election on Nov. 
4. Ketchum, MacLeod & Groove 


campaign, 


is the agency. 
To arrange 


interviews 
party leaders and analyses 
hind-the-scenes activities, 
TV will have George Allen, 
dant of presidents and author of 


Known Me.” 


Alabama Gas Collections 


MONTGOMERY, Ala. — Alabama 
|gasoline tax collections during De- 


with |cember totaled $3,040,035, an _ in- 
of be- (crease of $134,338 over the same 
CBS- |month a year earlier, it was re- 
confi- | ported by State Revenue Commis- 


‘sioner Joe M. Edwards. 
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New 1952 
Business Counsel Book 
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Van Tassel 


PROFIT and LOSS FACTS 


As Taken from My Analysis of Dealers’ Operations Nationally 
in 1951 — For the Guidance of Dealer Management in 1952 





Price, $5.00 Postpaid 
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H. B. Hawley 


John Reiss 


! 
tor of Look and Quick. Marvin 
Whatmore, business manager and a 
vice-president, has been named gen- 
eral manager of Cowles Magazines. 
Vernon Myers, vice-president and 
assistant to the president, has been 
named publisher of Look, a newly 
created post. 

John Reiss, Quick director and a 
vice-president of Cowles Magazines, 
has been named publisher of Quick | 
—likewise a new post. S. O. Sha-| 
piro, vice-president and circulation 
director, has been elected a director | 
of the company. Harold B. Hawley, | 
a member of the Look ad sales | 
staff, has been named ad manager | 
of Quick. 


* * * 
It’s the Life of Trade 

United Press will be in competi- | 
tion picture-wise with Associated | 
Press and International News Pho- | 
tos of International News Service, | 
it has been announced by Fred S. 
Ferguson, president of NEA Serv- | 
ice, Inc., who disclosed that UP has | 
purchased the Acme Newspicture 
division of NEA. 

Mims Thomason, central division | 
of United Press in Chicago, was) 
appointed as general manager of | 
the newly acquired Acme division, | 
including its telephoto equipment | 
and other facilities. His headquar- | 
ters will be in New York. 





Zonsius cise 


Appointment of K. C. Zonsius as 
director of advertising at Good-| 
year Tire & Rubber, succeeding the 
late J. K. Hough, | 
has been an- | 
nounced by R. S. 
Wilson, sales vice- 


president. Zon- 
sius, manager of 
auto. tire 


il be| 
since 1935, will be 
succeeded by W.) 
E. Still, who wd 
currently man-| 
ager of farm tire} 
sales. H. M. Ca- 
ruthers, now in 
charge of industrial tire sales, will | 
be manager of farm tire sales, suc- | 
ceeding Still. 

Zonsius joined Goodyear in May, | 
1917, in the Chicago district office, 
and with the exception of a six- 
month period in the Navy during | 
World War I, continued in this 
capacity until 1921, when he was 
appointed general line salesman. 

* * * 


With Ethyl in Detroit | 
Marshall Sittig, technical writer, 
ani Fatricia Lynn Brown, litera- 





K. C. Zonsius 
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Used-Car Auction Prices 








Market Trend 


Wholesale used-car prices slipped again last week, but there were 
hopeful signs that the market is beginning to stiffen up. The overall 
average dropped $4 last week to $837. 

Several auction operators reported prices on the uptrend, however, 
as the effects of the holiday season began to ebb. Of the eight year 
models listed, three showed gains last week, while five suffered losses. 

On the plus side were ’51s, up $2; ’47s, up $8, and ’41s, also up $8. 
Losers were: ’50s, down $18; '49s, off $1; ’48s, down $3; ’46s, off $4, and 
42s, down $16. Offsetting the price dips somewhat was the gain in 
percentage of cars sold. 

At eight representative auctions last week, sales totaled 801 units, 
or 76 percent of the 1,052 offerings. This was the highest sales per- 
centage in several weeks and was far above the preceding week’s 
figure for the same auctions of 446 sales, or 59 percent of the 750 
offerings. 

Prices marked with an * indicate a unit equipped with 
automatic transmission or overdrive. 


y NJ M 180. '49 FL Deluxe 2-dr. 1,075; FL 
EBENSBURG, PA. | Special 2-dr., $1,030, 31.010; “ah. Deluxe 
(Ebensburg Auto Auction Co, Sale every | 2-dr., $1,100. $1,075; SL Special 4-dr., 
Thursday. Prices are for sale of Jan. 10.) $995. °48 FL aerosedan, 2 at $980; FM 
(Market excellent and prices showed club coupe, $770. ‘47 FM 4-dr., $800; 
marked increase despite severe weather. club coupe, $820; SM 2-dr., $770. °41 
Sold 52 units out of 66 offerings.) SD 4-dr., $370. °40 SD 4-dr., $260. 
BUICK—’50 Special 2-dr., $1,350. '49 Super DeSOTO—’47 Custom club coupe, $720. 
2-dr., $1,180*. '48 Super 4-dr., $890. '46 | FORD—’'51 Custom (8) 4-dr., $1,575*: 2- 
RM 4-dr., $695. '40 Special 2-dr., $140. dr., $1,520*. "50 Custom (8) 2-dr., $1,- 
CHEVROLET—’51 Bel-Air, $1,700*: SL 200. '48 SD (8) 4-dr., $805; 2-dr., $735; 
Deluxe 4-dr., $1,550*%, $1,485*; 2-ar. club coupe, $700. '40 4-dr., $190. 


$1,500, '50 SL Deluxe 2-dr., $1,210, $1,- HUDSON—’47 Commodore (8) 4-dr., $450. 








REPLACE 
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IRON and 
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| LINCOLN—’49 2-dr., $1,100*. 
| MERCURY—'49 2-dr., $1,060* 39 conv., ° 
sit Av Used-Car P 
NASH 49 (600) 2-dr., $925* S - 
OLDSMOBILE 51 Super (88) 2-dr., $1,- erage e ar rices 
S60* 19 (98) 4-dr., $1,050*; (76) : : 
sedanet, $1,065* (Compiled by Automotive News) 
| PLYMOUTH 51 Cambridge club coupe, 
$1,310 49 SD 4-dr $1,110 47 SD Jan. 1952 Dec Nov 
2-dr., $770. '41 SD 2-dr., $185 Model (to date) 1951 1951 
PONTIAC 46 (8) 4-dr., $600 40 (8) 4- és 95 $1,757 g y » 
dr.. $130 $837 $3864 $896 1961 $ mpd § 1,687 $1,896 
STUDEBAKER—'51 Commodore 2-dr., $1,- 1950 1,323 1,356 1,402 
310*; Champion RD 4-dr., $1,260*. '50 | 1949 1,046 1,080 1,130 
-ton pickup, $675* 47 Champion RD | va 
2-dr.. $615* 1948 $13 831 854 
. : 1947 671 695 718 
(Lapiner ~ Car Auction Sale every Wed- 1942 271 264 283 
nesday. Prices are for sale of Jan. 9.) ms - a 
(Market much stronger with holiday Jan Dec Nov. 1941 237 247 256 
slump ended, Sold 82 units out of 97 Overall - . , . 
Bovcerene yggosed | Average  $ 837 $ 864 $ 896 
| BUICK—’51 Special 2-dr., $1,660*. '50 Spe- | . 
cial 2-dr., $1,395. '49 Super sedanet, | (The above figures are averages of used-car auction prices, all 
$1,075*; 4-dr., $1,250*. °47 Special 4-dr., k del yi sul : "alae then 
$745. makes and models, carried regularly in Automotive News.) 
CHEVROLET—’51 FL Deluxe 2-dr., $1,515, 





LINCOLN—’49 Cosmopolitan 4-dr., $1,060*; 
Standard 2-dr., $955*. 

MERCURY—’51 4-dr., $1,675*. ‘41 4-dr., 
$115. 

NASH—’50 4-dr., $1,060*. 

OLDSMOBILE—'48 (78) 2-dr., $945*; (76) 
4-dr., $785* 


—'50 Deluxe club coupe, $1,- 


100. °49 Deluxe 4-dr., $1,000. °48 De- 
luxe 2-dr., $830. 

PONTIAC—'52 Chieftain (8) 4-dr., $2,- 
460*. '50 SL (6) 2-dr., $1,140; Chieftain 
(8) 2-dr., $1,385. ’42 (8) sedanet, $225. 
’41 (6) 2-dr., $155. 

STUDEBAKER—’'46 ‘-ton pickup, $410. 





LOS ANGELES 


(Los Angeles Auto Auction. Sales every 
Tuesday and Thursday at San Gabriel, 
Calif. Prices are for sales of Jan. 8-10.) 

(Market steady and demand stronger.) 
BUICK—'51 Super Riviera 4-dr., $2,000*; 

RM conv., $1,900*. ‘50 Super conv., 

$1,625*; 4-dr., $1,595*; Special sedanet, 

$1,515*; 4-dr., $1,150. °49 RM conv., 

$1,400*; RM (71) 4-dr., $1,350*. "46 

Super 4-dr., $690. 

CADILLAC—’51 (60) Special 4-dr., $3,- 
875*. '50 (62) 4-dr., $2,885*; (61) 4-dr., 
$2,800*. '48 (61) 4-dr., $1.825*. '47 (62) 

| 4-dr., $1,415*; conv., $1,415*. ‘46 (62) 
club coupe, $1,335*. 

CHEVROLET—'51 Bel-Air, $1,900*; SL 
Deluxe 4-dr., $1,650*. ‘50 SL Deluxe 
4-dr., $1,460; %-ton pickup, $1,025. '49 
SL Deluxe 4-dr., $1,285; 2-dr., $1,175; 
FL Special 2-dr., $1,120; %-ton pickup, 
$935. '48 FL aerosedan, $1,030; SM 4-dr., 
$915. ’°47 FM 4-dr., $755. '41 SD 2-dr., 
255; MD 4-dr., $250. 

CHRYSLER—’48 Windsor (8-pass.) 
$1,100*. °42 Windsor 4-dr., $360*, 

DODGE—’50 Wayfarer 2-dr., $1,350. 

FORD—’51 conv., $1,795*. °49 conv., $1,- 
275*; Deluxe (8) 2-dr., $1,060. "47 SD 
(8) conv., $815; Deluxe (8) club coupe, 
$675; 2-dr., $665. °46 SD (8) 2-dr., 
$645; Deluxe (8) 2-dr., $600; 4-dr., $455. 

HUDSON—’50 Pacemaker 4-dr., $1,075*. 

LINCOLN—’49 Cosmopolitan 4-dr., $1,200*. 

MERCURY—’51 4-dr., $1,825". ‘49 2-dr., 
$1,225; club coupe, $1,105. 

NASH—’50 Statesman Super 4-dr., $1,175. 
"47 (600) club coupe, $475. ‘46 club 
coupe, $535. 

OLDSMOBILE—’50 (88) 
4-dr., $1,600*. ‘49 (98) club sedan, $1,- 
500*. '48 (98) sedanet, $1,155*. ’47 (98) 
conv., $925*. °46 (76) 4-dr., $665*. 


4-dr., 


conv., $2,100*; 


PACKARD—'47 4-dr., $250. 

PLYMOUTH—’51 conv., $1,575. ’50 business 
coupe, $940. ‘49 SD 4-dr., $865. '48 SD 
4-dr., $1,000. 


PONTIAC—’51 Chieftain (8) 4-dr., $2,180*, 
$2,150*. °49 Chieftain (8) 4-dr., $1,335", 
$1,300. °48 (8) conv., $1,005; SL (6) 
sedanet, $885*. "46 (8) club coupe, $775; 


4-dr., $685. 
STUDEBAKER—’50 Champion 4-dr., $1,- 
145*. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of Jan. 4.) 
(Sold 136 units out of 194 offerings.) 
BUICK—’51 Special 4-dr., 2 at $1,770; 
Super 4-dr., $2,150*. °50 Special 4-dr., 
$1,450, $1,400. '49 Super conv., $1,105, 
$1,300*. ‘39 Special 4-dr., $200. 
CADILLAC—’51 (62) 4-dr., 2 at $3,650*. 
"50 (61) club coupe, $2,800*, $2,750*; 
4-dr., $2,625. '48 (62) 4-dr.. $1,675, $1,- 


800*. °41 (61) 2-dr., . 
,HEVROLET—'51 SL Deluxe 2-dr., $1,- 
$1,600*. '50 FL De- 


590*, $1,600*; 4-dr., 

luxe 4-dr., $1,280; 2-dr., $1,235, $1,225; 
SL Deluxe conv., $1,230, $1,325; Bel-Air, 
$1,600*; 2-dr., $1,400*, $1,325, $1,260, 
$1,250, $1,405*; 4-dr., $1,350. °49 FL 
Deluxe 2-dr., $1,125, $1,050; SL Deluxe 
2-dr., $1,090, $1,115, $1,160. °48 FM 
conv., $815, $960. °47 FM 4-dr., $810, 
$780; 2-dr., $840, $700. ‘46 SM 4-dr., 
$600, $625; FL aerosedan, $760. '41 MD 


a 


2-dr., $450, $300. 
CHRYSLER—’51 Saratoga 4-dr., $2,450*; 
Imperial 4-dr., $2,310. '50 Royal club 


coupe, $1,475*. '48 club coupe, $500. ’47 
Windsor 4-dr., $225. 

DeSOTO—’50 club coupe, $1,650*. '49 Cus- 
tom club coupe, $1,005. '48 conv., $500. 
‘47 Custom club coupe, $685*. 
DODGE—’'49 Coronet 2-dr., $1,000. '48 Cus- 


dr., $680, $800; club coupe, $800. '46 SD 
(8) club coupe, $675; 2-dr., $690. °'40 








Deluxe (8) 4-dr., $382. 
LINCOLN—’50 club coupe, $1,500*. 














MAIN 


| 
| 
| 
} 
| $1,575. °50 FL Deluxe 4-dr., $1,150, $1,- 
115; SL Deluxe 2-dr., $1,195; club coupe, 000*, $1,880. ‘49 4-dr., $1,100, $1,200*. Holiday, $2,550*; (98) Holiday, $2,275 
| ’ '48 FM 4-dr., $845. '47 FL aero- *48 club coupe, $875 $2,285; 4-dr., $2,575*. ‘50 (88) 2-dr. 
$615, $630. '46 FL aerosedan, NASH—’51 Statesman 4-dr., $1,400*. °50 $1,380. 
| : Statesman 2-dr., $1,120. '48 (600) 4-dr., | PACKARD—’47 club coupe, $675. 
| CHRYSLER—’51 NY 4-dr., $2,500. °46 $590. PLYMOUTH—’'49 SD 4-dr., $925, $1,100. 
| Windsor 4-dr., $565. | OLDSMOBILE—’51 (88) conv., $2,350*; | (Continued on Page 45, Col. 1) 
DeSOTO—’50 Custom 4-dr., $1,415, °47 - Seer er ee i aa 
Custom 4-dr., $645. 
DODGE—’50 Coronet 4-dr., $1,130*%; %- 
ton pickup, $730. '48 Custom 4-dr., $715. 
'46 Deluxe 4-dr., $610; Custom club 
coupe, $565. 
FORD—’51 Custom (8) conv., $1,680; 2- 
dr., $1,675*, $1,690*; Custom (6) 2-dr., 
$1,385; Deluxe (6) 4-dr., $1,195, 2 at 
$1,180, $1,050. °50 Deluxe (8) 2-dr., 
$1,110*. °'49 Custom (8) 2-dr., $900*; 
conv., $875; %-ton pickup, $705. s 
FRAZER—’'49 Manhattan 4-dr., $650*. '47 
Manhattan 4-dr., $320*. U Gg n ] 
HUDSON—’50 Pacemaker 2-dr., $965*. °48 
Commodore (8) 4-dr., $810. 
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Advertisement ————- —— 


The country as a whole is riding 
on a wave of prosperity. Car and 
truck registrations have reached a 
high of 50,000,000. No wonder the 
sale of parts, accessories and serv- 
ice—normally closely tied in with 
prosperity and registrations — is 
booming. 

Since 1929, the number of recog- 
nized wholesaling centers has in- 
creased fivefold. There were 3,727 
in 1950. This figure reflects the 
widespread distribution of car and 
truck dealers and repair shops. 
Eighty-one percent of the nation’s 
47,000 car and truck dealers and 
70 percent of the 70,000 independ- 
ent repair shops are now located 
in places under 25,000 in popula- 
tion. 

Why? “Because the automotive 
business is better there,” says 
Richard J. Babcock, president of 
Farm Journal, America’s largest 


tremely high. A farmer’s car is 
as much a business tool as his 





Want More Service Business? 
Go After the Rural Customer 


truck or tractor, and all of them 
must be kept rolling if he is going 
to stay in business successfully.” 

Further evidence of the impor- 
tance of rural customers to deal- 
ers everywhere was discovered in 
a survey made by Farm Journal 
in which every tenth car dealer 
from coast to coast was polled. 
Dealers in places of less than 
25,000 population reported that 
more than half their sales were 
made to out-of-town customers, 
most of whom are rural, and 
dealers in even the largest cities 
reported that this source accounts 
for a full fifth of their present 
business. 


Big-city and small-town dealers 
alike told Farm Journal that cash 
purchases were much more preva- 
lent among out-of-town customers 
than among their city customers, 
who depend more on installment 


tom 4-dr., $730. '47 Custom 4-dr., $575. | rural magazine. “More than half buying. 
FORD—’51 %-ton pickup, $1,280; Deluxe int : : : 
(8) 4-dr., $1,750; 2-dr.’ $1,600; Custom] the nation’s population lives in State and county folders show- 
(8) 2-dr., $2,000*; club coupe, $1,800. . i 
‘6 Gams is) iar Giaee’ Gian places of less than 25,000 or on ing the number of prosperous 
2-dr., $1,500; Deluxe (8) 2-dr.. $1.260,.|farms, and among these people rural customers right around your 
a Sen as a te) _° car-ownership, as well as truck place of business are available 
$820. '47 SD (8) 4-dr., $710, $760; 2.|and tractor ownership, is ex- from Farm Journal without cost. 


Write Dealer Service Department, 
Farm Journal, Philadelphia 5, Pa. 








MERCURY—’51 4-dr., $1,725; 2-dr., §2,- 
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SD sedan, 
SD sedan, 


$1,100, $1,155, $1,200 49 | Crestliner, $1,675". °49 Cu 
$925 48 SD sedan, $695 dan, $960, $890. °46 SD (8 


Used-Car Auction Prices $1047 sedan, $980, $On0 “48 sedan, | atwR_as sedan, $500, 





700*, $1,756 





PONTIAC—'51 Chieftain (8) sedan, $1 $610. 


)* $1,790*, $1,875*. °50 SI 






stom (8) se-| coupe $825 4-dr $570 "46 SD 8 

) sedan, $585 | 2-dr., $515: SD (6) 4-dr $460, °41 SD 
(8) club coupe, $310. '40 (8S) 2-dr., $265 

LINCOLN—'49 club coupe, $950; Cosmo 
politan 4-dr., $960 


16 sedan 





: ; 147 : sedan ~7 | OLDSMOBILE—'50 (98) 4-dr., $1,655 if 
: (8) ‘sedan, $1,235. °49 SL (8) sedan, | NASH—'47 (600) sedan, $570 (78) Q-dr.. $565*: (88) 4-dr’. $425, 
(Continued trom Page 44) $1.155*. °'48 (8) sedan, $760* i7 (8) | OLDSMOBILE ’50 (S88) sedan, $1,665, | ,, wits * cs “ a 
- @ sedan, $650, $655, S670 $1,600. ‘49 (76) sedan, $1,155. °48 ae ae ee “— aoe $1 PH 19 
\—’52 Shieft (8) 4-dr $2, Custom sedan, $1,735* 5U Custom sedan ia : “ . mdan & * '48 (7 neds SA Oy)* : -dr $ 35 6 SD ir $510 
78. 4 2 325 ; Si Chieft ain (8) 2-dr $1 395° $1 440° is suburban “$600° STUDEBAKER 51 Champion sedan, $1,- | cold enna abit ee ee PONTI ! ¢ ; ‘ 5 7 
£1,925* "$1, 900° Deluxe | Catalina ii $2 pope E 16) t \ : 1 te J 525* 50 Commander sedan, $920*, $1,- | PACKARD 19 sedan, $820 a = ; g aren 68. oa : fae 55 47 
Jeo,” » 2 ate a, 96,° iE 5 -ton pickup, $1,500 50 95*: Che seds $855* 7 Ch: | od 3 -_ SL (8) dr., $72 ( 2-dr 0 
25*: Chieftain (8) Standard 4-dr., $1,- Gurcnet sedan 61.005" ‘7 eedan, €805 025 . h ampion sed in, $855 1% ch am- | PLYMOUTH—’51 Cambridge sedan. $1,370 “ek : , F 
e ” on : 9 oA ° - ° pion sedan, $605*, $645, $700, $715 50 SD ade $1. 295 49 SD sedz WILLYS 16) 6Jeep, $405 ton panel 
2 50 (8) conv., $1,340; Catalina, poRD—'51 Victoria, $2,005*; station wag- -. | a ee Sedan, 91,260 9 SD sedan, $135 
1,820*: Chieftain (8) 4-dr., $1,400, §$1,- on. $1,870*%: Custom (8) sedan. $1,395 WILLYS—'52 Jeep, $1,340. °51 station wag- | $1,010 oe 
50°; SL (6) 2-dr., $925. "49 SL (8)/ $1,475, $1,605*, $1,610*, $1,770° -ton| OM. $1,205*. 750 t2-ton pickup, $585. '49 | pONTIAC—'49 Chieftain (8) Deluxe sedan, 
2-dr., $1,255* pickup, $1,015, $1,225, $1,300. '50 Cus- station wagon, $905. ‘48 Jeep, $525 | $1,350%, °48 (8) conv $900. °47 (6) 


- (‘UDEBAKER—’'51 Commander 2-dr., $1,- 
175. °48 Champion 4-dr., $750 
,ILLYS—’47 Jeep, $400. 


ALBANY, N. Y. 


(Tim Anspach’s Dealers Auto Auction 
le every Monday. Prices are for sale 


Jan. 7.) 

(Prices shot upward a full $50 on all 
desirable models, Great wave of buying 
appears sure to develop in next 90 days. 
sold 78 units out of 90 offerings.) 
BUICK—’51 RM Riviera 2-dr., $2,420*. '50 
Super 2-dr., $1,450. ‘47 Super sedan, 
$830, $750; RM conv., $630. °46 Super 
sedan, $575, $560. ‘°42 Special sedan, 
$290. '39 Special 4-dr., $150. 
ADILLAC—’50 (60) Special sedan, $2,- 
975*, °49 (61) sedan, $1,850. 
CHEVROLET—’'51 SL Deluxe sedan, §1,- 

610 50 SL Deluxe sedan, $1,260, $1,- 

375*; conv., $1,275 "49 SL Special 

sedan, $1,060. °48 FL sedan, $875, $820 

46 SM business coupe, $350; ‘%-ton 

pickup, $175. °40 Deluxe sedan, $120 

170. 


CHRYSLER—’51 Windsor sedan, $1,850* 
DeSOTO—’50 Deluxe (S-pass.) 4-dr., $1,- 
0. 


250. 

DODGE—’49 Coronet club coupe, $1,200. 
‘48 Custom sedan, $700. '47 Deluxe 
sedan, $640, $765. °41 Custom sedan, 


FORD—'50 Deluxe (8) sedan, $1,050; De- 
luxe (6) sedan, $980. °49 Custom (8) 
sedan, $880, 2 at $890, $970, $S70; (6) 
%-ton panel, $570. °47 SD (8) 2-dr., 
$610. °'46 Deluxe (8) 2-dr., $455. 

HUDSON—’50 (6) 4-dr., $1,050. ‘49 Com- 
modore (8) 4-dr., $1,010. ‘46 Super (6) 
sedan, $360. 

KAISER — ’51 sedan, $1,100. °49 sedan, 
$750*. 

LINCOLN—’49 Cosmopolitan sedan, $1,010. 

MERCURY—’51 club coupe, $1,890, $1,- 
825*. '49 4-dr., $1,030, $1,010. 

NASH—’46 Ambassador sedan, $400; (600) 
sedan, $480. 

OLDSMOBILE — ’50 (76) sedan, $1,400*; 
(88) club sedan, $1,380*. °'49 (88) sedan, 
$1,220*. °47 (98) sedan, $680*. °42 
(76) sedan, $330. 

PACKARD—’'51 (300) sedan, $1,700*, °50 
Deluxe sedan, $1,200*. ‘40 conv., $150. 

PLYMOUTH—’50 Deluxe 2-dr., $1,060. ‘48 
Deluxe sedan, $670. ‘47 Deluxe 4-dr., 
$700. 

PONTIAC — ’'51 (8) Catalina, $2,150*; 
Chieftain (8) 2-dr., $1,900*. '46 SL (6) 
2-dr., $740. °41 (6) 4-dr., $150, °40 (6) 
2-dr., $250. 

STUDEBAKER —~37 4-dr., $100. 

WILLYS — °47 station wagon, $610. ‘45 
Jeep, $330. 


CHARLOTTE, N. C. 


(E. M. Stafford, Inc. Sale every Wed- 
nesday. Prices are for sale of Jan. 9.) 


(Prices eased upward on most clean of- 
ferings. Bidding indicated retail sales on 
the upswing. Sold 128 units out of 160 
offerings.) 

BUICK—’50 Super sedan, $1,690*; Special 
sedan, $1,305*, $1,150. '49 Super sedan, 
$1,325*. '47 Super 2-dr., $765 

CADILLAC.--°46 (62) 2-dr., $800*. 

CHEVROLET—’51 SL Deluxe sedan, §$1.- 
650, $1,580. ’50 SL Deluxe sedan, $1,375. 
$1,360, $1,350, $1,325, 2 at $1,250. °49 
FL Deluxe sedan, 2 at $1,180, $1,155, 
$1,140, $1,110, 2 at $1,080, $1,065, $1,- 
000. °48 FM sedan, $905. '47 FL sedan, 
$865, $855; FM sedan, $800, $765, $600; 
SM sedan, $640. '46 %-ton pickup, $425, 
$295. 

DeSOTO—'42 Custom sedan, $230. 

DODGE—’50 Coronet sedan, $1,250; Way- 
farer sedan. $1,060. ‘49 Wayfarer sedan, 
$960. '48 Custom sedan, $925. '47 sedan, 
$705. 

FORD—’51 Deluxe (8) sedan, $1,550; Cus- 
tom (8) sedan, $1,950*; Custom (6) se- 
dan, $1,305; %-ton pickup, $1,410. ’50 
Custom (8) sedan, $1,400, $1,300, $1,- 
275, $1,215; Deluxe (8) sedan, $1,000; 
Custom (6) sedan, $1,150. '49 Custom 
‘S) sedan, $1,075, $875; Deluxe (8) 
sedan, $1,000; Deluxe (6) sedan, $770 
‘48 SD (8) sedan, $730; 1%-ton truck 
$700. "47 SD (8) sedan, $840, $660. ‘46 
Deluxe (8) sedan, $555. $530. 

NASH—’'50 Rambler conv., $1,075 

OLDSMOBILE—’50 (88) sedan, $1,450* 

PLYMOUTH—'50 Deluxe sedan, $1,275, 
$1,185. '48 conv., $660. '47 Deluxe sedan, 
$720 

PONTIAC—’51 Chieftain (8) sedan, §$2,- 
045*; (6) Catalina, $2.110*, '48 Torpedo 
(8) 4-dr., $1,000, $840 

ee - "48 Land Cruiser sedan 
750. 





DENVER 

(Denver Auto Auction, Inc. Sale every 
Tuesday at Littleton, Colo, Prices are for 
Sale of Jan. 8.) 

(Demand and percentage of sale was 
best in months but prices were about 
same as last previous sale, Dec. 18, 1951. 
Sold 204 units out of 263 offerings.) 
BUICK—’51 RM sedan, $2,085*; Special 

sedan, $1,870". '50 RM sedan, $1,660*, 

$1,675*, $1.710*, $1,820*; Special sedan, 
$1,160, $1,245*, $1,375*. ‘49 Super se- 
dan, $1,265. '48 Super sedan, $775, $950. 

17 Super sedan, $600, $895. 
CADILLAC—’'51 (62) sedan, $3,530*, $3,- 
675*. ’50 Coupe de Ville, $3,420*; (62) 
edan, $3,000*. '49 (62) sedan, $1,855", | 
$2,005*, $2,275*. } 
HEVROLET—'51 1%4-ton truck, $1,600; 
;-ton pickup, $1,490; 4.-ton pickup, $1,- 
75; FL Deluxe sedan, $1,440. '50 Bel- 
\ir, $1,585, $1,590*; SL Deluxe sedan, 
$1,155, $1,220, $1,270, $1,275, $1,360, 
1,370; FL Deluxe sedan, $975, $1,000, 
31.050, $1,060, $1,100. '49 SL Deluxe 
edan, $900, $935, $1,055, $1,065, $1,145 
18 FL aerosedan, $755, $895 '47 FM 
edan, $605, $610, $675, $765, $795. ‘42 
» sedan, $220. ‘41 MD sedan, $365 
$395. 

HRYSLER ‘51 Imperial Newport, §$2,- 
990°; NY sedan, $2,465*; Windsor se- 
an, $1,755", $1,935*, $2,040*, $2,070", 
2.090*. '50 Royal sedan, $1,400*, $1,- 
155*. '49 NY sedan, $1,295*, $1,300*. °47 
NY sedan, $565*, $645*, $695*, $725* 
DeSOTO—’52 Custom sedan, §$2,270*. '51 





~ 


~ 





| LINCOLN—'51 Cosmopolitan sedan, §2,- 


tom (8) sedan, $990, $1,105, $1,205, $1,- | MISCELLANE 
235 


LOUS—'50 International 


4- sedan, $775 
$585 48 GMC '4-ton pickup, 


OPS Eases Rule 


| 

23 $1,335; Custom (6) sedan, $835 ton pickup | STUDEBAKER—’50 Champion RD sedan, 

$910, $950, $955. °49 Custom (8) sedan, $595 | $1,110. ’42 Champion sedan, $130 

$905*, $920*, $925*, $945, $1,005*, $1,- | ora 4 re 3 er QO R Ts] ] > Mz k . 

050*; Custom (6) sedan, $760, $825, $830, N. PLAINFIELD, N. J | WILLYS—'48 Jeep station wagon, $725. n esaie Viarku ps 

$885. ‘48 (8) sedan, $570, $640, $730, rie ce eee a ? a 

$790, $810, $820. ‘46 (8) sedan, $465, (Lebanon Auto Auction. Sale every | DANY ILLE, VA, WASHINGTON. OPS has 
wuARkE 1 Vagabond $1440". Wednesday. Prices are for sale of Jan. 9.) (Danville Auto Auction. Sale every Wed- amended its regulation governing 

é ues « é é 340 | . A . 
HUDSON—'51 Suser (6) ‘sedan, $1,585°.| .,. Market steady and appears it will | nesday. Prices are for sale of Jan. 9.) sales by resellers of machinery and 

ae Mana TAS tee me ain ears | Start on the upswing after the holiday | (Volume near normal again. Sold 50 lated . 

49 Super (6) sedan, $905*, $910, $975.| giowdown. Sold 56 units out of 95 of- - § related manufactured goods. to 


‘46 sedan, $410 ferings.) 
KAISER—'49 sedan, $535. ‘48 sedan, $360. 4 


400*. 

MERCURY—'51 cony., $2,125°; sedan, 
$1,825*. °50 conv., $1,470*. '49 sedan, a 
$1,025, $1,040, $1,110, $1,130*, $1,210* $900. *47 
'48 sedan, $755. '46 sedan, $590. sedan, $605. 

NASH—’51 Rambler conv., $1,455*. ‘50 | CHEVROLET- 
(600) sedan, $1,050, $1,055*. °47 (600) 265, $1,250; 
sedan, $525. "49 FL Deh 


OLDSMOBILE—'51 (98) Holiday, $2,415*, sedan, $985, 





$2,485*. °50 (98) sedan, $1,595*, $1,655*, sedan, $760, 

$1,695*, $1,720*; (S88) sedan, $1,385", $645; %s-ton panel, $430. °46 FM sedan, | pickup, $305. 

$1,550. '49 (98) sedan, $1,250*, $1,280*, $475. 

$1,345*; (76) sedan, $1,015*. °47 (98) | CHRYSLER — °49 Windsor sedan, $1,310.| 250; 2-dr., $1,340; Custom 

sedan, $545*, $610*, $695*. °46 (66) se- '47 NY sedan, $810. $1,890; 2-dr., $1,510. °50 

dan, $645*. DODGE—’49 Coronet sedan, $1,250*. ‘48 business coupe, $1,050; % 
PLYMOUTH — '51 Cranbrook sedan, $1,- Custom sedan, $885, $850. $825. °49 Custom (8) 2-dr. 

ustom (8) sedan, $1,610*; SD (8) 2-dr., $800. °'47 


450, $1,510, $1,800; Savoy, $1,800. '50' FORD—’'51 C 


| 
UICK—'51 Super Riviera coupe, $2,250. | 
’50 RM Riviera coupe, $1,685; Special | 
sedan, $1,320, $1,300. '49 Super sedan, | 

$1,300, $1,250, $1,220. °48 Super a 2-dr., $1,310*; %-ton pickup, $875. °'49 
| 


units out of 87 offerings.) 
BUICK—'51 RM 4-dr., $2,00( 
| CHEVROLET—'51 SL Delux 
600*. ‘50 Bel-Air, $1,155; 


RM sedan, $690. '46 RM/ sL Deluxe 4-dr., $1,150, $1, 


2-dr., $800, ’40 Special 4-dr., 


allow normal pre-Korean markups. 
5 Under CPR 67, a reseller of ma- 
ir. $1,-|chinery and related manufactured 


). '47 Special 
$21 

e 4-¢ 
SL Deluxe | goods previously used the discounts 


080; SL Spe-| OF Percentage markups which he 


cial 2-dr., $900. '48 FM 4-dr., $800; FL | last realized during the period Apr. 


4-dr., $860; aerosedan, $9 


4-dr., $610, $705; club cot 
$710; SM business cou 


‘50 FL Deluxe sedan, $1,- 
SL Special sedan, $1,125. 
ixe sedan, $910; SL Special 





dr.., 


a ate FM/1 through June 24, 1950, in com- 
be’ $560. | Puting his ceiling prices. 


2 at $950, $920. ‘47 FL| CHRYSLER—'50 Windsor 4-dr., $1,495*. The new amendment permits the 
$700; FM sedan, $695, $665, | DODGE—’49 14-ton pickup, $600. '46 1-ton| reseller to determine his ceiling 


FORD —’51 Deluxe (S) business coupe, $1,- | price by using the highest percent- 





(8) Victoria, | age markup or lowest discount that 
an Pn he realized during the same period 
- “ > | . 

$1,015 '4a/Tather than his last markup or 


SD (8) club| discount. 





See what a Pittsburgh Store Front can do ? 














MODERN Pittsburgh Store Front has an 
A appeal that opens shoppers’ eyes . . . 
and their pocketbooks! It helps create an 
atmosphere of progressiveness .. . suggests 
to the public that here is an up-to-date busi- 
ness which will treat its customers fairly and 
courteously. 

To give their showrooms an inviting, up- 
to-the-minute look, many alert automobile 
dealers have modernized with attention-get- 
ting Pittsburgh Glass and Pittco Store Front 
Metal . . . and have won new customers, 
widened their trading areas, boosted their 
sales volumes. 

Why don’t you? 

And when you modernize, be sure to 
brighten up the interior of your showroom 


PAINTS 


G 


PITTSBURG 


FFORF.... just 


Metal. The inviting entrance features two He 


bacher, Morris & Taylor, Toledo, Ohio. 





too. For it’s the complete job that brings 
the biggest returns in increased business. 
Meanwhile. why not write for our free 
modernization booklet. “How To Give Your 
Store The Look That Sells”? It’s packed 


- ~~ ro 
Store Fronts 











a J 


-e oer err re er ee 





* GLASS - CHEMICALS - BR 


H PLATE me ey ee 


Pittsburgh Plate Glass Company 
2050-2 Grant Building, Pittsburgh 19, Pa. 


and Interiors 7 
by Pittsburgh = 


a showroom 


AFTER. .. it’s loaded with buy-appeal! 


MODERNIZED FOR MODERN EYES. These “before” and “after’’ photographs illustrate how effec- 
tively Pittsburgh Products can be used to give an old building a new sales personality. The modern- 
ized showroom in Toledo, Ohio, uses large panels of Pittsburgh Polished Plate Glass to show off the 
interior to the public. The division bars and sash are sturdy, lustrous Pittco De Luxe Store Front 


rculite Tempered Plate Glass Doors, with custom Pitts- 


burgh Free-Standing Door Frames, automatically operated by Pittcomatic Hinges. Architects: Sanzen- 





with information about specific Pittsburgh 
modernization materials, and examples of 
how other retailers have used these products 
to get the edge over their competition. The 
coupon below is for your convenience. 


—-----—--—---—~---------}] 


Without obligation on my part, please send me a FREE copy of 
your modernization booklet, “‘How To Give Your Store The 


That Sells.” 


ss 


USHES - PLASTICS 
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DeSoto Primes for New V-8 





Chicago Service Men Go to School— 


These service managers and mechanics from DeSoto-Plymouth dealerships are 


attending a school in Chicago for grounding in servicing the new DeSoto and its V-8 
motor which will be called the Fire Dome V-8 engine. Twenty-eight teams of instructors 
are conducting similar sessions throughout the nation. 





Field Force Hears Details in Detroit— 

DeSoto's regional and district managers recently attended a three-day conference 
in Detroit. Sessions were devoted to DeSoto's forward program with particular empha- 
sis on the introduction plans for the DeSoto 160-horsepower, eight-cylinder car. 
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Packard’s Macauley 


Guided AMA for 18 Years... 





Is Dead at 7 


(Continued from Page 1 


Macauley was “always helpful and _ shipments of Packard 
constructive” in his capacities as | + trucks overseas during World 
head of both the Automotive Manu-|War I was made possible through 
facturers Assn. and the Automotive |his enlargement of the truck divi- 
Council for War Production. |sion to outstanding proportions. 
“No man in the history of the} Engine development during his 
automobile industry gave more of |supervision at Packard earned the 
himself for the improvement of his|company’s engineers the title of 


industry than Alvan Macauley,” “Master Motor Builders.” During 
commented George W. Mason,|World War I, Packard built the 
president of the Automobile Manu-/first Liberty Motor, which later 


facturers Assn., and head of Nash.| powered the Shenandoah, first 


Funeral services and cremation 
were to be held at Clearwater. 
* + * 
OINING Packard in 1910 as gen- 
eral manager, Mr. Macauley be- 


came vice-president three years 
later and in 1916 was elected 
president. 


He was elected chairman of the 
board in 1939, retaining that office 
until 1948, when he resigned “to 
give the younger men the oppor- 
tunity of assuming director re- 
sponsibilities.” 

Out of deference to Mr. Mc- 
cauley, the post of chairman of 
the board was not filled. There 
is speculation now that in time 
President Hugh Ferry will be 
named chairman and head of the 
finance committee, with Leroy 
Spencer, executive vice-president, 
moving up to the presidency, 

It was while Mr. Macauley di- 
rected Packard that the company 
produced the Packard Six, the 
Eight, the “120” and the “Clipper.” 





Build your business with satisfied 


customers. 


Restore ‘new car’ performance with the same checking 


equipment used by the car manufacturers. 


of the 19 


car manufacturers 


USE 


ae 
BEAN 


Steering Service Equipment 


JOHN BEAN DIVISION 


FOOD MACHINERY AND CHEMICAL CORPORATION 
MICHIGAN 


LANSING 4, 


hr 


WHEEL ALIGNERS AND CORRECTION TCOLS @. WHEEL BALANCERS AND BALANCING 


TOOLS @ WEIGHTS @ STEAM CLEANERS @ CAR WASHERS e 


\ 





HEADLIGHT TESTERS 


Navy dirigible. 


It was at the request of the 
Army that Packard built the 
first specifically designed engine 
for a tank in 1924, when Packard 
was specializing in development 
of engines. 


Before joining Packard, Mr. 
Macauley at 25 became a patent 
counsel for National Cash Register 
|Co. in Cleveland and later became 
|head of the patent department and 
supervisor of inventions. 


He was with the register com- 
pany from 1895 until 1901, joining 
the firm while practicing as a 
patent attorney in Washington, 
D. C., after graduation from Lehigh 
and George Washington universi- 
ties. 


* * * 


FTER leaving National Cash, 

Mr. Macauley joined Burroughs 
Adding Machine Co. as assistant 
manager in St. Louis, then known 
as the American Arithmometer Co. 
Three years later he defied a move 
on the part of St. Louis politicians 
to block the company’s expansion 
plans, and transferred the whole 
Burroughs company to Detroit on 
a special train overnight. 


Mr. Macauley was elected to the 
Automobile Hall of Fame in 1946, 
and in 1948 he was honored in New 
York by the Automobile Oldtimers 
with a “distinguished service cita- 
tion.” 








W. O. Briggs Sr., | 
Briggs Founder, | 
Dies at 74 | 


MIAMI, Fla. — Walter O. Briggs 
sr., 74, founder of Briggs Mfg. Co., | 
|Detroit, and its board chairman | 
since 1926, died at 
his home Thurs- 

day morning. 

Mr. Briggs had 
been ill for years. 
His son, Walter 
O. Briggs jr.; 
Mrs. Briggs, and 
Most Rev. Allen 
J. Babcock, auxil- 
iary bishop of De- 
troit, were with 
him when he died. 

Mr. Briggs en- 





W. O. Briggs Sr. 
tered the automotive field in 1907, 
when he was employed by Everitt | 





Mfg. Co. as a body trimmer. In 
1914, when Everitt left the company 
to start the Everitt-Metzger-Flan- | 
ders Automobile Co., Mr. Briggs 
bought Everitt Mfg. and out of it | 
Briggs Mfg. Co. was born. 

As sole owner of the Detroit 
Tigers and Briggs Stadium, Mr. 
Briggs was well known to Detroit | 
j}and the baseball world. He was| 
jalso a director of many Detroit 
industrial and financial institutions. 

Funeral services will be held to- 
day (Jan. 21) in Detroit, with 
Bishop Babcock singing solemn 
requiem Mass at Blessed Sacrament | 
Cathedral. 

K. T. Keller, Chrysler Corp. 
| chairman, declared Thursday that 
|Mr. Briggs “not only was one of 
the great pioneers in the automo- 
|tive business, but he also was a} 
| wonderful man to work with.” 

“We had many years of pleasant | 
experience with him, and we shall | 
miss him very much,” Keller stated. | 





| 


* + * 


Fred Ellison 

GRAND RAPIDS, Mich.—Fred Ellison, | 
56, auto designer, died Dec. 8 here at But- | 
terworth hospital following a heart attack. | 
Mr. Ellison was a partner in the firm of | 
Ray Dietrich, Inc., manufacturer of cus- | 
tom-built cars. His designs had resulted | 
in specially-built autos purchased by nota- | 








car dealer 





Alvan Macauley ‘ 





bles, among them an Indian princess an 
President Truman 
* * * 


Howard Lockwood 


KINCAID, Kans. - Howard Lockwood 
73, Chevrolet dealer here for many years 
died unexpectedly Jan. 9, following a heart 
attack. At one time he was Ford dealer 
in Kincaid, before he became a Chevrolet 


| dealer. 


- * * 


Clifford H. Johnson 


AMARILLO, Tex.—Clifford H. Johnson 
former Ford dealer in Texhoma, Okla., died 
in a hospital here Jan. 10. In partnership 
with his brother, E. E. Johnson, he was 
the oldest auto dealer in the Texas - Okla 
homa Panhandle until ill health forced his 
retirement two years ago, 

* * * 


Arthur W. Knight 
ST. PETERSBURG, Fla. — Arthur W 
Knight, 75, a retired automobile dealer 
from Bangor, Me., who came here 17 years 
ago, died Jan. 7 in a local hospital. 
* * * 
M. O. Harrison 
CORONA DEL MAR, Calif.—M. O. Har 
rison, 53, Los Angeles auto dealer, died of 
a heart attack at his home here Jan. 9 
* * * 


M. I. Hendricks 


OKLAHOMA CITY. M. I. Hendricks 
89, who opened one of the first Chevrolet 
dealerships in the Chandler (Okla.) district 
in 1925, died here Dec. 31 at the home 
of his daughter. 

* * * 


Edward T. McCarthy 


BRIDGEPORT, Conn.—Edward T. Mc 
Carthy, 55, vice-president and comptroller 
of Casco Products Corp., succumbed to a 
heart attack Jan. 14 at St. Vincent hos- 
pital. He joined Casco in 1943. 

* * * 


Ted Griffin 
Ted Griffin, 41, local used- 
and president of the Missouri 
Used Car Dealers Assn., died last week 
Owner of Ted Griffin Motors, Griffin was in 
the auto business for 15 years 

* * * 


Dan C. Coppin 
JEFFERSON CITY, Mo.—Dan C 


ST. LOUIS 


Cop 


pin, 40, Lincoln-Mercury dealer here for 
five years, died last week from a heart 
attack. He sold the dealership about six 


months ago and had operated a car rental 
agency since then 








THE MARKET’S WIDE OPEN for 
this new wonder cloth that prevents 
Fog, Mist, Steam from forming on 
windshields and windows. A quick- 
sale, big volume item, with a year- 
‘round market, priced to sell at 39¢. 
One dozen cloths attached six on 
each side of an attractive display 
card. If your jobber cannot supply, 
please order direct from: 
Las-stik Mfg. Co., Hamilton, Ohic. 


SHOO-FOG CLOTH 


Made by the maker of the origina! 
wax-treated auto polishing cloth: 
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Lower Volume Fails to Revise Distribution of °51 Output... 
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Independents Keep Their Share 


(Continued from Page 2) 


ercent represented a drop of 3.48 
percent from the year before. 


With the exception of Stude- 
baker, no independent car manu- 
facturer accounted for as much 
a share of total 1951 car produc- 
tion as has been dealt out to it 
by NPA for 1952, after Apr. 1. 
After Apr. 1, most independent 
car makers will be allowed to build 
a greater percentage of total car 
output than they managed to ac- 
count for in 1951. Studebaker’s 
share of total car production will 
suffer a .04 percentage cut. 

In contrast, GM’s share of total 
car output in 1952, under NPA reg- 
ulations, will drop from 42.30 per- 
cent to 41 percent. Chrysler and 
Ford face similar drops—Chrysler, 
from 23.02 percent to 21.43 percent; 
and Ford, from 21.85 percent to 21 


percent. 


* > + 


— Chrysler appears to} 
suffer more than Ford because | 
of preferential treatment granted | 


Chrysler on material allotments in 
1951 to offset the effects of a pro- 
longed strike in 1950. 

And on the whole, 
Big Three output shares, NPA ap- 
pears to have taken into account 
how production was split up by all 
makers in 1948. In 1948, GM ac- 
counted for only 40.04 percent of 
total car production; Ford 19.11 
percent, and Chrysler, 21.19 percent. 

Kaiser-Frazer has been granted 
authority by NPA to build 2.47 
percent of total U. S. car produc- 
tion in 1952, after Apr. 1, as com- 
pared with a 1.86 percentage for 
K-F last year. 

K-F is obviously getting some 
recognition for building 4.64 per- 
cent of all the cars produced in 
1948, even though its percentage of 
industry dropped to 1.13 percent in 
1949 and was only 2.21 in 1950. 


x * * 
— also appears to be get- 
4 ting credit for its 1948 achieve- 
ments, when it accounted for .71 
percent of all the cars built. Start- 


ing Apr. 1, Crosley has been as-| 


signed a .21 percent rating, as 
against a 1951 share of .09 percent, 
and .11 percent in 1950. 

NPA has decreed that Hudson 
may build 2.93 percent of all the 
ears produced in 1952 after Apr. 
1. Hudson accounted for but 1.75 
percent of all car production last 
year, as against 2.15 percent the 
year before, 2.79 percent in 1949 
and 3.67 percent in 1948. 

After Apr. 1, Nash will be allowed 


Packard Officials 
Meet Field Aides 


DETROIT. — Thirty officials of 
Packard’s field offices held a two- 
day work conference here with fac- 
tory executives on the company’s 





current and future merchandising 


programs. 
Topics presented at the meeting 
covered all phases of field opera- 


tion, including sales, budget control, | 


business management, service, sales 
promotion and advertising. 

The meeting was under the direc- 
tion of C. E. Briggs, Packard gen- 
eral sales manager, and his assist- | 
ant, Roy Abernethy, and was at- | 
tended by managers and their aides | 
from the company’s domestic sales 
zones. 


Roadeo Champ 
Feted by White 


CLEVELAND. — The Supervisors 


in shaving | 


|to build at least 3.45 percent of all 
| cars produced, as compared with 
|ratings of 3.01 percent last year, 
| 2.85 percent the year before, 2.79 
;percent in 1949 and 3.03 percent in 
| 1948. 

| * * * 

RANTING Nash a greater in- 

crease in percentage of output 
after Apr. 1 was undoubtedly in- 
fluenced by Nash’s greater concen- 
tration on smaller car output in| 
recent months. 

Packard’s share of industry out-| 
put has been set at 2.15 percent, 
effective Apr. 1, as compared with 
1.42 percent in 1951 and 1.08 per- 
cent in 1950. However, Packard’s 
previous postwar ratings were high- 
er, 2.04 percent in 1949 and 2.53 
percent in 1948. 

Studebaker’s 1952 percentage of 
industry rating after Apr. 1 is 
lower than any it has achieved 

in postwar, with the exception of 
1950. Studebaker accounted for 
a 4.17 rating in 1951; 4.03 percent 





in 1950; 4.45 percent in 1949, and 
4.24 percent in 1948. 

Stepping out of its role as pri- 
marily a builder of commercial ve- 
hicles, Willys-Overland has been 
given a 1.21 percentage rating on 
car production, effective Apr. 1. As 
a car builder, Willys-Overland’s 
percentage of industry has dropped 
steadily in recent years as follows: | 
.53 percent in 1951; .57 percent in 
| 1950; 4 percent in 1949, and .84 
|} percent in 1948. 


\Nash Renbiler Entered 


In Monte Carlo Event 


NEW YORK.—A Nash Rambler 
has been shipped overseas for entry | 
in the Monte Carlo Rally. The car 
jis a black Country Club hardtop 
convertible. 
| Shipment of the Rambler was | 
\made by Richard W. Lace, vice-| 








() \ 


ES s~Purt the Skids 
under Overtime Costs! 


Gain more production time in your 
factory by utilizing American Airlines 
Airfreight! We’ll show you how it 
actually saves money as well as time. 





For further information, wire us collect- 
American Airlines, Cargo Sales Division 
100 Park Ave., New York 17, N.Y. 








|president of Nash Eastern, Inc. 
Nash outlet here. Lace said the | 
|Rambler had been entered in the) 


levent by a Jacques Dewez. | TIVvi 

















For Big Profits in this op ia Market, Steal 


mi O9- Ja 


hema * 


OVER HALF THE CARS 
WEED NEW SHOCK ABSORBERS 


“eh ee oe 





Wondering how new-car and truck production and sales are making out? 
VE NEWS gives you the entire story every wee throughout the year. 





Mac’s eye for a pretty figure is about to 
put him in the hole—but figures on 
Monroe Shock Absorber replacement 
sales are putting many dealers and serv- 
ice station operators right on top of the 
world! With car owners becoming more 
and more “shock absorber conscious’, 
and with more cars than ever using 
direct-acting shocks, practically every 
driver who comes in is a shock absorber 
prospect—or soon will be. And remember 
—it’s easy to sell customers on replacing 
with new smoother riding MONRO- 
MATICS! 

Why don’t you join the profit parade? 
See your jobber or write the factory for 
complete information about fast-selling, 
money-making MONRO-MATIC 
Shock Absorbers. 





Guaranteed 
for 1 year 
or 12,000 

miles. 





AUTOMO- 





MONEG: MATT SHOCK ABSORBERS 


club of White Motor Co. honored | 





Alex Adamski, National 
Roadeo champion in the tractor- 
tandem axle trailer class, at 
annual banquet last week. 
Adamski won the title driving a 
White truck at Chicago in October. | 
Speaking at the banquet was Ted 
V. Rodgers, honorary chairman of 
the American Trucking Assn., and 
founder of the Roadeo event. 


Palmetto Gets Hudson 
Palmetto Motors, Charleston, 


S 
dealer there. Fred H. Medlin is 
president and Harold W. Sanford 
vice-president of the dealership. 


Truck | 


its | } 


C., has been appointed Hudson) 


There are more than 20 million cars on 
the road today with direct-acting shocks 
—and more than half of them need re- 
placements now! Don’t miss this big prof- 
it opportunity. Be sure to check the ride 


— Wor 


Monroe, Mich. 





control equipment on every car that you 
service. When replacing shock absorbers 
always install MONRO-MATICS, the 
amazing new shocks with automatic 
adjustment for all loads and roads. 





MONRGE AUTO EQUIPMENT CO. 


Id’s Largest Maker of Ride Control Products 
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By Bob Finlay cars on the floor that are not 


ment and a few days later sees 
his prospect driving a competitive 
make.” 





not return until the dealer has 


* os ; 
M e r c h an d 1 Sl n McKinney says he believes that 
£ aggressive salesmanship will make 
any type of conditions better for 
the dealer, but it is hard to stir * ’ 
Memos to Dealers |up a lot of enthusiasm when there 
jare no cars on the floor 
“Hard-hitting salesmanship will / VA af 
i | 4 iP - . 


readily sold,” McKinney says. 





“It takes merchandise on hand 





NJOTICED a quote the other day 
1‘ from Bertram Lewis, dealer 
consultant: 

“Corny advertising may attract 


attention—but it doesn’t build re-|chance to keep. your car young in|to start selling. 


spect.” : |1952. From fixing a dented fender, “The condition of the business 

And that’s a darned good point. |_to doing a complete overhaul-— | since the war makes everyone want 
But we know of some dealers | we're the folks to do the job.” to wait for the buyer to come in 
who have ppt roa Hye in a ee rather than go out and hunt one 
ee 61 Mow Mack Pash? up.” 


tions as dealers. 
That may prove only that you 
can’t live on corn alone. Such de- 


f that needs to be sold to generate | 
we have been r keeping James- enthusiasm for selling, even though | 
town’s cars in first class running | next month’s new-car quota re-| 
order. mains unsold. It is human nature 
“We hope you'll give us the/to wait until they are on the floor 


* * * 





] L. McKINNEY (Chevrolet) in , 
U * Marshall, Mo., says that pres- Ah, Youth 


vices can only attract attention,|ent sales conditions are a lot easier bgp perennial quest for youth is Wilkie Buick in Phila. at Night 


give you a chance at customers. than those he knew in prewar days. 


If you don’t make good with 
the customers, you might as well be 
operating a one-night stand. 

Backbone of any dealer busi- 
ness is a firm policy of good 
products and services, pleasantly 
dispensed at fair prices. 

If you’ve got the foundation, you 
ean afford a little corn. If you 
haven’t, you are on the road to} 
obsolescence. | 

* * * } 
Daddy’s Steamer 

EW EAGLE MOTORS, in 

Jamestown, N. Y., marked the 
beginning of 1952 with an unusual 
newspaper ad which emphasized 

that the firm has been providing 
service in the Jamestown area for 
38 years. 

The ad carried sketches of four 
early model automobiles and the 
theme: “Ready to Serve You Again 
in 1952.” 

Copy continued: “We took care 
of your Daddy’s Baker Electric 
and Stanley Steamer ... maybe 
even your Grand-Daddy’s Pope 
Toledo. For many, many, years 


Ford Fleet Aides 
Map 752 Plans 
At Annual Parley | 


DEARBORN, Mich.—The annual | 
national conference of Ford car} 
and truck fleet sales and service | 
representatives to review fleet pro- | 

| 
| 








grams and policies has been con- 
ducted at the Ford merchandising 
school here. 

James J. Larkin, fleet sales man- 
ager, said the theme of the confer- | 
ence was to improve services both | 
to Ford dealers and fleet operators 
by the 34 representatives and five | 
assistant national fleet sales man- | 
agers attending the meetings. 

The five-day program covered) 
merchandising, sales promotion, 
distribution to fleet owners, use of 
sales tools, service operations and | 
responsibilities in the field. 

At the sessions, Larkin reviewed 
objectives of fleet sales and service 
operations and relations with fleet 
accounts, and discussed sales pro- 
grams for 1952. 

I. L. Pierce, assistant fleet sales 
manager, covered organizational 
functions, and R. H. Lanpher, su- 
pervisor of the special equipment 
section, outlined procedures in| 
handling dealer special orders. 

The service department’s part of 
the conference was under the direc- | 
tion of Carl T. Doman, national 
service manager for the division. It | 
covered service contacts with fleet | 
owners in the field and reviewed | 
actual service operations. 


Bendix Radio | 


Opens in Detroit | 


DETROIT.—Bendix Radio divi-| 
sion of Bendix Aviation Corp, has| 
opened offices here, according to) 
R. B. Barnhill, manager of mobile | 
sales for the division. Barnhill said 
that establishment of Detroit of-| 
fices would enable Bendix to work | 
more closely with auto manufac-| 
tures in the design and production 
of auto radios. 

The office, located at 261 Mc- 
Dougall Ave., will be managed by 
V. C. Judd, district sales manager. | 
In addition to auto radio sales, the | 
Detroit office will also handle a line 
of mobile communication systems, 
recently developed by Bendix. 








given a boost by this slogan 
“ <4 ac 
PP in op” Sadiinay anion yoy Motor Co. (Packard), — ornate night view of a ene Caen is that of Wilkie oe. 
adays sales are lost because the | “Come in and let us show you Philadelphia. Martin H. Bury, head of the firm, is known by many as an automotive 
salesman does not follow up his how young you can feel behind the| Philosopher. He gives his views in an advertising column, which has won extensive 
prospect, but takes snap judg- wheel.” readership, in local newspapers. 


148 out of 170 


Purelube improves 


Men from car dealer service departments— 
the men who know automotive engines best— 
make “hidden name” test in three cities. 





How this test was made. Last Fall, in Why this test was made. Pure oi wanted 


Chicago, Atlanta and Indianapolis, a leading _ to find out whether motor experts would rec- 
independent research organization got 170 ognize, in their own cars, what scientific labor- 
experts from car dealer Service Departments tory and road tests already had proved, 
—mechanics, service managers and shop fore- namely: 
men—to run their personal cars for the period That Purelube, the sure motor oil, is super- 
of one normal oil change on an unidentified ior in the whole combination of qualities 
motor oil. needed to keep an engine clean, efficient, 
Then these experts were asked to report longer lasting. These qualities are: high V-I, 
the effect, if any, on engine performance. low stable pour point, detergent cleansing 
The unidentified motor oil used in the test action, and resistance to oxidation and bear- 


was Purelube, the sure motor oil. ing corrosion. 


FREE SERVICE HELPS! 


If you stock Purelube or any of the lubricants in Pure Oil’s com- 
plete car dealer line, Pure Oil’s proved Business-Building Plan 
for Car Dealers will provide you with: 


@ PURE SERVICE MANUAL —gives step-by-step 
lubrication procedures. 


@ PURE LUBRICATION CHARTS — easy-to-follow 
serviceman’s views. 


@ PURE MASTER SERVICE LOG—practical, easy 


to-use record forms, 
Be sure with Pure 
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CF TUESDAY morning, Jan. 29, 
A, D. 1952, at 8 a.m. (daylight 
saving) several hundred good men 
who have been active retail dealers 
in new automobiles for 30 years or 
more will sit down to breakfast in 
New York, and before they pay 
their own checks they will have 


become members of what may be. 


known as the “30 Year club”... 
in addition to being members of 
the National Automobile 
Assn. 

The concession pertaining to pay- 


| 
| 





Dealers|. . . 


ment of breakfast checks will con- | 


form with that ancient doctrine of 


the four freedoms ... life .. . lib- 
erty ... appetite ... and the pur- 
suit of your own waiter, upon 
which this nation was founded 
They will not be Republicans, 


Democrats or campaign fund col- 
lectors, but just true Americans. 

Since any old medicine man 
likes to be nice to young fellows, 
just trying to get along, I'll recall 
some events that have taken 
place between Jan. 1, 1922, and 
Jan. 1, 1952. It may spark the 
conversation. Surely all will “re- 
member when.” 

1922... Ford bought the Lin- 
coln at receiver's sale . . began 
production of higher priced cars... 
Rickenbacker introduced four-| 
wheel brakes. 


* * 
All-Steel Bodies 
N 1923... Dodge offered all-steel 
closed bodies . . . Zeder, Skelton 
and Breer joined Walter Chrysler, | 
chairman of the Maxwell-Chalmers | 
board, to develop the Chrysler car | 
Alfred P. Sloan jr. became 
president of General Motors . 
Ford production exceeded 2,000,000 
Buick built its millionth car 
. . Walter Flanders and William 
D. Packard died. 


* 


.| Taylor appointed 
acting director of the new setup. | 


high compression light six .. . 
W. S. Knudsen became president 
of Chevrolet . Nash bought 
Lafayette ... Ford produced its 
ten-millionth car. 

1925 Maxwell-Chalmers reor- 
ganized as Chrysler Corp. ... Paul 
Hoffman becomes vice-president of 
Studebaker Elwood Haynes, 
Joe Cole and Harry Lozier died. 
Ford building 9,000 vehicles a day. 

1926 . . . Pontiac introduced as 
companion to Oakland . . . General 
Motors bought Fisher Body 


Materials Office 
Formed by SDPA 


WASHINGTON.—-An “office of 
materials” to protect small com- 
panies from hardship arising frém 
the government’s allocation § of 
scarce metals was created last week 
within the Small Defense Plants 
Administration. 

SDPA Administrator 
Roger E. Allen 
Under the Defense Production Act 
materials may not be allocated 
without advance consultation with 


1924 .. . Chrysler produced the |Taylor’s agency. 


Report that their own personal cars run 
smoother... quieter... more powerfully 
on Purelube. More economically, too! 


What this test reveals. The test experts drove 


their personal cars—18 different makes in all—a 
total of 162,962 miles. And, in their final reports, 
148 of the 170 said Purelube improved their engine 
performance in one or more ways. Specifically: 


73 percent noted engine ran smoother. 


66 percent noted engine ran quieter. 


42 percent noted engine had more power. 


35 percent noted lower oil consumption. 





39 percent noted lower gasoline consumption. 


(Complete test data and statistics on file.) 





Telford | 
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Ford started the five-day week . . | 


decided to discontinue the Model T, 
after building 15,000,000 of them. 


+ * 4 
LaSalle Debuted 
i. 1927 . Cadillac introduced the | 
LaSalle .. . Graham-Paige suc- 


ceeds Paige-Detroit .. . Studebaker 
celebrates its Diamond Jubilee . . . 
Ford halts’ production for six 
months to prepare for Model A... 
General Motors paid shareholders 


_ | $134,836,081 in dividends . . . Share 
of total industry production rose 
from 19 percent to 43 percent. 


Chrysler paid $10,000,000 to stock- 
holders. 


1928 . Chrysler bought the 
Dodge for $146,000,000 . . intro- 
duced Plymouth and DeSoto . . 


Buick celebrates silver anniversary. 
1929 . . . Industry production 
exceeds 5,000,000 vehicles ... Ford 
raised wage scale to average $7 
per day ... Chevrolet reverts to 

| six-cylinder engine ... Nash of- 
fers an eight for the first time 
- - « David Dunbar Buick and 
Walter C. White died. 


1930 Cadillac offered V-16 
and V-12 Chrysler produced 
an eight ... Plymouth now sold 


service experts say 
engine performance 


yt 





THE SURE HEAVY DUTY OIL FOR PASSENGER CARS 
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by Chrysler, DeSoto and Dodge 
| dealers, 
| * . 


| 

‘Oakland Bows Out 

se 1931 .. . Oakland discontinued 
3uick adopts eight-cylinder 

.. . Industry completes 50,000,000th 

motor vehicle. 

1932 ... Chrysler spent $9,000,- 
000 to retool for Plymouth six. . 
| H. M. Leland, Alexander Winton, 
Hugh Chalmers, Fred Duesenberg 
and Ray Graham died. 

1933 ...C. L. McCuen is made 
general manager of Oldsmobile .. . 
M. E. Coyle, g. m. of Chevrolet... 
Harlow H. Curtice, g. m. of Buick 
oe Harry J. Klingler, g. m. of 
Pontiac. 
1934 .. Chevrolet produced its 
10,000,000th car ... celebrates 23rd 
anniversary. 


* * * 


Hoffman Heads Studebaker 


N 1935... Paul Hoffman becomes 
president of Studebaker . 
Harold S. Vance named _ board 
chairman ... K. T. Keller, presi- 


Ford intro- 
John 


dent of Chrysler... 
duces Lincoln-Zephyr 
Willys died. 

1936... Nash Motors is merged 
with Kelvinator Corp. ... Buick 
builds 3-millionth car ... Roy D. 
Chapin, A. J. Brosseau, E. R. 
Thomas, James Couzens and 
Henry B. Joy died. Nicholas Drey- 
stadt becomes general manager of 
Cadillac. 

1937 .. . Chrysler built more than 
a million cars and trucks this year 
... Howard Coffin died. 

1938 ... Ford spent 40 million for 
plant expansion and began produc- 
tion of the Mercury . .. Charles E. 
Duryea, builder of the first Ameri- 
can automobile in 1893, died. 

* * * 


Hydra-Matic Introduced 
N 1939 .. . Olds offers the “Hydra- 
Matic Drive” ... The 27,000,000th 
Ford and the 15,000,000th Chevrolet 
are produced. 

1940 ... W. S. Knudson, president 
of General Motors, becomes Direc- 
tor of Production for National De- 
fense . . . Walter P. Chrysler, 
Charles Y. Knight, Howard C. Mar- 
mon, Frederick J. Haynes, Freeland 
Stanley, Childe Harold Wills and 
Charles W. Matheson died. 

1941 . . . 4,000,000 Plymouths 
. . « 5,000,000 Dodges and 30,000,- 
000 Fords have been produced... 
Fred J. Fisher and Louis Chevro- 
let died. 

1942... Feb. 9... all automo- 
bile companies halt production of 
civilian passenger cars . . . March 
3... production of civilian trucks 
halted . Gasoline and car ra- 
tioning . . . Buick and Nash-Kelvi- 
nator build Pratt & Whitney en- 
gines . . . Ford builds bombers at 
Willow Run... Chrysler starts a 
| $40,000,000 tank building expansion 
program .. . Cadillac is 40 years 
old ... Pontiac first manufacturer 
to win Navy E Award. Year’s pro- 
duction of arms, $4,665,000,000 by 
| the industry. 

* 





* * 


Driving Restricted 

N 1943 ... Passenger cars pro- 

duced this year . . . exactly 139 
|. . . 669,689 trucks and buses .. . 
|non-essential driving is banned in 
17 eastern states. 

1944 Production this year, 
| exactly 610 passenger cars, 737,524 
jtrucks and buses. Basic gasoline 
ration reduced to two gallons a 
|week .. . Detroit region account- 
jable for 13.6 of nation’s war pro- 
{duction . . . Willys-Overland built 
'300,000 Jeeps . . . General Motors 
| 1,000,000 machine guns . only 
part of its output .. . 31,000 tanks 
ce 740,000 trucks . Pontiac, 
| Dodge, Chevrolet, and all the rest 
| with war production figures way up 
in the thousands. 

(If you ask me [Pll tell you 
that the men trained in the auto- 
mobile and aviation plants of 
America won World War IL) 
Well . you all know pretty 

|much about what happened since. 
P. S._-You guys have always been 
fair game for the vote-hunting 
politicians. Don’t be Caspar Milque- 
toasts ... they'll run like scared 
|rabbits if you get up your guts... 
They will tax you to death if you 
don’t show that old gazoompah. 
Don’t forget that you are vital fac- 
tors in the greatest business in the 
world . . . transportation. 

Millions of automobile owners... 
|and ... voters, are waiting for you 
to show your teeth. Square off, 
boys, now’s your chance... Do it 
before election day ... They are 
| hopin’ you won't. 








Three | New GM Convertibles 





Buick Roadmaster Highlights Changes— 


Changes in the 1952 Buick's styling are exemplified in the 1952 Roadmaster con- | 
vertible. Trimmed in top grain leather with door belt finishing moldings, instrument 
panel and steering wheel in matching colors, the convertbile is one of four Roadmaster 
models. 





Here's the New Cadillac Model— 


Five different interior trims are available this year with the open-air Cadillac. Two- 
tone blends on the upholstery are carried to the door-panel trim, in the center of 
which is mounted the Cadillac crest on chrome. 





"Royal Tone Styling’ for Chevrolet— 


The new Chevrolet convertible is available in 10 color choices, including a new tone 
called cherry. Leather and leather fabric are offered on convertible upholstery, while 
tops are available in five colors. 
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Crusade for Inspections 


mobile Dealers, Inc., has kicked off 
a campaign to show just how badly 
an auto inspection law is needed 
in the state. 

Almost immediately after the as- 
sociation outlined its program for 
|1952, it started waging the drive 
to get the law passed and pledged 
to make the issue “our primary ef- 
fort during the present legislative 
| session.” 
| The association, in a _ special 
bulletin, held to its long-time 


Radiator 


(Continued from Page 2) 


than the _ conventional 
type under _ intensive 
chemical companies. 

Monroe’s radiator is said to use 
only five pounds of copper, as 
against 20 pounds in conventional 
units. In addition, Monroe officials 
said, no tin or solder is used in 
fabrication. 

Monroe officials say the radiator 
is just as good or better than con- 
ventional radiators and can be 
produced just as cheaply. 

They forecast that it can be 
placed in production at 1,000 radia- 
tors a day in a pilot plant by mid- 
1952. Additional production, pre- 
sumably, could be licensed out to 
other manufacturers. 


Borchers Heads 
Dayton Dealers 


DAYTON, O.—B. J. Borchers jr. 
(Ford) has been elected president 
of the Montgomery County Auto- 
motive Dealers Assn. for 1952, suc- 
ceeding H. K. Raney (GMC truck). 
Other officers elected are Jack 





cellular 
tests by 


A. D. Shellabarger 
treasurer, and E. C. Crane, secre- 
tary-manager. 

Trustees are Raney, John Walker 
(Lincoln-Mercury), Jack Krieger 
(DeSoto-Plymouth), Ralph Rodgers 
jr. (Pontiac), Ed Stevens (Buick), 
Robert Shannon (Buick) and B. L. 
Penny (Oldsmobile). 








Current Output Running Below Quotas 


(Continued from Page 1) 


Nash-Kelvinator and head of the 
Automobile Manufacturers Assn., 
said the government was letting 
only one-half of 1 percent of the 
nation’s copper supply stand in the 
way of employment for nearly 100,- 
000 auto workers. 

He said the one-half of 1 per- 
cent represented the difference 
between 800,000 cars and 1,000,000 
cars in the second quarter. Ma- 
son charged that military re- 
quirements were being exaggerat- 
ed. 


“Materials for a million cars,” he 
said, “are only a drop in the 
bucket.” 

. * a 
N WASHINGTON iast’ week, 
Walter Reuther, UAW-CIO presi- 





Chicago Show 
Picks Its Theme; 
Space Sold Out 


CHICAGO.—“Motor Modes of 
1952” is the title of the spectacular 
revue to be staged in the central 
arena each afternoon and evening 
during the nine-day run of the 44th 
annual Chicago Automobile show, 
Feb. 16-24, at the International 
Amphitheater. 

In announcing the title, Frank H. 
Yarnall, show chairman, said last 
week that it was selected from 
among nearly 100 submitted. Inci- 
dentally, the man responsible for 
creating it was James F. Goodwin, 
president of the Chicago Automo- 
bile Trade Assn. 

Edward L. Cleary, show manager, 
reported a complete sellout of ex- 
hibit space, approximating 152,000 
square feet, adding that an “out of 
luck” waiting list of late applicants 
has developed. It was learned that 
one company applied for 2,000 
square feet of space after the sell- 
out. 





dent, again reminded defense offi- 
cials that each 100,000-unit cutback 
in car production means 50,000 lost 
jobs. Reuther demanded that NPA 
allow the auto industry to build 
1,000,000 cars and 250,000 trucks in 
each of the next three quarterly 
periods. 

While no official promise of 
early relief on materials came 
out of Washington last week, 
there was plenty of indication 
that defense planners and Penta- 
gon people were listening to the 
multitude of complaints. 

Rumors of a proposed change 
in the defense production program 
were whispered. Such a shift, it was 
said, might make more materials 
available for civilian production by 
April. 

It was speculated that military 
officials may have decided to yield 
to those who have been advocating 
that aircraft and arms output be 
spread over a longer period of time 


to ease demand on civilian supplies | 


of copper and aluminum. 
* * . 


S OF last week, all U. S. car} 


makers have been building be- 
low the rates necessary for the in- 
dustry as a whole to account for 
1,006,000 cars in the first quarter 
of this year. Exceptions were Stude- 
baker and Chrysler. 

It should be pointed out, how- 
ever, that Ford and Nash opera- 
tions cannot be gauged as yet with 
NPA-established rates, due to shut- 
downs for model changeovers early 
this month. 

Ford has experienced delays in 
getting all of its 1952 lines into 
volume production, but a general 
upturn is expected there this 
week. 

However, unless Ford’s produc- 
tion increase is sizeable,.car pro- 
duction will drop below the 300,000 
level for the second month in a 


row. Only 285,000 cars were built 
in December. 

January’s outlook is for 298,000 
cars and 102,000 trucks for a total 
of 400,000 vehicles. In January, 
1951, U. S. plants turned out 500,374 
cars and 126,638 trucks for a total 
of 627,012 vehicles. 


Murray N amed 
Willard President 


CLEVELAND.—Election of C. E. 
Murray as president of the Willard 
Storage Battery Co. was announced 
here last week. 
Murray, formerly 
executive vice- 
president, suc- 
ceeds S. W. Rolph 
who will continue 
as a member of 
the board of di- 
rectors. 

At the same 
time, the board 
elected D. N. 
Smith as execu- 
tive vice-president 





C. E. Murray 
and Jay S. Hudson as secretary. 
|Murray joined Willard in 1910. 


J. C. Van Allen, Williard’s man- 
ager of manufacturers sales, also 
has announced the appointment of 
L. P. McCarthy, 
Detroit, as _ east- 
ern division man- 
ager of manufac- 
turers sales. Mc- 
Carthy will be 
responsible for all 
sales of original 
equipment bat- 
teries to auto 
manufacturers in 
the Detroit area. 

; Smith, a director 
L. P. McCarthy of the company 
for several years, was formerly 
vice-president and comptroller of 
the Electric Storage Battery Co., 
Philadelphia. Hudson formerly was 
assistant to the executive vice- 
president. 








ALBANY.—The New York Auto- | 


Klyce (Studebaker), vice-president; | 
(Chevrolet), | 





New Yorkers Launch Vast Drive for New Law 
Similar to Pennsylvania’s 


conviction that a periodic inspec- 
| tion program based on Pennsyl- 

vania’s system of state-appointed, 
| privately operated stations is “by 
| far best for New York.” 

But, it asserted, the need for the 
jauto inspections is so great that 
\“we will go along with any work- 


jable system to get the law on the ~ 


| books.” 

As a starter in its battle for pas- 
|sage of the law, the group is send- 
ing out to all its dealers a booklet 
which briefly describes the system 
being used in Pennsylvania, its re- 
sults and statistics relative to the 
program. 


Ark. Postpones 
Parley to Sept. 


LITTLE ROCK, Ark. The 
Arkansas Automobile Dealers Assn. 
has postponed its annual conven- 
tion from April to September. 

Dates for the convention, which 
| will be held at the Arlington hotel 
|in Hot Springs, will be selected by 
|the dealers there. 

Wayne Chitwood and Raymond 
Clinton will be the committee mem- 
bers, with Prince Cook as chairman 
and Mrs. Cook in charge of wom- 
en’s activities. 





Oregon Firm Ruled Guilty 
In NLRB Violation 


SALEM, Ore.—David F. Doyle, 
NLRB trial examiner, has found 
Herrall-Owens Co., auto dealership 
here, guilty of unfair labor prac- 
tices. 

He directed the company to stop 
interfering with employes and AFL 
machinists. 





Auto Stocks 

Jan. Jan. 1951-52 

16 9 High le 

Chrysler 69% 69% 82% 65 

Crosley 2% 2% 5% 2 

GM 51% 51% 54 46 
| Hudson 13% 138% 20% 12! 
K-F 5% 5% 8% 55 
Nash 18% 18% 22% 175 
Packard 4% 4% 6% 4! 
Stude 33% 33% 35% 251 
Willys 10 9% 12 75 

Average 23.23 23.14 


Compiled from reports of trading on tl 
Y. Curb and N. Y. Stock Exchange 





NPA to Confer 
With Dealers 
On Thursday 


WASHINGTON. — The _ second 
meeting between the Office of Ci- 
villian Requirements of NPA and 
the New Automobile Dealers Indus- 
try Advisory Committee is sched- 
uled for Thursday, Jan. 24. 

Subjects on the agenda include 
replacement parts inventory and 
production outlook; equipment, au- 
tomotive batteries, vehicle produc- 
tion, with special reference to the 
percentage of industry ranking and 
amended M-68; Scrap order M-92, 
CMP regulations 5 and 7, and “How 
automobile dealers can best serve 
in case of allout war.” 

Nelson A. Miller will be the gov- 
ernment presiding officer. 

George Curtis, Lawrence Beer- 
man and Arthur Laney of the NPA 
motor vehicle division will be pres- 
ent, as will C. C. McWilliams and 
M. O. Oppenheim of the Office of 
Civilian Requirements. E. D. Mur- 
ray and Howard Way will repre- 
sent the electrical equipment divi- 
sion. 

According to Rex Greaves of 
NPA’s division of industry advisory 
committees, all members of the 





dealers’ committee have signified 
their intention to be present. 








Car, Truck Output Estimates 
| By Automotive News 


| PASSENGER CARS 


| (U. S. PRODUCTION ONLY) 


























| Week Week Jan. 1 Jan. 1 
Ended Same Ended dan., to to 
Jan. 19, Week, Jan. 12, 1952, Jan. 20, Jan. 19, 
1952 1951 1952* to Date 1951* 1952* 
CHRYSLER 18,539 20,583 18,343 47,588 48,300 47,5838 
Chrysler 2,388 1,337 2,249 5,966 3,107 5,966 
DeSoto ...... 1,805 1,862 1,665 4,562 3,321 4,562 
Dodge ... 4,914 5,924 5,088 12,986 11,724 12,986 
Plymouth ..... 9,432 11,460 9,341 24,074 30,648 24,074 
FORD 6,254 26,596 2,210 8,822 75,114 8,822 
Ford . 4,584 20,348 655 5,280 57,990 5,280 
Lincoln : 757 183 183 2,125 183 
Mercury ...... eae 1,670 5,491 1,372 3,359 14,999 3,359 
GENERAL MOTORS... 32,596 55,981 32,081 80,415 117,987 80,415 
Buick .......... OGRE 5,821 11,578 5,978 14,309 17,204 14,309 
Cadillac .. 1,630 2,412 1,448 3,078 6,466 3,078 
Chevrolet = 15,828 27,947 15,867 40,060 65,861 40,060 
Oldsmobile .. 4,205 5,837 3,880 9,782 8,647 9,782 
Pontiac , a 5,112 8,207 4,908 13,186 19,809 13,186 
KAISER-FRAZER 1,250 3,244 926 2,772 10,344 2,772 
Frazer oeche BR Rh 5s Se eae 
Kaiser 1,250 3,244 926 2,772 10,344 2,772 
CROSLEY 60 208 57 145 592 145 
HUDSON . 1,629 4,712 1,630 4,187 13,175 4,187 
NASH ......... 1,274 1,335 246 1,520 5,189 1,520 
PACKARD iibeosstivecsias 1,300 1,449 3,732 4,909 3,732 
STUDEBAKER a 4,680 6,016 4,658 12,098 17,150 12,098 
WILLYS-OVERLAND? 908 856 762 2,488 2,340 2,488 
Total Cars, U. S. . 68,640 120,831 62,362 163,767 295,600 163,767 
+Includes station wagons and Jeepsters. *Revised. 
COMMERCIAL CARS 
(0. S. PRODUCTION ONLY) 
Week Week Jan, 1 Jan. 1 
Ended Same Ended Jan., to to 
dan. 19, Week, dan, 12, 1952, Jan. 20, Jan. 19, 
1952 1951 1952* to Date 1951* 1952* 
CHEVROLET 5,916 9,353 5,748 14,994 25,594 14,994 
CROSLEY . 10 14 3 21 28 21 
|DIAMOND T.. 131 202 142 273 533 273 
DIVCO 80 120 80 192 320 192 
DODGE ..... 3,244 2,640 3,129 8,483 7,362 8,483 
FEDERAL . 60 72 38 98 120 98 
FORD 4,272 6,391 3,397 7,670 17,697 7,670 
iGMC . — 2,557 2,985 2,163 5,993 7,399 5,993 
| INTERNATIONAL 3,215 3,972 3,538 8,889 10,644 8,889 
MACK 220 411 240 594 1,093 594 
REO ..... _ 378 384 362 968 843 968 
STUDEBAKER 1,280 872 1,304 3,396 2,480 3,396 
WOE cee:..00:.... ate 324 350 309 874 898 874 
WILLYS-OVERLAND 1,986 1,514 1,964 5,413 4,119 5,413 
MISCELLANEOUS .. 312 268 312 798 764 798 
Total Trucks, U. S.... 23,985 29,548 22,729 58,656 79,894 58,656 
Total Cars, Trucks, 
7. &.. era ye 92,625 150,379 85,091 222,423 375,494 222,423 
Total Cars, Trucks, 
Canada .............. 7,033 8,681 5,771 16,014 24,012 16,014 
Grand Total, 
Cars and Trucks, 
U. S. and Canada...... 99,658 159,060 90,862 238,487 399,506 238,437 
*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Witeeee 
Drive, Sterling, Nash, ete, ™ = — 
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Frotest Area-Security Loss .. . 


Dodge Dealers Hit 
Contract Changes 


(Continued from Page 1) 





new agreement was discussed and |range a joint study and discussion 
considered and, relative to the proposed new agree- 

‘Whereas, it was the unanimous | ment by home office signatories of 
opinion of the above group that the |the Chrysler Corp., Dodge division, 
following resolution be adopted and | ang representatives of the dealers, 
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presented to the dealer factory re- 
lations council and to Messrs. L. J. 
Quellete and Clifford Bishop, chair- 
man of said council. 

“Now, therefore, be 
that: 

“1, The Dodge dealers here as- 
sembled are unanimously opposed 
to the proposed agreement for 
the reasons that said agreement 
is not fair to these dealers and 
jeopardizes the rights accruing to 
these dealers under the present 
existing agreements. Dealers have 
invested large sums of money 
based upon their rights under the 
present and existing agreements 
and are opposed to any provision 
in any agreement which would 
prejudice these rights. 

“As presently advised, these deal- 
ers object, among other things, to | 
those features of the proposed | 
agreement which deprive dealers | 
who presently hold exclusive agree- 
ments to those rights, and further | 
object to the deletion from the pro- | 
posed agreement of the preamble | 
which is a part of the present 
existing agreement and to those 
features of the proposed agreement 
which would hinder the transfer of 
stock ownership of dealer corpo- 
rations. 


it resolved 





. - 7 
THESE dealers here assem- 
bled hereby request the Chrys- 
ler Corp., Dodge division, to ar- 


Packard Ordered 
To Pay $337,807 
On Rumsey Deal 


BUFFALO.—A $337,807 award to 
the bankrupt Rumsey Mfg. Co. of 
Seneca Falls has been ordered in 
the U.S. district court here. Federal 
District Judge John Knight ordered 
Packard of Detroit to pay the 
money as a result of a termination 
of a contract it had with Rumsey 
to produce Rolls Royce engine 
parts during World War II for} 
American and British aircraft. | 

“In cases like this Packard is a| 
defendant in name only,” a Pack-| 
ard spokesman said, “and in real- 
ity the suit is against the govern- 
ment. 

“An agreement made between 
Packard and the government in 
1946 exempts the company from in- 
curring damages sustained by its 
wartime subcontractors.” 

Judge Knight’s decision involved 
work cost on uncompleted orders, 
payment of salaries of office em- 
ployes after termination, settlement 
with Rumsey subcontractors and 
other costs involving termination 
of the Packard-Rumsey contract. 

Litigation began shortly after 
V-J day in August, 1945. 


“ 














Greiner Joins 
Detroit Rep Firm 


DETROIT. — Gehringer & For- 
sythe, sales and service engineers, 
last week announced appointment 

- of Karl M. Grein- 
er as account ex- 
ecutive. 

Greiner, former- | 
ly sales vice-pres- | 
ident of Packard, | 
has for the past | 
few months been 
on special assign- 
ment for Packard. 
Ray Forsythe,| 
partner, said 
“Greiner’s exten-| 
sive automotive | 
background will prove valuable to | 
our operations.” | 

He added that Greiner had been | 
assigned a number of accounts, in- | 
cluding Green Mfg. Co., Inc., Ra- 
cine, Wis.; Champion Molded Plas- 
tics, Inc., Bryan, O., and Franklin 
Products Co., Franklin, Mich. 








Karl M. Greiner 


said study and discussion to be 
held after the dealers have been 
able to secure from counsel a thor- 
ough analysis of their rights under 
both the proposed agreement and 
the present existing agreement. 

“3. Whereas, it is the sense of 
this group of Dodge dealers that 
no alteration in the present 
agreements be proposed by the 
Dodge division without a full and 
frank discussion between the 
Dodge division and representa- 
tives of Dodge dealers; and that 
the Chrysler Corp., Dodge divi- 
sion, be requested to make no 
further effort to secure additional 


ae pee eat 


Dealer Float at Tournament of Roses— 

For the seventh consecutive year, Uptown Chevrolet, Pasadena, Calif., has designed, 
constructed and decorated its tournament float entry, using only the talents of its 
employes. The float was a reproduction of the annual Soap Box Derby race. 





| John E. Raine, acting secretary, 
Dodge dealer group of Virginia, 
North and South Carolina. Raine 
is manager of the Automotive 
Trade Assn. of Virginia. 


signatures to the proposed agree- 
ment unless and until the pro- 
posed joint study above referred 
to has been made.” 

The resolution was signed by 
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for you . 


BRAND 


CHROME COATING 


stops Rust 


MADE FOR YOUR MARKET 





This new 3M Company product offers you double 
profits ... you sell it by the can... and sell 
application service as well. Chrome protection 
is a big new market . . . and “Corogard” is a 
chrome coating you can count on for complete 
customer satisfaction. 


many months. Tested by leadin 
No need to remove Corogar 


Colorful countertop display cart 
and ad mats. 
A NEW 

Over a year of development and research have 
gone into “Corogard.” Actual usage under many 
conditions has proved it the best chrome coating 
on the market. Sales results in test markets prove 
it’s priced right, packaged right for real results 
at the cash register. CONTACT YOUR 3M JOBBER 
OR 3M SALESMAN TODAY! 


EXTRA VALUE! 


\ 


\ 


) 


Corogard is also an exceptional waterproof- 
ing material for use on ignition systems. 
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] Casualty Firms 


| Report Claims 


Mes | At Alltime High 


CHICAGO.— According to the Na- 
tional Bureau of Casualty Under- 
writers, which is fighting for higher 
rates, automobile liability claims 
for bodily injury and property dam- 
jage hit an alltime peak last year. 

The bureau stated that the aggre- 
gate underwriter loss of capital 
stock companies on such insurance 
was estimated as greater than the 
previous alltime high of $79,000,000 
in 1946. 

William Leslie, general manager, 


| 
j 
| 
| 


| |said that “the average paid claim 


cost for bodily injury increased 55 
percent from 1941 through 1950,” 
and “for property damage the aver- 
age claim cost in the same decade 
increased 125 percent.” 

Record claims paid last year, ac- 
cording to Leslie, were due to a 
larger percentage of cars insured 
and involved in accidents; steadily 
higher costs of settling claims, and 
a greater number of claims against 
individual cars. 








Here's a new 


| DOUBLE BARREL 
profit maker 


Chrome 


Clear, colorless, transparent. One application lasts 
car manufacturers. 
for reapplication. 
Easily applied . . . handy applicator in every can. 


on. Free banners 


COMPANY 


AUTOMOTIVE PRODUCT 


ADHESIVES AND COATINGS DIVISION e MINNESOTA MINING AND MANUFACTURING COMPANY 


GENERAL SALES OFFICE: ST. PAUL 6, M 


411 PIQUETTE AVE., DETROIT 2, MICH. 
EXPORT OFFICE: 270 PARK AVE., NEW YORK 17, N. Y. . 


REFLECTIVE SHEETINGS @**3M"" ABRASIVE PAPER ANO CLOTH @**3M"* ADHESIVES AND COATINGS 0°*3M"" ROOFING G 


INN, 
IN CANADA: LONDON, CANADA 


— 


RANULES e°*3M’** CHEMICALS 
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RM Features Power Steering, 170 Horsepower .. .« 
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52 Buick Offers 16 Body Styles 


ewe Featuring 16 body styles 
in four horsepower ratings and 
four wheelbases, Buick’s 1952 line 
made its bow in dealerships across 
the country Saturday. 

Pacing the new models, the 
company pointed out, was the 
Roadmaster series with its more 
powerful 170-horsepower engine 
and offering power steering as 
optional equipment. 


All of Buick’s 1952 models are) 


equipped with larger front wheel 


brakes and all have improvements | 


in body and engine mountings, in- 
sulation, and feature greater use of 


? * * 
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Buick Power Steering— 
Although steering effort is reduced to a 
minimum with the new power steering 
mechanism offered as an option on Buick's 
Roadmaster series for 1952, the company 
claims the ‘feel’ of the road is main- 
tained. All steering, including parking, is 
accomplished with a maximum of nine 
pounds of pressure on the steering wheel, 
the company says, adding that there is no 
assist from the hydraulic system until four 





pounds of pressure is applied. 


sound deadener, making them 
quieter. 

* * * 
“WVW7E BELIEVE these improve- 


ments, coupled with our new 
styling features, make Buick the 
outstanding car value of 1952,” said 
Ivan L. Wiles, general manager. 
Styling improvements in the ’52 
line include new rear fender 
ornaments, restyled bumper-grille 
combination and new sweepspear 
moldings. Stainless steel rocker 
panel moldings, previously fea- 
tured on the Roadmaster only, 
have been added to all series. 
Super and Roadmaster models 


|have been equipped with a higher 


are rear deck lid to raise the sil- 
houette of the rear section. The 
new trunk lid also adds 7 percent 
more room in the luggage compart- 
ment. 

New high luster, stainless stee! 
wheel covers embossed with the 
Buick emblem are standard on the 
Roadmaster and optional on the 
Super and Special. 

Series designation on all models 
has been moved from the rear deck 
lid to the rear fenders. 

* * + 


OPPING the list of engineering 

improvements for 1952, Buick 
said, is the new four-barrel “Air- 
power” carburetor featured on the 
Roadmaster only. This carburetor, 
together with a change in mani- 
folding and an increase in the com- 
pression ratio, lifts the horsepower 
of the Roadmaster Fireball-eight 
engine from 152 to 170 and is said 
to improve performance and gaso- 
line mileage throughout the entire 
speed range. Compression ratio has 
been increased from_ 7.2-to-1 to 
7.5-to-1. 

The Airpower carburetor con- 
sists of two dual carburetors 
built into a single, compact unit 
for maximum efficiency. The pri- 
mary complete 








FOR CARS, 
TRUCKS, 
TRACTORS 





Freeman Heaters are now advertised in almost every daily 


newspaper in the cold weather area—plus farm papers. 


People who need and want sure starts in cold weather are 


being pre-sold on this precision instrument. 


Boost your winter profits! Call your jobber today. Let him 


show you what this sensational product can do—and start 


getting your share of those half-a-million sales. 





within itself and functions at all 

times. The secondary carburetor 

contains only an idle system and 
a main metering system. 

It supplements the primary car- 
|buretor when maximum accelera- 
ltion and speed are desired, giving | 
the engine a “second wind” for} 
greater performance. This permits | 
|more accurate and economical me- | 


ing in greater gasoline mileage and | 
smoother, faster acceleration, espe- 
cially for passing in the higher 
speed range, the company said. 
Buick officials pointed out that 
the new power steering unit, avail-| 
able as an option on the Road-| 
master series only, “takes nearly all | 
the effort out of driving,” yet per-| 
mits the driver to retain the “feel” | 
of the road. 
: * * 
NHIS is because the power nenie| 
ing device does not begin to} 
function until four or more pounds | 


ing wheel. 

Maximum pressure needed to} 
turn the wheels, even while stopped, 
is only nine pounds, they said, com- 
pared with 50 pounds for manual 
steering. 

When driving under very light 
steering, such as traveling along 
a straight road, there is no assist 
from the hydraulic power steer- 
ing system. The unit was also 
claimed to absorb “kickback” or 
road shock more completely, re- 
lieving the driver of additional 
strain. 

The unit consists of a conven- 
tional recirculating ball nut manual 
steering gear combined with a 
hydraulic booster linked to the Pit- 
man shaft through a separate set 
of gears and controlled by a valve 
built into the steering gear. The 
hydraulic power is obtained from 
a pump driven by a belt off the 
crankshaft. 

The oil circulates through the) 
hydraulic system freely unless four | 
or more pounds of pressure is ap-| 





wheel. This actuates a valve which | 
diverts the oil into one end of the} 
hydraulic cylinder that does the 
actual work of turning the wheels. 
The steering ratio is 21.3-to-1, ap-| 
| proximately the same as present 
}manual gears. | 
| * * * | 
| \JEW and bigger front wheel| 
| brakes on all models give more 
braking capacity at points absorb- 
jing the greatest braking load, the 
jcompany said. The width of the 
|front brake linings on the Super 
| and Special series has been in- 
;creased one-half an inch, to 2% 
jinches. On the Roadmaster the} 
|width of the lining has been in- 
creased to 2% inches and the thick- | 
|ness has been increased 33 percent. 
All brakes have full riveted linings. 
The Super and Special series 
are powered with the F-263 valve- 
in-head Fireball-eight engine 
which develops 128 horsepower 
with Dynafiow. With syncro- 
| mesh transmission, the horse- 
power rating is 124 in the Super 
| with a 6.9-to-1 compression ratio, 
and 120 in the Special with 6.6- 
to-1 compression. All engines, ex- | 
cept those in the Special models 
with syncro-mesh transmission, 
have hydraulic valve lifters. 
Dynaflow continues as standard 
equipment on the Roadmaster and 
|optional on the Super and Special. 
| Buick Easy-Eye glass is offered as 
|an option on all models. 
Numerous changes also have been 
|made in the interior appointments 
of the 1952 line, featuring many 
|two-tone combinations in both 
jleather and cloth. Steering wheels 
in red, green or blue, to match the 
interior colors, are featured on five 
models in the Roadmaster and 
Super series. 
” 





* * | 


[HE 16 body styles in the 1952) 
Buick line include six in the| 
Riviera, or hardtop, styling. Eight | 
body styles are offered in the Spe- | 
cial series and four each in the! 
| Super and Roadmaster lines. | 
| Two wheelbases are offered in 
|both the Roadmaster and Super 
|series and one in the Special. In 
the Roadmaster line, the Riviera 
|four-door’s wheelbase is 130% 
|inches, while the other three mod- 
els are mounted on a 126%4-inch 
| wheelbase. 

| The four-door Riviera in the 





tering of fuel at all speeds, result-| | 


of pressure are applied to the steer- | — 
} 


plied to the rim of the steering) § 


From Every Buick Series 





Roadmaster’s Horsepower Upped to 170— 


Buick's 1952 Roadmaster Riviera four-door sedan boasts many new engineering 


changes claimed to improve both performance and economy. The horsepower outpui 
of its 320 cubic-inch Fireball-eight engine has been increazed to 170 as the result of 
Buick's new Airpower carburetor, new manifolding and higher compression. 






Super Riviera Coupe Accents Lowness— 


Buick's 1952 Super series is available in four body styles—Riviera coupe (shown 
above), Riviera four-door, convertible and Estate Wagon. A high arc rear deck lid on 
the Super and Roadmaster series increases the room in the luggage compartment 
7 percent. 


* 


Special Four-Door One of 16 Body Styles— 


Buick's 1952 line, which went on display at dealers’ showrooms Saturday, offers 16 
body styles in four horsepower ratings and four wheelbases. The Special develops 128 
horsepower with Dynaflow and has a 121'-inch wheelbase. 

ok * * of * 


Super series is on a 125%-inch 
wheelbase, while the rest of the 
Super models and all of the Spe- 
cials have 121%-inch wheelbases. 

A choice of two axle ratios is 
offered at no extra cost on all but 
the two estate wagon models. | 
These are the economy axle with a 
ratio of 3.6-to-1 and the perform- 
ance axle at 3.9-to-1. 

Wider application of stainless 
steel trim is apparent in the new| Cial. 
models. Stainless steel rocker pan-| Buick’s “porthole” front fender 
els, on Roadmaster models only last | Ornaments have been retained on 
year, have been added to all Super all models, four on the Roadmaster 
models and to those Special models | 4nd three on the Super and Special 
with a one-piece windshield. P 

* * + 


UICK’S new front end assembly 

consists of a wrap-around 
bumper bar reinforced by two mas- 
sive bumper bombs and two grille 
guards bolted to the bumper to give 
added protection. 

Above the grille bars is a die cast 
grille frame with “Buick Eight” 
engraved on it in script. This frame 
curves downward and is carried 
around the front of the fender 
above the bumper, matching the|000 of the $250,000 he owed, G. W 
wrap-around feature of the bumper | Horsley, attorney for the creditors 
bar. Parking and directional lights! said. 


are housed deep in the bumper 
bombs to prevent breakage. 
Additional protection in the 
form of sturdier grille guards 
blended into heavy steel straps 
that wrap around the front of 
the bumper bar are featured as 
standard equipment on the Road- 
master. These extra heavy grille 
guards are offered as optional 
equipment on the Super and Spe- 


‘Knetzer Pays 


$160,000 of Debt 


SPRINGFIELD, Iil.—Robert L 
Knetzer, bankrupt former deale! 
who was jailed on a charge of hav 
ing concealed assets, has paid off 
creditors two-thirds of his debt, 
according to an attorney. 

Knetzer, who was released to 
clear up his debts, has repaid $160, 
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Hetail Remains Slow .. . 





At Wholesale Markets 


(Continued from Page 1) 


mark of 76 percent of offerings 
sold, compared with the previous 
eek’s figure of only 59 percent. 

Several auction operators are 
confident that the wholesale mar- 

ket is slated for vigorous activity 

in the coming weeks now that 
the holiday slump is past. 

Commenting on his first sale of 
the year, Tim Anspach, Albany (N. 
Y.) auction operator, said prices 
were up “fully $50 on all desirable 
models.” 

Anspach added that the “large 
attendance of buyers indicates a 
great wave of buying is sure to de- 
velop during the next 90 days.” 

” * * 


posal reports were issued by 
the auctions in North Plainfield, 
N. J.; Mason City, Ia.; Valdosta, 
Ga.; Denver and others. Demand 
was reported greater by virtually 
all of the wholesale operators. 

The Mason City (Ia.) auction de- 

scribed the market as “much 
stronger with the holiday slump 
ended.” From E. M. Stafford, of 
Charlotte, N. C., came the report: 
“Prices eased upward on most clean 
offerings. Bidding indicated retail 
sales on the upswing.” 

Demand and percentage of sales 
at the Denver auction of Jack 
Layton and Harold Henry was 
called “the best in months,” al- 
though prices at the sale were 
about the same as in December. 
G. W. Bixler, manager of the 
Ebensburg (Pa.) auction, called the 

market “excellent” and said that, 
in spite of severe weather, prices 
at the last sale showed “marked 
increases.” 
* + 

i es comment of the operators 

of the Southwest Car Auction 
in Brownwood, Tex., was: “It looks 
like the bull market is getting in 
full swing .. . You can’t keep cut- 
ting production and expect cars to 
stay plentiful.” 

Perhaps the best description of 
current conditions was given by 
Tom Hewitt, Valdosta (Ga.) auc- 
tion owner, who said: “The whole- 
sale market is red hot; the retail 
market is fair.” 

That was about the best that 

could be said for retail used-car 
sales in most areas. Prices are fair- 


| ly steady, reports indicated, but vol- 

ume is creeping along at a pace 
| generally consistent with this time 
ja year ago. 

One of the exceptions to the rule 
|was a report from Miami, Fa., 
|which said dealers there are “well 
| satisfied” with the improvement in 
|the used-car market. 

* * * 


ENERALLY, however, the ex- 

perience of New Orleans deal- 
ers seemed more typical of the rest 
of the country. Used-car sales in 
New Orleans have been slow since 
the first of the year, although prices 
are firm. 

Stocks of independent used-car 
merchants in New Orleans were de- 
picted as “exceedingly low,” be- 
cause new-car dealers, plagued 
with low volume, are holding onto 
their tradeins. 

Removal of Regulation W’s 
restrictions on prewar cars cre- 
ated quite a bit of activity in the 
older models in New Orleans, it 
was reported. 

There is very little buying of used 
cars “at the curb” in New Orleans, 
dealers said, because the public’s 
asking prices are too high. 

* _ *” 


HE low level of the market for 

used cars recently is apparent 
in a study of sales statistics for 
December from various cities. 

In most cases, December used- 
car volume dropped below No- 
vember’s level and also under the 
totals for December, 1950. In Phil- 
adelphia, for instance, December 
used-car sales totaled 6,076, 
against 7,823 in November and 
6,715 in December, 1950. 


| 
| 
| 


Used Cars in Upswing) 





|Dealer Oestreicher President of Columbus Council— 


Robert T. Oestreicher, Dodge-Plymouth dealer in Columbus, O., is congratulated 
after being sworn in as president of city council. The first president of the Columbus 


Automobile Dealers Assn., 


he is serving his third four-year term as a member of the 


council. Left to right: James L. Saeger (Buick), president, Columbus Automobile Dealers 


Assn.; John B. Barton, executive secretary of the association, and Oestreicher. 





NPA Adopts New Quota Plan 


With Truck-Body Cutback 


WASHINGTON. — Allotments of 
controlled materials for manufac- 
turing truck bodies in the second 
quarter of 1952 will be based on the 
percentage of each manufacturer's 
dollar volume of sales during the 








Columbus (O.) used-car sales in 
December amounted to 5,433 units, 
compared with 6,970 in November | 
and 5,390 in December, 1950. 

In Detroit, only 8,231 used cars 
were sold in the last month of 1951, 
compared with 9,112 in November 
and 8,929 in December, 1950. 

~ ” * 
MALLER towns underwent simi- | 
lar experiences. Manhattan) 
(Kans.) reported 183 used cars sold | | 
in December to 228 in November | 
and 190 in December, 1950. 











Top Cars 
New-car registrations for 11 
months: 
1951 Pos. Make 1950 Pos. 
1—1,001,421 Chev. 1,312,386— 1 
2— 806,421 Ford 1,083,167— 2 
3— 516,609 Plym. 484,979— 3 
4— 367,149 Buick  481,509— 4 
5— 314,474 Pontiac 402,254— 5 
6— 281,500 Dodge 266,342— 8 
7— 256,285 Olds. 335,690— 6 
8— 217,848 Merc. 291,331— 7 
9— 193,003 Stude. 248,108— 9 
10— 141,298 Chrys. 133,170—11 
11— 131,079 Nash 162,718—10 
12— 104,737 DeSoto 100,396—13 
13— 91,228 Hudson 124,246—12 
14— 90,542 Cadillac 94,389—14 
15— 62,377 Packard 65,576—16 
16— 49,490 Kaiser 80,075—15 
17— 48,878 Henry J 9,821—20 
18— 24,811 Willys 31,644—17 
19— 24,398 Lincoln 30,970—18 
20— 5,056 Crosley 6,395—21 
21— 3,447 Austin 5,135—22 
22— 3,241 Ang.-Pre. 1,677—23 
23— Frazer’ 11,622—19 
Total All Makes 
4,750,819 5,774,179 














base period, NPA told the advisory 
committee for that industry at a 
meeting here last week. 

NPA indicated that a substan- 
tial reduction will be made in 
second-quarter allocations from 
the 117,000 bodies for which ma- 
terials were allotted in the pres- 
ent quarter. 

NPA contended that dollar vol- 
ume provides a more accurate 
method of attaining an equitable 
distribution of available materials 
because statistics on materials con- 
sumption are incomplete. The base 
period is June 30, 1949, to July 1, 
1950, during which 88,000 truck 
bodies were made. 

The committee also heard NPA 
officials report the following sta- 
tistics on the materials supply sit- 
uation: Alloys for steels, especially 
nickel and molybdenum, are in 
tight supply. In 1950 the U. S. was 
getting 17,000,000 to 18,000,000 
pounds of nickel a month under 
international allocations agree- 
ments. In 1951, this amount dropped 
to about 16,000,000 pounds a month. 
Military requirements have cut 
sharply into this supply. It is be- 
lieved that nickel will be scarce for 
some time to come. 

Copper, too, remains tight while 
certain types of steel are easing, 
NPA said. 


|four-ply carcasses, 
|four-ply carcasses make up about 


Auto Credit Deals 
Show 9 Percent 
Drop in Month 


W ASHINGTON.—November, 1951, 
business in the automotive credit 
departments of sales finance firms 
showed a decline of 9 percent, ac- 
cording to the Federal Reserve 
Board. 

It was the second month in a row 
that sales finance firms loaned out 
less money on automobile  pur- 
chases than they took back in on 
outstanding accounts. Outstanding 
balances on retail automotive pur- 
chases at the end of November 
|showed a drop of 1 — 


Tire Carcass 


Prices Shaved 


WASHINGTON.—OPS last week 
ordered the retail ceiling price on 
four-ply passenger tire carcasses 
reduced from $3.50 to $3. OPS ap- 
proved a $1 premium each for over 
but said that 


95 percent of total supply. 

Effective date for the _ price 
change was set for Feb. 11 to allow 
dealers, recappers and retreaders 
to move stocks acquired at old ceil- 
ing prices. 

Carcasses are worn tires to which 
camelback is applied to make re- 
capped and retreaded tires. Dealers 
usually acquire them in trade when 
a car owner buys a new set of tires. 


Willys Sales Hit 
Quarterly High 


TOLEDO.—Sales of Willys-Over- 
land Motors, Inc., reached a new 
alltime quarterly high of approxi- 
mately $66,000,000 for the three 
months ended Dec. 31, first quar- 
ter of the company’s 1952 fiscal 
year, Ward M. Canaday, president, 
told stockholders here last week. 

The estimate compares with sales 
of $42,906,682 reported for the first 
quarter of the 1951 fiscal year and 
with $60,093,554 in the June quar- 
ter of 1944, the former peak. 

Canaday said volume in the final 
1951 quarter, although a record, was 
nevertheless lower than had been 
projected, owing to supplier strikes 
which slowed production of the new 
Willys cars. Every effort is being 
made in the current quarter, he 
added, to equal the much higher 








overall production level projected 
for 1952. 





New Passenger Car Registrations, All States for November, 


1951-1950 
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405,882 Buicks | 
Sold in 1951 for | 
2nd Best Year | 


FLINT.—Buick sold 405,882 cars | 
in 1951 for the second biggest year | 
in its history, Ivan L. Wiles, gen- 

ne eral manager, re- 
ported last week. 

This total in- 
cluded 14,690 cars | 
exported, Wiles| 
said. 

Wiles pointed 
out that produc- 
tion in 1951 was 
limited to 404,695 
cars as a result 
of government re- | 

cael strictions on ma- 
I, L. Wites terials. This com- 
pared to an output of 552,827 in 
1950. 

Sales in 1950 totaled 556,203 cars, 
Wiles added. 


emp 












} 
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Canada Dealers 
Look for More 
Credit Easing 


OTTAWA.—Canadian dealers are | 
hopeful that their government may 
soon take action to ease credit re- 
strictions further on automobile 
sales. 

Canadian dealers are generally 
more optimistic about spring sales 
prospects since time payment limits 


| 
| 


were extended from 12 to 18 
months. 
However, they say, they would 


have even more reason for opti- 
mism if the government would 
loosen up its 50 percent downpay- 
ment rule. 

Most dealers are confident that 
this will be done. 





Classified Want Ads. 


Kindly Acknowledge 


Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 


AUTOMOTIVE NEWS 

















HELP WANTED 


OFFICE MANAGER - BOOKKEEPER for 
large automobile agency in New York 
City. Position is a challenge to a man 
of initiative, good foresight. high capa- 
bility and one experienced in the indus- 
try, who can skillfully manage assistants. 
Salary plus bonus depending on achieve- 
ment. Box 1034, c/o Automotive News, 
Detroit 26. 


EXPERIENCED CHEVROLET parts man- 
ager needed, also a good parts counter- 
man. Fine opportunity with excellent 
compensation in well established dealer- 
ship, located 45 minutes from downtown 
Detroit. Opportunity for advancement. 
All replies confidential. Harry May Chev- 
rolet Sales, Monroe, Mich. 

WANTED—tThree experienced Ford sales- 
men not over forty years old. Large 600 
car Ford dealership with new ownership 
and management. Those salesmen who 
will work can earn $1,000 a month. 
Write giving references and experience to 
Box 1050, c/o Automotive News, De- 
troit 26. 

OFFICE MANAGER—Must have previous 
automotive accounting experience and be 
under 40. Large distributorship and used 
car operation, Excellent working condi- 
tions. Salary and percent of profit. 
Stewart K-F Motors, 2037 Main St., 
Jacksonville, Fla. 

SALESMEN. Manufacturer of custom auto 
seat covers expanding territory. Highly 
successful with complete line for new car 




















dealers. Good commission. Write for 
information, giving qualifications, etc. 
Fabric Mfg. Co., Inc., Box 1259, New- 
ark, N. J. | 





WANTED-——BOOKKEEPER for automobile 
dealership. Experience in GM system pre- 
ferred. Give full details of experience 
and ability. Good salary for capable man. 
Good year around climate and living 
conditions, Box 1398, Taos, N. M. 





SALESMAN FOR 
AUTOMOBILE SERVICE 
PROMOTION 


To call on new car dealers in exclusive terri- | 
tory on liberal commission basis. Nationally | 
known, well established company with mail | 
service follow-up and merchandising aids ap- 
proved by automobile industry. Automobile 
factory or service experience helpful but not 
necessary. Thorough training given. Give full 
personal history, selling experience and pres- 
ent employment in first letter for personal 
interview. Confidential. 


SOVEREIGN PLAN, INC. 
2241 S. INDIANA AVE., CHICAGO 16, ILL. 
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CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 100,000 readers engaged in all branches of the automotive industry from Maine to 


California. Low Rates: EIGHTEEN 


CENTS (18c) 


PER WORD for each insertion. Cash in advance. Position 


Wanted Ads accepted at half-rates to encourage this classification for the benefit of our employing read- 


ers. Count initials and groups of numbers as one word. Ads may be signed with your full name and address 


at regular rates, but if signed "Box No. ...... _ in care of Automotive News, Detroit 26, Mich.’ add One Dol- 


lar ($1) per insertion for address and extra service as replies are forwarded, unopened, the same day 


received. Display Ads: $9.80 per 


WANT AD DEPT., AUTOMOTIVE NEWS, PENOBSCOT BUILDING, DETROIT 26, 


HELP WANTED 

AUTO PARTS SALESMEN. We offer an 
unusual opportunity for aggressive sales- 
men interested in earning $6,000 a year 
and up, selling direct to new car dealers 
and fleets. Ours is an old established 
company, the management having had 
years of experience in this field, and due | 
to sales expansion have openings in all | 
parts of the United States. A 
financial arrangement based on 
commissions, also expenses and a 
ferent sales program than has ever been 
offered before, will enable you to succeed 
in your protected territory. Write in de- | 
tail to Lee Rodgers and Co., Box 182, | 
West Richfield, Ohio. 


WANTED AT ONCE, office manager. One 
of the largest Ford dealers in the mid- 
dle west. $2,000,000 sales per year. Must 
know all phases of Ford accounting and 
have references by the Ford Motor Co. 
or Chevrolet Co. and your employer. 
Company under new management and 
ownership. Give complete information, 
compensation expected and advise avail- 
ability. Midway Ford Sales, Inc., 3003 
E. Michigan Ave., Lansing, Mich. 


SERVICE MANAGER. Ford dealership. 
700 new units per year. Must be able to 
supervise approximately 21 men. Large 
body department, latest and finest build- 
ing in the country, Compensation, salary 
and bonus on profits. We expect 90% 
of overhead. If you can do the job, you | 
can write your own ticket, Reply full | 
information, background, etc., to Box 
1049, c/o Automotive News, Detroit 26. 


WANTED 
AMBITIOUS 
-SALESMEN 


Start the new year in a $10,000 job. Our | 
salesmen are actually earning $700 to $1,000 | 
a month selling new and used cars for our 
Ford, Lincoln and Mercury dealerships in 
Roanoke, Newport News and Radford, Vir- 
ginia and Lewes, Delaware. If you are 23-36 
years old, honest, willing to work hard, have 
ability to sell, will follow instructions and are 
ambitious to make real money, we have the 
opportunity for you to advance to manager 
of a dealership. Business in all our commu- 
nities at an all time high and we believe 1952 
will be our best year. 


SEND COMPLETE RESUME AND RECENT 
PHOTOGRAPH OR PHONE REHOBOTH 3261. 


JOHN W. ROLLINS 
& ASSOCIATES 


REHOBOTH, DELAWARE 





Q 
=~ 
' 

















SALESMEN (2) with new car dealer follow- 
ing in Brooklyn-Long Island. Also one for 
N. Y. state. We are one of the larger 
distributors of body hardware, parts and 
accessories with a unique merchandising 
plan which will assure large earnings. 
Men with at least five years’ new car 
dealer experience only will be considered. 
Salary or commission and car expense. 
National Automotive Parts, Inc., 310 W. 
Cumberland St., Philadelphia, Pa. 





| issue, 





WE HAVE an opening for a first class | 
Diesel mechanic in GMC truck agency. | 
Also operate 15 Diesel buses. Good 
steady job. Good pay with all benefits. 
Meier Truck Sales, Badger Bus Lines, | 





Inc., 1313 Regent, Madison, Wis. 
SALES MANAGER for GM dealer. Must 
have good previous record, preferably 


with General Motors experience and 

able to close deals and handle men. Ex- 
cellent opportunity for right man. Box 
1048, c/o Automotive News, Detroit 26. 


SALES MANAGER to supervise established 
sales force east of Mississippi. Automo- 
tive parts and hardware. Experience pre- 
ferred. Give full details, salary wanted, 
experience, et cetra. Box 1036, c/o Au- 
tomotive News, Detroit 26. 

VOLUME CHRYSLER dealer in Colorado 
needs line mechanics and tuneup men. 
The nicest place to live and work. Box 
1035, c/o Automotive News, Detroit 26. 











Overseas Field 
Representatives 


Large automotive export firm requires 
services of four Foreign Field Service 
Engineers to meet expanding overseas 
needs. Firm prefers two with ability to 
speak French; one with adequate Span- 


ish; fourth, only English. 


Address Box 1054 
c/o Automotive News 
Detroit 26 











inch, per insertion. 





HELP WANTED 





GOT A HEADACHE? | 


Want a solid proposition that will build your 
own profitable business with earnings of at 
least $12,000 a year? Turn to the back of this 
CARLIFE GUARANTY has a limited 
number of territories available. Write stating 
experience or background. 


The Carlife Guaranty 


8827 STRATHMOOR DETROIT 28, MICH. 





POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
tates, namely: 9% cents per word for each 
insertion. Cash in advance. (Half-rate 
does not apply to display ads in this 
section.) 

















GENERAL MANAGER, capable handling 
all phases of business. 18 years’ experi- 
ence, consider 200 to 1,200 car contract 
any one of ‘‘Big Three,’’ percentage of 
net basis. West coast preferred (now 
resident of California), but consider any 
locality, 46 years old, family, good per- 





sonality, born again Christian, best ref- 
erences, unusually aggressive. Can obtain 
highest caliber personnel every depart- 
ment. Interested in permanent connection 
only. Box 1018, c/o Automotive News, 
Detroit 26. 


MR. DEALER! Would you avail yourself 
to the services of a capable, competent 
sales manager? Experienced in all phases 





of new, used car sales management. 
Have had Ford, Chrysler management 
experience. Good knowledge of Hull- 


Dobbs methods. Am interested in per- 
manent connection with progressive deal- 
er. Prefer Ford, would consider other. 
Live in Detroit, but will travel, prefer- 
ably west coast or southwest. Box 1017, 
c/o Automotive News, Detroit 26. 
GENERAL MANAGER for all departments 
of your business. Does your organization 
need a reliable and experienced man who 
has successfully operated General Motors 
and Chrysler dealerships in Detroit and 
Chicago regions and has an outstanding 
record as a sales producer, organizer and 
profitable operator—-with thorough knowl- 
edge of present marketing problems? If 








you desire these qualifications, reply to 
Box 1051, c/o Automotive News, De- 
troit 26. 





GENERAL MANAGER with 23 years of 
General Motors experience in retail and 
wholesale. Have personally held all posi- 
tions in retail operations, both large and 
small. Presently employed as general 
manager but desire larger operation on 
profit-sharing basis with opportunity to 
invest. Excellent character and manage- 
ment ability references from past em- 





ployers and General Motors. Age 39, 
married. Location secondary to future 
potentialities. Box 1014, c/o Automotive | 


News, Detroit 26. 


EXPERIENCED SALES MANAGER avail- 
able February 15th. Fifteen years new- 
used, all phases of dealership operation. 
Prefer Ford-Lincoln-Mercury. Would con- 
sider buying part interest or salary per- | 
centage setup. Aggressive, loyal and am- 
bitious, age 34, married. Excellent ref- | 
erences past and present employers. Box | 
1052, c/o Automotive News, Detroit 26. 

GENERAL or SALES MANAGER, associ- 

ated with five hundred car Lincoln-Mer- 

cury dealer fourteen years, from hole-in- | 
wall to $3 million annual sales. Experi- 
enced in sound sales promotion for all 
departments. Have sales ‘‘know-how’’ 
and ability to teach others. Enthusiastic 
and love the game. Salary and profit 
sharing basis. Prefer south or west. Box 
1037, c/o Automotive News, Detroit 26. 


BUSINESS MANAGER - ACCOUNTANT. 
GM dealer experience. All accounting 
procedures, tax, daily operating controls. 
Reliable. Box 1028, c/o Automotive 
News. Detroit 26. 


DEALERSHIPS AVAILABLE 
DEALERSHIP, now handling Dodge-Plym- 
outh. Prosperous county seat, Central 
Michigan. First eleven months last year, 
delivered 175 new and over 500 used cars. 
All departments profitable. Excellent or- 
ganization. Good lease. $50,000 buys 
everything except new cars. Wire, write | 























or phone Harold Davis, Walter Neller 
Co., Realtors, 115 W. Michigan Ave., 
Lansing, Mich. 

DEALERSHIPS - Buyers - Sellers. We 


specialize in automobile dealerships and 
handle all matters confidentially. Have 
qualified buyers, experienced and finan- 
cially responsible. Interested in ‘Big 
Three’’ located in midwest states, only. 
McHugh, Inc., Realtors, Long Bldg.. 
Kansas City, Mo. ‘‘Our business is to 
sell your business.’’ 





MOTOR TRUCK FRANCHISE 
available on direct factory distributor basis for 
few key points in U.S.A. on expanded sales 
program. Big profit potential truck and parts 
sales. Well established manufacturer with at- 
tractive merchandising program and broad 
line, including gasoline and Diesel units. Must 
be able to provide service for customers. 
Only reasonable capital and credit facilities 
required. Exceptional profit opportunity for 
qualified party with sales organization ability. 
Inquiries confidential. Reply Box 1047, c/o Au- 
tomotive News, Detroit 26. 





MICH. 


DEALERSHIP WANTED 

FLORIDA AUTOMOBILE DEALERSHI 

wanted. Prefer Miami or vicinity. Strict 
| est confidence. Factory approval assure 
| Box 1030, c/o Automotive News, De 
| troit 26 ae eA - ; 
|100-200 CARS, one of ‘Big Three,’ pre 
| ferred in New York, New Jersey Out 
right purchase or ™ interest Box 1041 


c/o Automotive News, Detroit 26. 


WANTED AUTO AGENCIES 


We have qualified buyers for all size fran- 
chises throughout the United States. All re 
plies held in strictest confidence. 


DAVID JARET CO. 
Established Over 28 Years 

150 Montague St. Brooklyn 2, N. Y 
} ULster 2-5600 











DEALERSHIPS AVAILABLE 


FOR SALE—Automobile agency, handling 
one of the ‘‘Big Three’’ with a truck 
agency. Factory allotment over 200 units 
per year. Gross sales running way over 
a million dollars a year. Will pay for 
itself in one year. New building not for 
sale but will give lease at a very 
rental, With or without stock of new 
and used cars. Located in a middle 
Tennessee town of 15,000 population with 





an unusually large trade area; ten miles 
from a large U.S. air force base. Can 
give possession immediately. Will take 


approximately $35,000 to handle—no real 
estate to buy. Price includes $20,000 
stock of parts, parts bins, shop equip- 
ment, office equipment and signs. Do 
not reply unless you mean _ business. 
Reason for selling—owner has other in- 
terests. No agents need apply. Write, 
call or wire J. M. Jetton at P.O. Box 
537, Murfreesboro, Tenn. 


DEALERSHIP, now handling leading inde- 
pendent in town over 15,000. Upper 
Michigan peninsula, Available now. New 
building with 6,160 square feet, well lo- 
cated on main thoroughfare. Building 
directly across street with 5,280 square 
feet with gas pumps and station equip- 





ment also available. Principals only. 
Box 1045, c/o Automotive News, De- | 
troit 26. 





ship, now handling Packard and Interna- 
tional truck. Located in the industrial 
and farm section of Ohio. Good poten- 
tial. Stock and equipment up-to-date. 
Four car showroom. 5,500 square feet 
floor space, Modern building. Buildings 
can be bought or leased. Reason for 
selling—health. Box 1024, c/o Automo- 
tive News, Detroit 26. 


NORTHERN NEW JERSEY. Dealership, 
now handling Ford, over 100 cars; price, 
$95,000, includes valuable property; high 
net profit. Dealership, now handling 
Dodge-Plymouth, over 200 cars, net an- 
nual profit of $40,000. Price, $190,000, 
includes beautiful modern building, Write 
Box 1046, c/o Automotive News, De- 
troit 26. 


AGENCY, now handling DeSoto-Plymouth, 
in fast growing New Mexico town. Can 
sell all the cars you can get your hands 
on, Excellent opportunity for service, 
also. Net worth shows $35,000. Will 
take less for fast action. Owner has 
other opportunity. Box 1039, c/o Auto- 
motive News, Detroit 26. 











WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 
Consult a Specialist 
LEO J. KLEM 


411 Curtis Bldg. 





RELIABLE, WELL ESTABLISHED and 
successful dealership, now handling Kai- 
ser-Frazer - Henry J, in eastern indus- 
trial city of over 300,000 population. 
Gross sales in 1951 over $250,000. Entire 
deal—$32,000. Excellent facilities with 
option for long term lease, low rent. Box 
1040, c/o Automotive News, Detroit 26. 


DEALERSHIP, now handling Ford, located 
in LaGrange, Ga. Population about 30,- 
000, 175 to 200 new units per year. Will 
sell or lease building. Contact Loeb C. 
Ketzky or Horace E. Richter, Attorneys, 
LaGrange, Ga., for details. Factory ap- 
proval necessary. 

FOR SALE. Very exceptional buys in deal- 
erships, now handling Nash, Studebaker 
and Chrysler franchises in the midwest- 











ern states. Leonard J. Schrader, 509% 
East Green St., Champaign, Ill. Phone 
9094. 





DEALERSHIP, now handling Studebaker, 
in northwestern Minnesota city. Great 
resort city, also county seat. Approxi- 
mately 100 units a year deal. Reason for 
selling, buying a larger dealership, Box 





low | 


Detroit 2, Mich. | 





| BUSINESS FOR SALE 
FOR SALE in Tampa, Fla.—modern, air 
conditioned Brunswick bowling alleys, 
new in 1948. Excellent concessions, does 
fine year-round business. Price $50,000, 
| % cash. Write or phone. Barlow Motor 
| Sales, 50 Ward St., Rockville, Conn 
| Phone 5-4637. 








| FOR SALE—International Truck Sales ana 
| Service, includes real estate, building, 
parts, franchise. Going business. Phone 
94660, Lima, O. 


BUSINESS OPPORTUNITIES 


FOR SALE— PONTIAC AGENCY, GAS STA- 
TION & GARAGE. Auto sales & service busi- 
ness grossing over $300,000. Nets $25,000 
Exclusive Pontiac franchise. Located in rich 
northern Pennsylvania area. 97' x 126’ corner 
lot, 50' x 80' two-story bidg., 55° x 22' gas 
station and 35' x 66' body shop... all brick 
or concrete, excellent condition. Fully 
equipped for all types auto repairs. Priced 
at $125,000 including $20,000 parts inventory 














CHARLES FORD & ASSOC., INC. 
10 N. Clark Chicago 2. Ill. 
FLORIDA 


Daytona Beach Ocean Front Motor Court, 17 
units, masonry construction, tile roofs. Excel- 
lent income. One of the best. $160,000 with 
$60,000 cash. Other good ocean front and 
highway courts all over Florida. 


Harry G. Elmore, Realtor 


Motel and Hotel Broker 
942 Edgewood Ave. Jacksonville, Florida 








DEALER SERVICES 


INVENTORY SERVICE for all auto deal- 
ers—our crews consist of parts man in- 
ventory specialists for your kind of fran- 
chise. Our inventories are unbiased and 
used to buy or sell dealerships. We are 
nationally recognized for fine workman- 
ship. Phone, wire, write Bill Talbot, Tal- 
bot’s Automobile Dealers Inventory Serv- 
ice, 124 South Woodward, Birmingham, 
Michigan, or 4690 Newport, Detroit. 
Phone Midwest 4-5355. 








INVENTORY SERVICE 


Parts and Accessories Depts. 
Full-time experts. No pickup, part-time help: 
confidential and unbiased. Certified reports. 
Also special buy-sell service. Experienced 
organization — in business since 1939. Free 
booklet on Parts Department operation sent 
on request. Call or write for service details. 

Automotive Inventory Service Co. 
9900 Freeland Detroit 27, Mich. WE 3-6449 








INVENTORY SERVICE 


Parts Accessories 
Large and Small Dealerships 
| Inventories taken, price extended and sum- 
| marized within 24 hours. Expert partsmen do 
| all the work. Accurate, unbiased and confi- 
| dential. Inventories accepted by all account- 
| ants and by the government. 
| ALLIED INVENTORY CO., INC. 
1831 E. 79th St. hicago, Illinois 

ESsex 5-8300 
224 E. 38th St., New York 16, N. Y. 
Murray Hill 2-0064 











ATTENTION 
USED CAR DEALERS 


Licensed used car dealer in New 
York area will act as buyer for 
southern and out of state dealers. 
Will also arrange drive-outs. 


Box 1055, c/o Automotive News 
Detroit 26 








1044. c/o Automotive News, Detroit 26. 
DEALERSHIP WANTED 
WILL BUY GM deal, 100 to 300 units, 


either exclusive or dual. 
personally contact on any acceptable 
proposition. Factory approval assured. 
Strict. confidence guaranteed. Lease prop- 
erty. Box 1038, c/o Automotive News, 
Detroit 26. 


FORMER DEALER WANTS to buy Chev- 
rolet or Ford dealership, 100-150 car con- 
tract. Can get factory approval. Rocky 
Mountain area preferred. Replies con- 


Will promptly, 











fidential. Box 1042, c/o Automotive 
News, Detroit 26. 

FORD DEAL WANTED in northwest, 100 
to 200 units. Have factory approval. 
Am dealer now. Strict mutual confidence. 
Box 1043, c/o Automotive News, De- 
troit 26. 

BIG THREE DEALERSHIP wanted in 


New York or New Jersey. Can pay cash. 
Definitely can secure franchise, or will 
consider trading ‘‘Big Three’’ located in 
New England states. Confidential, Box 
1053, c/o Automotive News, Detroit 26. 





FORD or GM 

400 TO 800 ANNUALLY 
| have the green light from the factory. 
| have the money and am hot to go. | want 
to buy. Do you want to sell? Release your 
corporate net worth at the most favorable 
personal tax level with capital gain. 

! 


c/o Automotive News, Detroit 26 


EVERY DEALER NEEDS 


A modern Prospect and Owner follow-up 
system. This one eliminates office help. 
Gets results. Write for free brochure. 


CHISHOLM-SYSTEMS 


BOX 1352 PALO ALTO, CALIF. 








CARS WANTED 











CHRYSLERS 
WANTED — NEW '51-'52 


Windsor Deluxe 4-door sedans 


Saratoga 4-door sedans 
Single units or quantities 
PAY BONUS 
“We guarantee that these cars will not 
be re-sold above O.P.S. ceiling prices." 


TREADAWAY MOTOR CO. 
Authorized Chrysler-Plymouth Dealer 
DALLAS, TEXAS PHONE WI 0366 
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USED CARS FOR SALE 





A THORIZED STUDEBA KER dealer wants 
>» buy 1952 model Studebakers, including 
and Cruiser and Convertible. Will pay 
ver invoice price. ‘‘We guarantee that 
hese cars will not be re-sold above 
».P.S. ceiling prices.’’ Bob Lee, Stude- 
aker, Palatka, Fla. Phone 121. 


WANT TO BUY 


1951 Chevrolet Passenger 
Cars 


V2 and 394-Ton Trucks 





Must be new and untitled 


Authorized Chevrolet Dealer | 


We guarantee these cars will not be 
sold above OPS ceiling prices” 
Write, Wire or Phone 


Dick Dellenbach 


Jackson Chevrolet Co. 


Pueblo, Colorado 


Phone 1371 


Main at 10th 








ATTENTION 
NEW CAR DEALERS 








We Want 


Late Model Cars 


Write — Wire — Phone 


SONKIN MOTOR CO. 
22nd and Granby Street 
Phone 4-5474 





NORFOLK, VIRGINIA 














— WANTED — 
NEW 1951 CHEVROLETS 
Deluxe passenger cars only 
(Standard shift or Powerglide) 
These cars will not be wholesaled, but will 
be retailed through our regular retail 
channels. 

Will pay $75 over invoice 
“We guarantee that these cars will not be 
re-sold above O.P.S. ceiling prices.” 
WRITE OR CALL 
ROGERS CHEVROLET CO. 


RANTOUL, ILLINOIS PHONE 150 











USED CARS FOR SALE 








Attention! 
USED CAR BUYER 


Dear Sir: 


—AUTO— 
AUCTION 


— 





HORSEHEADS, NEW YORK 
EVERY FRIDAY 





—At— 





DANVILLE, PENNA. 
EVERY WEDNESDAY 











You will always find real action at 
both these auctions. 


R. D. WEST, PROP. 


Tex Rickard 


Jos. E. Johnson 


Auctioneers 








—BIG— 
AUTO AUCTION 


12:30 P.M. 
at 


MONTPELIER, OHIO 


New, modern sales pavilion 
(Dealers only buy) 


EVERY MONDAY OF EVERY WEEK 
WE NEVER MISS 
One visit and you will return 
We honor checks on cars sold 
in our auction 
Out of state buyers always in attendance 


PLEASE COME AND SEE US 


MONTPELIER AUTO 
AUCTION COMPANY 


Woodruff, Jenkins, Drake—Co-Partners 
Members of Auto Protective Association 














ATTENTION DEALERS!! 

SPECIALIZING IN THE SALE OF 
EX-TAXIS 

Excellent Bodies - Good Motors - 
Upholstery Like New 

Buy Now at Low Prices 

1948 - 1949 
Plymouths — Fords — Chevrolets 


THE R. A. AGENCY 


54TH & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 


Morris Freedman, Mgr. 
SARATOGA 7-2300 SHERW 


Heaters 


OD 7-1700 








KEN SCHAEFER'S 
The Only Indiana 

AUTO AUCTION 

in Continuous Operation ye 1943 
EVERY THURSDA 
Dealers Meet at the Aare ol of America 
a ry INDIANA 
Grandi, Auctioneer 


915 N. ilinols St. 








-—_ PARTS FOR SALE 
GENUINE LINCOLN-MERCURY parts— 








We currently have for sale a nice selection 
of low mileage 1950 Chevrolets, Fords, and 
Plymouths in Coupes, two and four-door 


Sedans. | 


These Cars can be seen at: 


ROBINSON AUTO RENTAL, INC. 
Please note change of address: 
229 South Hanson St., Philadelphia 39, Po. 
1. E. SPATIG, Used Car Manager 
Phone: GRanite 2-3013 








AUTO AUCTION 


TIM ANSPACH 


"Midway", Stop 20 
Pte + ME ow Road 
ALBANY, N.Y. 


m.. Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 








$100,000 stock. Freight prepaid on or- 
ders over $100 net. Enslen and Welter 
Motors, Inc., 5920 Hohman Ave., Ham- 
mond, Ind. Call Sheffield 8105. 


BUICK 
WHOLESALE 
PARTS 


ONE OF THE EAST'S 
LARGEST INVENTORIES 


Same Day Service on Mail Orders or 
Phone Calls — All Shipments C.O.D. 


Phone Parts Department 
Circle 5-5910 
521 W. 57th St. 


MONARCH BUICK CO., INC. 
""Buick's Largest Dealership" 
New York 19, New York 














THE TUESDAY SALE — 11:30 A. M. 


FORT WAYNE 
AUTO AUCTION 


—DEALERS ONLY— 


(In the Heart of the Nation) 


Phones: E :/23 


Open all night, Monday night 
No Reservations 


Operated by Carl E. Marker 
324 W. Main St. Ft. Wayne, Ind. 


PONTIAC PARTS 
TRY US ON ALL G.M. PARTS 
Shipped Anywhere 
Direct Phone — AM 2-7117 
FRANKLIN-WEBER PONTIAC 


6101-25 N. Clark St. Chicago, Ill. 








GENUINE BUICK PARTS 


Wholesale and Retail 
SHIPMENTS MADE PROMPTLY 
McGUIRE MOTOR CO. 


14355 Livernois Detroit, Michigan 
TExas 4-5111 








PARTS FOR SALE 





| NEW 1951-1952 CHEVROL ET - front. and Cc 


rear fender guards. 4 sets. Below dealer's 
cost. $18 set. Phone Liberty 8218. Balti- | 
more, after 7 p. m. 
i Ma 
Oldsmobile 


24-HOUR DELIVERY SERVICE 


® 
WRITE — PHONE — WIRE 
for USED CARS 
WHOLESALE 


Late Models at Two Big 
Locations 


Gage & Drummy, Inc. 
21710 WOODWARD AVENUE 
DETROIT 20, MICHIGAN 
JORDAN 4-6332 














PRECISION REBUILT 


HYDRA-MATIC 
TRANSMISSIONS 


DYNAMOMETER TESTED 


Performance guaranteed equivalent to a 
new unit. 
Complete stock Hydra-Matics for all cars 
OLDS and PONTIAC 1940-1948 — $99.50 
exchange. 

Catalog sent on request. 
SHIPPED ANYWHERE — SAME DAY 
Write—Phone—Wire 
Ace Automotive Products 


5416 N. Broadway Chicago 40, Illinois 
Phone: Longbeach 1!-1773 








GENUINE 


FORD PARTS 


Delivered to Your Door 
From— 


McFAYDENS 


Write— 





| ATLANTIC 7711 


Phone Lincoln sd ROBERTSON BUICK Co. 


| 


| 


20TH and HOWARD 
Call— 


Wire— 
OMAHA 
ANY ITEM OR QUANTITY 











BUICK PARTS 


“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS” 
Wholesalers: We are Quantity 
Shippers of All General Motors’ 
Parts . - Same Day Service 
On Mail Orders and Inquiries. 


All Shipments on C.O.D. Basis 


| 
| 
| 
“EDGE OF THE LOOP” 
1000 S. Wabash Avenue 


CHICAGO 5, ILL. 
All Phones WAbash 2-1030 











Genuine Oldsmobile Parts 
Largest Olds parts wholesalers in the middle 
west. Shipments made promptly. 
GREBE OLDS 
3400 S. Kingshighway 
Flanders 0800 St. Louis 9, Mo. 








RADIATORS AND CORES 


FORD '26 to ‘48 CHEVROLET ‘36 to 
Many Others. State Your Needs. 
50% off in any quantity, F.O.B. 


TERMAN MOTORS 
FRANKLIN AT 4TH MANSFIELD, OHIO 


‘48 








TRUCKS FOR SALE 
FOUR 1950 L-112 International bakery de- 
livery trucks, Herman bodies, L-120 
heavy-duty full floating rear axle, 700x16 
tires, low mileage, like new, Will paint 





—_ BU SES WANTED 
ASH W AITING, 


MISC ELL. ANEOU S 


need at once, four new | WANTED TO BUY. Old motor magazines 


or late modei school buses, 1946 up, 48 printed in N. Y. 1903-1930; also old au- 
to 60 passenger. Box 1032, c/o Automo-| tomobile name plates, hub caps, serial 
tive News, Detroit 26 plates, catalogs, instruction manuals 
— = sales literature, magazines 1892-1930; 
| WANTED—48 passenger used late model also brass lights, horns and speedometers. 
school bus. Ford chassis only. Must be Please send lists and prices to C. A. Cox 
in excellent condition. Mackin Motor 917 Arling at. Wollaston 70, Mans. 
1025 State St., Lockport, Il 217 Arlington St., ollaston 70, Mass 


Sales, 





SHOP EQUIPMENT FOR SALE 


AUTOMATIC BRAKING 


THOR VALVE GRINDING MACHINE, ex- | 
cellent condition—$195. Marquette Porto- | TOW BAR 
Spot welder. Practically new $115. | ; 
Shelton- Powell Motors, Inc. Halifax, Va | Complete with controlled steering 
FOR SALE-—-35 used Lyons parts display poe Cables and $61 45 
tables, complete with glass dividers and | BRAKE HOOK-UP.......... 


Excellent condition. Send | 


riser shelves. 
White Chevrolet Co., | 


us your offer. 
Zanesville, Ohio. 


SHOP EQUIPMENT WANTED 
PAINT BOOTH WANTED. 


Price includes Federal Excise Tax 
Meets all 1.C.C. requirements 


$17.50 








Complete with | 


QUICK-TOW, Bumper- 
to-Bumper Tow Bar 











lights, fans and filters. State condition, | 
age, full "ae Bev. Anderson Chev- | 
rolet, Inc., Kingston, N. Y. ALL TYPES TOWING EQUIPMENT 





FOR AUTOMOBILES AND TRUCKS 
WE STOCK PARTS 


ANTIQUE CARS: FOR § SAL E- 





FOR SALE. 1926 PONTIAC. ‘One of the P 
first cars produced by Pontiac, Excellent | Protecto Covers Carrying Bags 
condition. Adams Pontiac, Inc., 1430 Safety Chains 
Wabash Ave., Terre Haute, Ind. 


TOW BAR SALES CO. 


Exclusive Factory Distributors 








MISCELLANEOUS _ 














—— AN 3-8888 nite 1 MO $e 
DE 2-0700 ; DO 3.6373 
A T T E N T i re) N 40 South Clinton St., Chicago 6, Illinois 
BUICK DEALERS WANTED 
THE NEW DYNA-LU HANDLE NEW PRODUCT IDEAS 


IS NOW AVAILABLE 


This genuine lucite handle takes the place of 
the small handle put on the Dynaflow selector- 
rod, Fits all models 1948 through 1951. Makes 
shifting easier and beautifies the steering 
quadrant. 


RETAILS FOR $1.95 EACH. SELLS ON SIGHT 
DEALER PRICE—$13.25 PER DOZEN 
5% off on lots of 25 dozen or more 


Check with order or C.O.D. 
Postage and insurance paid 


BLEVINS' BUICK 


P. O. BOX 26 CARROLLTON, MO. 
Phones: 894 and 554 


DISTRIBUTORS WANTED 


by 
Large, 50 year old, well established eastern 
manufacturer. Interested in obtaining patent 
rights or new product ideas in the automotive 
field. 

Electrical Components 
Mechanical & Electrical Accessories 
All negotiations will be held in 
strict confidence. 

Write to: 

NEW PRODUCTS MANAGER 
ROOM 906 230 PARK AVENUE 
NEW YORK, N. Y. 








AUTOMOBILE DELIVERY 
RELIABLE SERVICE 
Minimum Dealer Cost 
HAYES AUTO DRIVAWAY, IN 
9970 GRAND RIVER DETROIT c ‘MICH. 
WEbster 3-9259 


Detroit Auto Dealers Association or 
Better Business Bureau 





&NGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce St., 
Lynchburg, Virginia. 


Refer: 

















CALLING ALL 


FORD—CHEVROLET—PLYMOUTH 
DEALERS 


Are you interested in 


LEASING? 
WE HAVE THE ANSWER! 


See us at the Biltmore — NADA 
JANUARY 28-29-30 


FLEET LEASING 
CORPORATION OF DETROIT 


1341 Wanda Avenue 
JOrdan 4-6711 


Ferndale, Michigan 























‘New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [_] 
for which check is attached [[] or send bill [7] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 





to specifications, definitely priced right. 
Call Bob Leonard, International Trucks, 
2727 University Ave., Southeast, Minne- | 
apolis, Minn. Phone GL 7997. 
TRUCKS WANTED 

TOW TRUCK, not older than 1946. New| 
England dealer interested only within 50 | 














miles of Boston. Frank Ellis, 1780 Cen- 
tre St., West Roxbury, Mass. | 
BUSES FOR SALE 

TWO 1951 FORD, 48 passenger. Four 1952 | 
Dodge, 54 passenger. Two 1951 Inter- | 
national L-183, 60 passenger. One 1952 
G.M.C., 54 passenger. 1948 Chevrolet, 
1949 Packard, 1947 Cadillac, 12 passen- 
ger airport coaches. Box 1031, c/o Auto- 


Detroit 26. 





motive News, 
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INVESTIGATE THE PLAN THAT MAY 
REVOLUTIONIZE YOUR BUSINESS 





Got a Headache? 














Get the Remedy At 
N.A.D.A. Show Booth 103 


Doctors have all types of pre- 
scriptions for headaches. Some are 
effective, and others produce no 
results whatsoever. However, 
CARLIFE GUARANTY “72” pro- 
vides sure relief for many of the 
dealers’ headaches today. You'll 
agree, it’s “just what the doctor 
ordered” to put new life in your 
entire organization. 








"Oh, Brother! Carlife Guar- 
anty "72" Sure Piles Up 
Cash Reserves." 











See Carlife Guaranty “72” At Booth 103 
N.A.D.A. Convention or Mail This Coupon 
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Name of Dealership__ 
Make of Car- 
Address__._—— 


Sa 


PCP Cee eS Se SS SS SS SSS SSS Se Se eS eS 





The Carlife Guaranty 
8827 Strathmoor, Detroit 28, Mich. 
Telephone VErmont 8-5077 


Send us more information concerning CARLIFE 
GUARANTY “72” without cost or obligation. 


Name_ ek eae satel 


_Zone__ 


CARLIFE GUARANTY “72° IN 
SPOTLIGHT AT N.A.0.A. SHOW 


Big Discovery Awaits Dealers At Booth fh 


4 


| Today you need more than a 
|new model to keep your business 
|healthy. Whether cars are short 
lor plentiful, it is important that 
you maintain constant contact 
with your customers, and build 
substantial cash reserves. CAR- 
LIFE GUARANTY “72” does 
BOTH. It brings back 72% of 
your new car buyers regularly 
for service. It accumulates a cash 
reserve that is yours, and yours 
alone. CARLIFE GUARANTY 
“72” is a double edged sword that 
helps both the dealer and the 
customer. Once you see how CAR- 
LIFE GUARANTY “72” works 
you'll say over and over again, 
“It’s great to be a CARLIFE 
GUARANTY “72” dealer.” 




















“Carlife Guaranty ‘72’ is 
Not Connected With Any 
Oil or Promotion Scheme." 











Put Your Money 
on Number ''72"' 


CARLIFE GUARANTY “72” is 
the plan for 1952. When estab- 
lished in 1936, CARLIFE GUAR- 
ANTY was new and original. With 
constant changes, improvements, 
and additions, it remains years 
ahead on every count. It pays to 
nak Se number that always pays 
Gn. ta. 
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“THANKS A 
MILLION... 




















, eet, Carlife Guaranty ‘72° 
‘ % Such A Success ” 















GEORGE M. TAYLOR 


Originator of This Exclusive Plan 


— One of America's Leading Dealers — 


“There’s nothing quite so gratifying as being 
told you’re doing a good job by the people 
you serve. 

Our job, and our goal, in franchising dealers 
to use CARLIFE GUARANTY “72” has always 
been to help them operate a more profitable 
dealership’ that would keep their customers 
coming back. 

The fact that we have succeeded is attested 
by the thousands and thousands of dealers, 
representing every make of car, all over 
5 sia who are using CARLIFE GUARANTY 


We are grateful that so many dealers have 
shown such great confidence in us, in our pro- 
gram, and in our organization. We are especially 
appreciative of the fact that a large percentage 
of our new franchises are issued to dealers who 
have been recommended by other dealers on a 
voluntary basis. 

We consider your good-will our strongest 
asset and pledge to continue to do everything 
possible to merit the faith you have placed in us. 

Your success has been responsible for our 
success. So, once again, I want to say 

THANKS A MILLION” 








“WORKS LIKE MAGIC’ 
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Imitated But Never Equalled 


One of the greatest advertise- 
ments of all time, run by an auto- 
mobile manufacturer, was headed, 
“THE PENALTY OF LEADER- 
SHIP.’” That penalty is the 
make-shift attempt of others to 
copy a successful idea. Occasion- 


gunners went 
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/ oe ally other plans have been flashed 
2st on the market claiming they were 
ee 


“like CARLIFE GUARANTY ‘72’ 
in some respects,” but smart 
dealers consider only the original 
... Copycats are flattering, but 
rely on CARLIFE GUARANTY 








“There's Nothing Wrong 
With You That Car- 
life Guaranty ‘72’ 
Won't Cure." 





“72” for the best. 


“A life-saver,” says one dealer 
about CARLIFE GUARANTY 








“72.” Another writes, “I couldn’t 
operate my dealership without 
CARLIFE GUARANTY ‘72’.” 


















